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mass shipment of 200 Plymouths created a big sales weekend for Fred Hudkins 

h in San Francisco, Burlingame-San Mateo and Palo/Alto, Calif., when the 
kling new cars were lined up at Bay Meadows race trdck for public showing. 
kins reported immediate delivery of 54 cars on the weekend, with another 100 


By John K. Teahen Jr. 
Staff Writer 

HE sales counselors can scream 
+ “sell the product” until their 
ges give out, but they'll never 

ess the auto dealer who’s faced 

a big inventory of new cars 
cleanup time. 
‘Those dealers are convinced 
at a price appeal is the only 
fay to unload the cars that soon 
fll be a year old, and they play 
price game to the hilt on 


4Millionth Car 
ue This Week 


) Output Falls to 106,000 
» As °59 Run Nears End 


By Martin L, Whitmyer 
Staff Writer 
HE four-millionth car of the 
©1959 calendar year will be pro- 
bed this Wednesday (Aug. 12) 
@spite rapidly dwindling opera- 
is due to changeovers to 1960 
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addition, 1959 model-run out- 
will rise to a total of an esti- 
lated 5,545,000 units by the end 
this week, leaving less than 
}0 units to be built in the 
ent model run, The entire 
8S model run produced only 
22,765 cars. 
fhe tail end of the ’59 model run 
be completed by Ford Motor 
| divisions and Chevrolet, the 
y makers that will be producing 
after this week. 
ea * * 
PUICK, Cadillac, Rambler and 
‘the seven Buick-Oldsmobile- 
field plants closed out pro- 
ion on ’59 models last week as 
output declined to an estimated 
70 units. A week earlier, with 
e makers all working five days, 
® industry turned out 122,518 cars. 
#0ining in shutdowns for change- 
rs this week will be Pontiac and 
Msmobile at their “home”. plants, 
ng only Chevrolet, Ford divi- 
Mercury, Lincoln and Edsel 
ducing 1959 model cars. 
mperial and Studebaker will 
m fire on their 1960 model run 
Fing the week beginning Aug. 17. 
Lincoln-Thunderbird plant at 
(Continued on Page 37, Col, 3) 


id for delivery during the following week. Nearly 15,000 persons attended as the 
wit of Hudkins’ concentrated advertising program. 


p eanup Ads of Dealers 
*utting Accent on Price 


their showroo windows and in 
their newspaper, radio and tele- 
vision advertising. 

Bargain figufes on ’59 units are 
but one phase} of the price pitch. 
Many dealers have found that the 
public responds to warnings that 
next year’s cars will be higher 
priced. 

Dealers havehn’t been told what 
their 1960 prices will be, of course, 
but both the retailers and their 
customers have|come to regard the 
annual auto pice hike to be as 
inevitable as death and taxes. 

*K + og 

SED-CAR values are another 

important part of the cleanup 
price spiel. Many a customer has 
been guided to |the showroom by 
such a message\|as: “Trade now! 
In a few weeks,\| your present car 
will be a year older—and it will be 
worth a lot less.” 

In Norfolk, Va\ Norfolk Motor 
Co, offered an Oldsmobile “88” two- 
door for $2,350 an@ “no downpay- 
ment.” The price stared out at t 
newspaper reader ig numbers 
inches high. 

Other dealers pfeyred to 
mention dozens of models in a 

single ad, describing the cars 
and mentioning the suggested list 
Price and “our special sales 
price.” 

Perry Buick Co., Norfolk, Va., 
described 56 cars in this fashion, 
and Brown Pontiac, Buffalo applied 
that treatment to 25 models, Matt 
Howell Motors, Winston-Salem, 
N. C., listed 64 Dodges and Plym- 
ouths in its full-page ad. 

* Ba * 

N CORPUS CHRISTI, Tex., Ed 

Hoffman Motors (DeSoto-Plym- 
outh-Studebaker) urged prospects 
to “ask to see the actual cost... 
We can sell at cost and still make 
a small profit.—Volume!”. ~ 

Hoffman offered new Plymouths 
(Continued on Page 4, Col. 4) 


DETROIT, AUGUST 10, 1959 


a Market Swi 


By Robert M. Lienert 
Associate Editor 
HERE were signs last week 
that the nation’s auto retailers 
are beginning to hedge their bets 


in preparing for the new-model| 
| tough. While most makers talk of 


selling season. 

Two prime symptoms were not- 
ed: Unexpected and unseasonal 
strength in the used-car field and 
a trend toward more conservative 
marketing of new cars. 

Both developments indicate that 
dealers have taken a second look 
at the market and have changed 
their minds about the short-term 
outlook. on 

* 


EGINNING about a month ago, 


dealer reports to AUTOMOTIVE! 


NeEws made it apparent that dealers 
were worried about the size of 
their new-car inventories and the 
flexibility of used-car stocks. 

These worries, of course, were 
tied directly to introductions of 
1960 models —both regular and 
compact. 

Dealers were particularly sensi- 
tive about the size of new-car in- 
ventories and there were nervous 
outcroppings of blitz-type retailing. 

Uncertain about the effect of 
compact cars on used-car values, 
dealers a month ago were cutting 
down inventories as best the 
could, keeping a firm contro 
tradeins and generally plays 
close to the vest as th 
ahead to new-model ti 

* * se 


this midsumpier change in the 
collective dealer’ mood? 
Three factérs stand out, al- 


| reached 
year. 
HAT’S happened to bring about | 





Entered as Second Class Matter 
at the Postoffice, Detroit, Mich, 


though there are 

others at work among the indi- 
vidual dealers. 

Perhaps most important has been 
the steel strike, which has given 
every indication of being long and 


large steel inventories, there is a 
growing belief among dealers that 
auto production might be slowed or 
halted after the first few ’60s are 
built. 

As a result, current stocks of ’59s 
look a bit more valuable now than 
they did a month ago when there 
were some who felt that the steel 
strike might be averted or, at least, 
settled in short order. 

= * * 
ITH steel talks deadlocked and 
with more makers completing 
their 59 model runs, dealers have 
taken another look at new cars in 
hand and have tightened up on re- 
tailing. 


months, There has 
dence in recent 
; although some 
talked up a give- 
e in their retail ads. 

AMecond factor at work in 
nging the dealer outlook is the 
continuing strong retail demand 


| for used cars. 


In some marketing areas, in fact, 
dealers report used-car activity has 
its highest point of the 


* ~ = 
HE third factor, also applying 
to the used-car situation, is that 
dealers have revised their view on 


Selling Imports on the Long Haul... 


How VW Views U.S. 


By Ed Brown 
Staff Correspondent 


EW YORK.—Is it possible to 

sell automobiles, over the long 
haul, at full gross profit without 
creating artificial shortages or in 
any other way manipulating the 
market to accomplish this end? 

Dr. D. Hahn, vice-president of 

Volkswagen of America, Inc., be- 
lieves it is. He feels that as long 
as one sells a good product at a 
fair price, no American will ask 
another American to take some- 

thing away from his own fair 
profit. 

But there are a number of fac- 
tors which must be carefully ob- 
served, he said, if this millennium 
is to be approached. 

Naturally, the two already men- 
tioned qualities of good product 
at a fair price are high on the list 
of qualifications necessary to main- 
tain full gross profit. 

In an exclusive interview with 


Inside Automotive Néws.. . 


GMC introduces its V-6 truck engine, Page 2. 
Roundup of compact-car talk, Page 2. 

Sales Testing the Armstrong-Siddeley, Page 8. 
Valiant joins Plymouth-DeSoto division, Page 2. 
Auto credit soars to year’s highpoint, Page 8. 


Automotive News, Dr. Hahn also 
speculated that the American com- 
pact cars would bring equilibrium 
to the U. S. market and explored 
Volkswagen policies involving a re- 
discovery of service and a desire to 
do “everything possible to help our 
dealers make money.” 

x - 7” 
| ADDITION to the good-prod- 

uct, fair-price philosophy, Hah 

believes the retailer must acknowl- 
edge that “when the sale is made, 
the transaction between the cus- 
tomer and the dealer is just begin- 
ning.” 

“The Americans discovered 
service, many years ago,” Hahn 
said. “They developed it and re- 
fined it to an art. Today, we are 
rediscovering it and, in the pro- 
cess, maybe we are being helpful 
to the country in which we reside 
as paying guests.” 

Throughout the interview Hahn 
stressed the importance of service 
in the VW philosophy, The impor- 
tance of clean service establish- 
ments, the importance of creating 
in the mind of the customer the 
confidence that his service prob- 
lems will be handled quickly, ex- 
pertly, confidently and, again, at a 
fair price. 

And customer service, Hahn be- 
lieves, is the catalyst which has 
created the word-of-mouth adver- 
tising which, in turn, has created 
the healthy climate within which 
Nolkswagen dealers and distribu- 

(Continued on Page 34, Col, 2) 
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des 
look 


e effect of the Big 

Three’s new compact cars on the 

used-car market. 

Originally, it was believed that 
Prices of late-model used cars 
would be sharply reduced by the 
introduction of new smaller of- 
ferings. 

Dealers are no longer so sure. 
Said a Detroiter last week: “Every- 
body has been telling everybody 
else that when the small cars get 
|} here at $2,000 we wouldn’t be able 
to move late-model used cars. I've 
heard all over that used-car prices 

(Continued on Page 4, Col, 2) 
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‘Hope Is Dimming 
For Action in 759 
OnSecurity Bill 


By William Ullman 
Washington Bureau Chief 
ASHINGTON. No positive 
new action on territory secur- 
ity had been taken by the Senate 
Interstate Commerce Committee 
last week as Automotive News went 
to press. 

The week also ended without a 
completed tabulation of the ter- 
ritory-security poll instituted in 
his home state by Senator Clif- 
ford Case, New Jersey Republi- 
can. 

The Senate Commerce Committee 
itself appears to be marking time 
on the legislation, and as a result, 
at this late date the question nat- 
urally arises as to whether any- 
thing further will be done at this 
session of Congress. 

Case is polling 1,100 New Jersey 
dealers, and returns have been 
coming in steadily for several days, 
but not in great number. 

a - *” 

ASE’S staff is disinclined to 

close the matter until all deal- 
ers polled have had a chance to 
file their opinions. But a spokes-, 
man did give this correspondent a 
rundown on the few hundred that 
have been received. 

Among those who have an- 
swered, the voting has been 
about 3 to 2 in favor of some 
sort of Government intervention 
in the matter. 


The Schoeppel bill appeared to 
(Continued on Page 4, Col, 2) 





Top Cars 


New-car registrations for five 
months, plus 37 states for June: 
1959 1958 
Pos. Make Pos. 

I— Chev. 612,926— 1 
Ford 467,156— 2 
Pontiac 114,832— 6 
Olds. 156,441— 4 
Plym, 188,865— 3 
Rambler 172,294— 7 
Buick 


133,228— 5 

Mercury 66,273— 8 
Dodge 64,305— 9 
Stude. 19,471—14 
Chrysler 30,7098—11 
Edsel 20,773—13 
DeSoto 25,008—12 
Lincoln 14,755—15 

8,505 Imperial 8,005—16 
273,142 Mise. 152,135 

Total All Makes 
2,852,923 2,211,586 
Further details on Page 24. 


697,719 
678,278 
185,425 
179,868 
179,554 
163,191 
126,052 
71,744 
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21,317 
14,231 
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Many Questions, Few Answers. . . 


Compact Cars in News Spotlight 


tye Big Three’s entry into the 
small-car field hag blown up a 
flurry of interest, a lot of questions 
and few answers in the nation’s 
consumer, trade and special interest 
publications, 


One of the more dramatic pres- 
entations was a Newsweek article 
that included a picture of the 
Corvair standing beside its big 
brother Chevrolet for 1960. The 
rather hazy reproduction showed 
the Corvair to be noticeably 
smaller and more boxy than the 
standard Chevrolet. 


A spokesman for Chevrolet did 
not question the authenticity of 
the picture but observed that pre- 
mature publicity on the 1960 cars 
would hurt the auto industry. He 
said that the division did not re- 
lease the picture. 

* * + 
UESTIONS raised about the 
new small cars boil down to 
two key queries: Will the Big 
Three’s entries in this market be 


well received? If they are well re- 
ceived, who will suffer? 

Value Line Investment Survey, 
an investment advice service pub- 
lished by Arnold Bernhard & Co., 
New York, sees an oversupply of 
compact cars in the market in 1960 
with all producers suffering a bit. 

This is the way the prediction is 
worked out: 

Preliminary plans call for pro- 
duction of at least 600,000 Cor- 
vairs, Falcons and Valiants. 
Value Line looks for the Big 
Three to sell at least 500,000 of 
these units in 1960, because “we 
believe that the Big Three will 
be strongly motivated to retail at 
least enough automobiles to cover 
the overhead cost of their pro- 
duction, even if it means low 
profit per unit or none at all.” 
The report places combined sales 

of Rambler, Lark and imports at 
750,000 units this year, If these pro- 
ducers were to carry present pro- 
duction rates through 1960, there 





13-Inch Tire for Compacts 
Offered by Two Firms 


DETROIT.— Both U. S. Rubber 
Co. and Firestone Tire & Rubber 
Co. have developed i3-inch tires for 
use on compact cars which Ameri- 
can manufacturers will introduce 
this fall, 

U. S. Rubber said its tire is a 
low-profile casing which was de- 
veloped after a two-year research 
and engineering program con- 
ducted by its scientists working 
with Chevrolet engineers. The 
tire will be original equipment on 
Chevrolet’s new Corvair. 

Firestone said its new 13-incher 


ca * * 





Be a 


Designed for the Corvair— 


E. N. Cole, left, Chevrolet general man- 
ager, and Walter D. Baldwin, United 
States Rubber Co. vice-president for ori- 
ginal equipment automotive sales, view 
the new 13-inch low-profile tire designed 
as original equipment for the Chevrolet 
Corvair by the rubber company. The tire, 
called the U. S. Royal Low Profile Safety 
8, has been engineered to give 50 percent 
better tread wear than is normally experi- 
enced on large fort, Baldwin said. 





For Compact Cars— 


Tire technician L. F. Turrill, right, shows 
the difference between standard 7.50-14 
tires, left, and a new 13-inch tire now be- 
ing produced in quantity by Firestone Tire 
& Rubber Co. 


is being produced in quantity in 
three sizes and with white side- 
walls, 

Walter D. Baldwin, U. S, Rubber 
vice-president for original equip- 
ment tire sales, said his firm’s tire 
meets the requirements of cars 
with either front or rear engines. 
He predicted that motorists could 
expect 50 percent better tread wear 
than is normally experienced on 
large cars. 

The tire has the low-profile shape 
which differs from the conventional 
in that it is oval in cross section 
—wider than it is high. 

According to U. S. Rubber, “This 
shape, coupled with new and im- 
proved longer cords built into the 
tire at an unusual cord angle, gives 
it tremendous stability and corner- 
ing power.” 

The company declared the tire is 
“particularly suited” to a rear-en- 
gine car. The Corvair will have a 
rear engine. 

The carcass of the tire is con- 
structed of Tyrex cord, and its 
tread pattern has seven rows 
which are heavily slotted for 
extra skid resistance and trac- 
tion. 

The tire will be marketed as U.S. 
Royal Low Profile Safety 8 and will 
be produced in sizes to meet the 
requirements of all new compact 
cars produced by American manu- 
facturers, the company said. 


Additional Tax 
On Import Cars 


Asked in Congress 


WASHINGTON.—A joint resolu- 
tion imposing an additional import 
duty on foreign-made autos, and 
providing that the proceeds of the 
levy be used to augment the high- 
way trust fund, has been intro- 
duced by Rep. Robert T. Ashmore, 
South Carolina Democrat. 

A special duty of 7% percent ad 
valorem is specified in the resolu- 
tion. 

The sponsor sets forth that such 
an additional duty “would not only 
restrict the damage which such 
importation is doing to the Ameri- 
can laborer and auto industry but 
would greatly assist in financing 
the interstate highway without the 
necessity of levying additional 
taxes on the already heavily-bur- 
dened American taxpayer.” 

The resolution has been referred 
to the House Ways and Means 
Committee. 


Chrysler Cites Deal 


WELLESLEY, Mass. — Wellesley 
Auto Sales, Inc. (DeSoto-Plym- 
outh), has received the Quality 
Dealer Award from Chrysler Corp. 
The plaque was accepted by Ed- 
mund Kehoe and Sidney Margolis, 
coowners of the dealership. 











would be 1,350,000 small cars in the 


market. 
* * * 


ALUE LINE does not see the 

market for small cars jumping 
from 750,000 units to 1,350,000 in one 
year. Instead, it looks for the small- 
car market to expand by about 50 
percent to about 1,150,000 units next 
year. 

The report does not question the 
ability of the Big Three to sell the 
cars they will produce. The big 
question is how much money they 
can make on the units that are 
sold. 

Articles dealing with the small- 
cars emphasize the importance of 
the move. 

* + * 
N EXAMPLE of Canadian 
views on the small cars is the 
Toronto Daily Star article which 
says that, if the Big Three entries 
fail, their manufacturers will be 
out almost $1 billion; if they are 


| well received, other car lines will 


suffer. 


The story does not offer an opin- 
ion on just which alternative is 
likely to hold up either in Canada 
or the U.S. 


The paper said the Big Three 
small cars vindicate the pioneer- 
ing work of AMC President 
George Romney. “Now that Rom- 
ney has proven to be a chillingly 
accurate auto industry forecaster, 
Detroit no longer laughs but imi- 
tates,” the paper said. 

Speculation on just what the Big 
Three will bring to the small-car 
market continues both in and out 
of print. 

One publication wondered what 
would happen if the Big Three’s 
lines did not offer a station wagon. 
It was pointed out that Rambler 
draws more than one-third of its 
— with its station wagon mod- 
els. 


It appears that Falcon and Vali- 
ant will offer station wagons. Some 
reports say Corvair will have a 
front-engine station wagon while 
others say there will be no wagon 
this year. Chevrolet won’t com- 
ment. 





Glass-House Auto Effect 
Is Patented for GM 


WASHINGTON.—A “glass- 
house” effect for auto bodies has 
been patented for General Mo- 
tors. The design gives the im- 
pression that everything between 
the roof and belt line is glass. 

The roof is supported by two 
longitudinal beams which are 
supported only at their rear ends. 
The front corner pillars are eli- 
minated or reduced in diameter, 
and the view is otherwise inter- 
rupted only the weatherstripping 
and channels for the windows. 





98.4 Percent of 
110.8 Percent of 


Business Barometer 


Automotive News Economic Index — 


Auto Production ............ eee 122,518 99.2 194.9 
Truck Production ............ “. 20,091 79.8 123.1 
Auto Registrations—Year to date. . 2,852,923 ts 129.0 
Truck Registrations—Year to date. 436,996 ie 134.6 
Steel Production—Tons ........ é 345,000 94.5 22.1 
Pa d Production—tTons.... 331,482 106.0 108.6 
Soft Coal Output—tons ........ 7,250,000 101.7 91.8 
Oil Refinery Output—Boarrels .... 49,538,000 100.5 101.6 
Electric O |-—Kiiowatt hours.... 13,775,000,000 101.5 109.2 
Barometer Freight Car Loadings 322,624 95.9 99.0 
Department Store Sales Index .. 117 99.2 105.4 
Stock Market Price Index....... 441.3 101.9 125.9 
U.S. Government Spending 

—Fiscal year to date ......... «+. _$7,391,687,000 red 104.3 
Commercial and Industrial Loans $28,585,000,000 100.3 3% 
Savings Deposits ......... seneves $30,837 ,000,000 100.0 102.2 
Used-Car Prices-—Average........ $1,043 101.2 111.0 
Business Failures ...... sue bisa'ehe 252 102.9 93.0 
Common Common 
Stocks Aug.5 July 29 1959 Range Stocks Aug.5 July 29 1959 Range 
AMG....... 46Yq 46% 49%4-25% ee 54% 54%, 57% -39% 
Chrysler... 67% 66% 725%-50% Mack...... 46%, 465%, 49%-32Y, 
Ford....... 81% 77% 81Y%,-50% Boe cdkowcn 12% 12% 15%- 9% 
GM........ 565% 57%, 58%-45 White...... 57%, 57% 60 -40%, 


(Aug. 10, 1959) 



























































































































Checking GMC's New V-6— 


Frank E. Hickson, right, GMC dynamometer engineer, checks a 351-cubic-inch V4 
engine during a test of the new power plant. The engines have a potential of 100,00 
to 200,000 miles of continuous operation without major overhaul, GMC said. 


GMC Readies New V-6; 
Greater Durability Claimed 


PONTIAC.—Development of V-6 
gasoline truck engines whose dura- 
bility is expected to be as much as 
three to four times greater than 
existing designs has been announc- 
ed by Philip J. Monaghan, GMC 
general manager. 

These new engines, which Mon- 
aghan said were the first of their 
kind ever developed, include a 

12-cylinder power plant having 
the same 60-degree “V” design 
that is common to the entire 
group. 

Monaghan said prolonged dyna- 
mometer tests indicate the engines 
have durability factors and ad- 
vanced structural features making 
them far superior to existing de- 
signs. 

“With proper application and 
maintenance procedures,” Mon- 
aghan said, “these engines have a 
potential of between 100,000 and 
200,000 miles of continuous opera- 
tion without major overhaul.” 


Although the availability date 
for these engines in new GMC 
truck models has not yet been 
determined, Monaghan em pha- 
sized that the engines are an 
integral part of the GMC truck- 
engineering development pro- 
gram known as “Operation High 
Gear.” 

He said the V-6s hold great 
promise of increased earnings for 
truck operators by giving better 
fuel economy, holding maintenance 
costs to a minimum, providing 
easier access to engine components, 


























Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 
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and reducing parts stocks through 
a high degree of parts interchange- 
ability. 

The new engine develops maxi- 
mum torque or load-moving power 
at moderate engine speeds, increas- 
ing fuel economy and reducing 
engine wear while producing more 
usable power, he added. 

For example, Monaghan contin- 
ued, a 401-cubic-inch displacement 
V-6 has been found to achieve 

(Continued on Page 37, Col, 1) 


Plymouth-DeSoto 


Division Named 


To Market Valiant 


DETROIT.—Basic marketing re 
sponsibilities for the Valiant have 
been assigned to Plymouth-DeSoto 
division, W. C. Newberg, Chrysler 
Corp. executive vice-president, said 
last week. 


The enlarged division, to be 
called the Plymouth-DeSoto-Val- 
iant division, will continue under 
the direction of Harry Chesebrough, 
corporation vice-president and divi- 
sion general manager. 

“Our analysis of markets and 
dealer distribution for Valiant is 
practically completed,” Newberg 
said. 

“These studies indicate that se 
lection of Valiant dealers should be 
made on the basis of dealer loca 
tion and market potential rather 
than exclusive distribution by # 
single dealer group. Additional 
plans for marketing Valiant will be 
announced in the near future by 
Plymouth-DeSoto-Valiant division. 

E. P. Letscher, general sales 
manager for the division, will as 
sume additional responsibilities for 
Valiant, as will J. W. Minor, mar- 
keting director for the division. 


Congress Slapped 
For Road Delays 


MAYFIELD, Ky.—Congressional' 


delay in providing funds for the 
Federal highway program is inex 
cusable, M. J. O’Neil, vice-pres! 
dent, General Tire & Rubber © 
declared last week at ground 
breaking ceremonies for the com 
pany’s $9.5 million tire-manufactur 
ing plant here. 

He warned that the highway pro 
gram, which was approved in 1 
must be kept on schedule for the 
future economic growth and pre 
gress of the U. S. 

O’Neil said General’s Mayfield 
plant is designed to be expanded 
as auto and truck travel increase 
He added that the expansions 
“could come in a relatively short 
time or they may be delayed for 
years, depending on what our Con 
gress does now about our highways 
of tomorrow.” 
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by Robert M. Finlay 
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NHE term “quality dealer” has 

been in strange company in re- 
ent years. Some factories have 
garted what they called quality 
dealer programs. When stripped to 
fact, these programs appeared de- 
signed to get dealers to sell in 
ter volume. 
And some dealers have sought 


c relations programs without 

ving it, 

Most of us think of a quality 

dealer program as one having re- 
ments for both dealers and 
ries. 


* 

Ideas Offered 
ADA, in its endeavor to formu- 
late such a program, has sug- 


Buffalo Dealers 

7. 
Urged to Exercise 
Care in Hiring 

BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. has warned 
its members to be careful when 
hiring employes. 

The association said it frequently 
hears of dealers having unpleasant 
experiences with employes and that 
in almost all these cases, the dealer 
did not investigate the employe’s 
previous work or integrity record. 

The association made these sug- 
gestions to dealers in hiring em- 
ployes: 

1. Take time to interview appli- 
cants properly. 

2. Use an application form. 

3. Make use of the application 
form in the interview. 

4, Make no spot employment. In- 
vestigate fully. 

5. Hire on the record—not hope. 

“In the matter of investigating 
previous employment and work 
records and habits, we do not know 
why dealers are often reluctant to 
check with other dealers who have 
previously employed the applicant, 
but this does appear to be the situ- 
ation,” the association said. 


Ala. Dealer Group 
Headed by Slaton 


MONTGOMERY, Ala, — Charles 
W. Slaton, Union Springs, has been 
elected president of the Automobile 
Dealers Assn. of Alabama, succeed- 
ing R. S. Hicks, 
Decatur, who re- 
signed because of 
ill health. Slaton 
had been first 
vice-president. 

Slaton, presi- 
dent of Eley-Sla- 
ton Motor Co, 
Inc., served as a 
director of ADAA 
before becoming 
vice-president. He 
entered the auto 
business in 1950 as general man- 
ager of Eley-Slaton. 

Slaton worked for Goodyear Tire 
& Rubber Co. before entering the 
auto business. 


* * 
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gested some of the obligations that 


might be expected of factories and | 


dealers. 

Each dealer would be required to: 

1. Supply adequate capital, 

2. Furnish adequate sales and 
service facilities. 
| 3. Provide adequate, competent 
and reputable personnel in line 
with his current market poten- 
tial. 

4. Provide competent and reput- 
| able management. 

5. Establish and maintain poli- 
cies, including advertising, which 
will reasonably and fairly serve the 
public, the manufacturers and 
other dealers. 

6. Secure a reasonable market 
penetration in his area of responsi- 
bility. 


* * * 


Factory Obligations 


f ypennnes factory obligations were 
suggested: 

1. Furnish a salable product at 
a competitive price. 

2. Maintain continuing, scientific 
market analysis to make possible 
the scientific appointment of deal- 
ers in such a manner as to provide 
to each dealer a realistic market 
within his zone of influence in 
which he would have the oppor- 
tunity to make a reasonable return 
on his required investment in both 
good and bad years. 

3. Institute and maintain poli- 
cies which insure to the dealer 
reasonable economic opportuni- 
ties. 

(a) Assign and maintain definite 
areas of sales and service respon- 
sibility. 

(b) Maintain fair and equitable 
distribution of new vehicles com- 
mensurate with the market in the 
individual dealer’s areas of respon- 
sibility. 

(c) Provide and use an effective 
and democratically elected factory 
dealer council. 


(d) Establish and employ definite 





ments. 
a * cd 


Door Open 


pease industry relations com- 
mittee is making a real effort 
to establish a sound quality dealer 
program. 


If you have any suggestions 
which would further this end, 
you can count on a receptive ear 
from Charles Freed, who heads 
the committee. 


We, too, would be happy to pub- 
lish your ideas on this subject. 
ok on of 


Restricting Competition? 


HIS is a program that takes 
time to formulate. There are 
pitfalls in spelling out a relation- 
ship between producer and dealer. 


Everyone is concerned that 
there be no restriction on com- 
petition in its best sense, for this 
has been a mighty spur in the 
growth of the auto business. 


Factory leaders have expressed a 
determination to block any move 
which might cause the industry to 
stagnate. They feel there is a nat- 
ural inclination for dealers to want 
to cultivate in a leisurely fashion a 
market protected from the “rapaci- 
ous” dealer who wants to compete 
aggressively. 

The factories, the Federal Gov- 
ernment and even thinking deal- 
ers themselves will resist any 
effort to set up such protection. 

What thoughtful dealers have in 
mind is protecting the trade not 
from legitimate competition but 
rather from dealers who defraud 
the public and spoil the market for 
all by deceptive tactics. 

The big difficulty we face is in 
defining legitimate and illegitimate 
competition, Thoughtless com- 
| plaints have beclouded the issue, 
for often dealers have complained 
not against deceptive practices but 
against other dealers simply more 
aggressive than they are. 





standards for all dealer require-| 
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$100 Reward 


A man, calling himself Max 
Williams of National Publishers 
Service, has been unlawfully so- 
liciting new and renewal sub- 
scriptions to Automotive News in 
California, Nebraska and other 
states. 

Since Automotive News has no 
authorized subscription agents in 
the field, subscription payments 
should be sent direct to our De- 
troit offices only. 

If any person, representing 
himself as an Automotive News 
subscription salesman, asks you 
for money, please contact your 
local law enforcement officials 
immediately and ask them to 
notify us. A $100 reward will be 
paid by Automotive News for the 
arrest and conviction of the spur- 
ious salesman. 











Recovery from Recession Is Over . . . 





Nation Settles Down 


By Kenneth C, Kelley, Jr. 


Staff Correspondent 


‘— dramatic recovery from the 
1958-59 recession is over and 
the nation has settled down to a 
| period of slower progress mixed 
with problems in areas where the 
progress is either too rapid or too 
slow. 

That’s the gist of comments on 
business conditions from the Fed- 
|eral Reserve System and the na- 
| tion’s Federal Reserve banks, 

The board reported that this 
| year’s second quarter bank debits 








A Wildlife Exhibit— 


A live skunk and a raccoon were features of a unique wildlife exhibit in the show- 
room of Bob Stout's Garage, Inc. (Dodge-Plymouth), Beaver, Pa. The week's promotion 
attracted more than 2,000 persons, Fifteen new and used cars were sold, according 


to Bob Stout, right. 








WASHINGTON —A Federal 
Trade Commission hearing exam- 
iner has ruled that equipment and 
property-improvement deals which 
| Socony Mobil Oil Co., Inc., gives its 
auto-dealer customers are not un- 
|fair methods of competition. 


In ordering dismissal of a 1957 
FTC complaint, Robert L. Piper 
held that Socony’s benefits do not 
substantially lessen competition 
or create a monopoly, or induce 
dealers to handle its oil and 
grease exclusively or to stop 
handling competitive products. 
Piper added that his ruling was 
not a final FTC decision and may 
|be appealed, stayed or docketed 
|for review. 


He said he found that almost all 
of Socony’s competitors offer simi- 
lar deals, and that Socony offers 
them “only when necessary to meet 
competition and has lost more busi- 
ness than it has won through com- 
petitive offers.” 

The industry practice is to fur- 
nish equipment and improvements 
under contracts calling for mini- 
mum purchases over a stated pe- 
riod, Piper said, with the cost 
amortized by crediting a specified 
discount per gallon of lubricant 
purchased, 

Socony’s contracts, Piper ruled, 
“were not requirements con- 
tracts or exclusive dealing con- 
tracts, and the purchaser was 
free to purchase lubricants from 
other sources although agreeing 
to buy a minimum amount from 
respondent. 

“In actual practice the equip- 
ment deals had no effect upon the 








Former Ohio Dealer Wins 


Probation in Fraud Case 


XENIA, O.—D. C. Anderson, 55, 
former Xenia dealer, was placed on 
probation for five years after 
pleading guilty to charges of fraud. 

He admitted defrauding General 

Motors Acceptance Corp, out of 
| $2,535 and using a false name and 
address in a sworn statement re- 
quired under the State motor- 
vehicle laws. 


Socony Auto Dealer Pacts 
Not Unfair, Says FTC Aide 


purchaser’s freedom to enter into 
contracts with other sellers for 
future purchases of lubricants.” 

Piper continued: 

“Because of the competitive con- 
ditions, substantially all of the sell- 
ers would take over equipment fur- 
nished by a competitor to a dealer, 
purchase such equipment or pay 
the unamortized portion thereof to 
the competitor, and provide for the 
amortization of same by the dealer 
in return for a contract agreeing 
to purchase oil from it. 

“In other words, although un- 
amortized amounts might still be 
owed on such equipment, in prac- 
tice this in no way hindered the 
dealer from changing suppliers 
and negotiating new contracts 
with competitors.” 

Piper emphasized that at least 
three of the six Socony competi- 
tors who testified showed very sub- 
stantial increases in total sales 

from 1946 to the time of the com- 
plaint. 

“What little reliable evidence 
there is respecting the other three 
indicates that their sales steadily 
increased until 1956 and the decline, 
if any, since then cannot be attrib- 
uted to Socony’s practices,” Piper 
said. 5 

“The fact that these same com- 


(Continued on Page 6, Col. 5) 





Late Report... 


to a six-week high. 


$15 on ’57s and $14 on ’54s. 


signment was 246.9 units, 
sales ratio was 72.0 percen 











In Economic Growth 


ran ahead of the year-earlier 
totals in 11 Federal Reserve dis- 
tricts. The New York District 
was the only one which showed 
a lower total for the 1959 period. 


Bank debits, which measure 
overall business activity by show- 
ing the amount of money changing 
hands by check, have been showing 
rather dramatic year-to-year gains 
in recent months. In June, the gain 
for the nation was less spectacular. 

The individual Federal Reserve 
banks have made these recent com- 
ments on economic conditions on 
the regional level. 

a * * 


New England 


Peal production in New 
England is running 15 percent- 
age points ahead of the 1958 rate, 
according to the Boston FRB. 

Bank loans to business are 5 
percent above the year-ago total 
while bank deposits are up one 
percent, The index of department 
store sales is up 6 points. 

The pickup in employment in 
New England is running behind 
the national rate of improvement. 
Nonfarm employment in the region 
has gained by 2 percent in the last 
year; in the nation, the gain has 


been 4 percent, 
* * * 


New York 


HE demand for business loans 

has begun to “press with sus- 
tained vigor against the available 
supply of loanable funds,” the New 
York FRB reported. 

Later reports indicated that 
the demand for commercial loans 
has eased off a bit due to the 
steel strike but many observers 
see renewed demand for loans in 
the business pickup after the 
strike. 

Meanwhile, the heavy demand 
for loans has left the nation’s 
banks heavily in debt to the Fed- 
eral Reserve System, indicating 
that banks generally will be more 
selective in granting loans in the 
future. 

* oe * 
Philadelphia 

7s Philadelphia FRB reports 

that the resort business is 
booming in its district, which in- 
cludes the seashore in New Jersey 
and Delaware and the mountains 
of Pennsylvania, 

“An even break on the 
weather” should give the resorts 
an excellent chance to break pre- 
vious records, the bank said. 

In addition to those who are on 
vacation, the resorts are drawing 
increasing patronage from those 
who decide “to get away from it 
all” for weekends. 

a“ ~ 


~ 
Richmond 


ISING demand has enabled alu- 

minum producers to set a ser- 

ies of production records so far 
(Continued on Page 33, Col, 1) 


It’s Colonel Galles, Suh! 


ALBUQUERQUE, N. M.—Herbert 
L. Galles jr.. NADA president, be- 
came an honorary Kentucky Colo- 
nel at the Albuquerque Kiwanis 
Club meeting last week. Lou C. 
Gerding, acting representative of 
Kentucky’s Gov, A, B. Chandler, 
conducted the ceremony. 


Used-Car Market 


Rebounding strongly on older units, the overall average price of 
used cars sold at wholesale auction last week advanced $12 to reach 
$1,043, according to Automotive News’ index. 


It was the fourth weekly increase in a row and it carried the index 


Only on late models were prices pushed downward—’59s were off 
$33 and ’58s declined $46, a new low. 


Gains amounted to $58 on ’52s, $44 on ’55s, $30 on ’53s, $19 on ’56s, 


At a group of representative auctions last week, the average con- 

pared with 233.8 a week earlier. The 
compared with 71.4 the previous week. 
Auction reports begin on, Page 18. 
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No Union Link, Police Say... 


Picketed Dealer’s Cars Damaged 


By Frank Gawronski 
Staff Writer 

Pes are investigating the 

possible sabotage of 12 new 
cars that were splattered with 
paint remover at a dealership 
picketed by the Teamsters Union 
in Syosset, N. Y. 

The union, Teamsters Local 810, 
has demanded recognition as bar- 
gaining agent for 
15 mechanics em- 
ployed at Plainview 
Motors, Inc. (Ford). 
The police said they 
had established no 
link between the incident and the 
labor dispute. 

“We have spoken with union of- 
ficials and they deny any connec- 
tion or implications,” Chief of De- 
tectives Stuyvesant Pinnell said. 
“So far we have no evidence to 
connect the union or anyone else 
with this incident.” 

William Martin, Plainview 
president, estimated that it would 
cost $1,000 to refinish the cars, 
which had been lined up in front 
of the showroom. 

Police said a commercial paint 
remover, possibly with an acid 
base, apparently had been poured 
over the cars during the night. 

Picketing under police _ surveil- 
lance continued last week, but Mar- 
tin said that his mechanics were 
continuing to work. 

Martin said he had petitioned the 
National Labor Relations Board to 
hold an election to determine 


LABOR 
FRONT 





Autos Tops in Use 
Of Aluminum 
Mold Castings 


NEW YORK. — For the fourth 
straight year, motor vehicles for 
civilian use took more than half 
the shipments of aluminum perma- 
nent mold castings in 1958, accord- 
ing to the Aluminum Assn. 

Civilian vehicles accounted for 
64.1 percent of the shipments re- 
ported for the final six months of 
1958, the association added, an in- 
crease of 6.2 percent over the first- 
half figures. 

On the other hand, civilian vehi- 
cles’ use of aluminum sand castings 
dropped to 10.5 percent of ship- 
ments in the last six-month period 
of ’58, a dip of 5 percent under 
the first-half figure. 

In the six-month period ending 
Dec. 31, 1955, the association noted, 
civilian vehicles used 26.7 percent of 
the sand-castings shipments to lead 
all industries by a margin of 4 per- 
cent. 


In the last half of 1958, the group 
continued, industrial and commer- 
cial machines, equipment and tools 
held their rank as the No. 1 user of 
the sand castings, with 42.1 percent 
of the shipments. 





At Senate Tax Hearing— 


Following a session of the Senate Fi- 
nance Committee, holding hearings on 
interstate commerce taxes, Committee 
Chairman Senator Harry F. Byrd, Virginia 
Democrat, left, chats with Col. James W. 
Roberts, center, representing the National 
Assn. of Wholesalers, and Harold T. Half- 
penny, legal counsel to the Automotive 
Service Industry Assn. Halfpenny told the 
committee that recent Supreme Court de- 
cisions upholding the rights of states to 
tax business in interstate commerce would 
add to the hardships of small business 
and he urged the committee to enact 
legislation to help the businessman. 





whether the mechanics wanted to 
be represented by the union. 
* * * 


NLRB Ruling Hits Dealer 


_ OTHER dealership labor devel- 
opments, John F. Funke, NLRB 
trial examiner, has recommended 
that Bob Beck, Inc. (Chevrolet), 
Lorain, O., “cease preparing, cir- 
culating and asking its employes to 
sign any paper or document by 
which employes withdraw from 
membership in Machinists Local 
1980 or any other labor organiza- 
tion, or by which they revoke the 
designation ‘of said union or any 
other labor organization as their 
agent for collective bargaining.” 

Funke also recommended that 
the dealership cease interfering 
with, restraining or coercing its 
employes “in the exercise of their 
rights to engage in or refrain 
from concerted activities.” 


If the recommendations are up- 
held, the dealership will be required 





Hope Is Dimming 
For Action in 759 
On Security Bill 


(Continued from Page 1) 


have a slight lead in the matter of 
choice at the week’s end. 


The poll replies have come in let- 
ters, since there was no prepared 
form. The dealers were not given a 
list of questions, but simply asked 
how they felt about territory secur- 
ity, with no reference to the dis- 
cussion before, after or during the 
recent hearings before the Mon- 
roney auto marketing practices 
subcommittee. 

* oa og 

ERE are many diverse and in- 
‘teresting views in the letter 
replies sent in. The completed poll, 
when tabulated, will doubtless pro- 
vide some more or less startling 
food for senatorial thought, since 
the poll was designed to sweep in 
all New Jersey dealers, those with 
various affiliations and those with 

none at all. 

Meanwhile, NADA is busy on 
Capitol Hill with the upcoming 
House labor vote. 


to post compliance notices for 60 
days. 

Funke also recommended that a 
union complaint that Bob Beck dis- 
criminatorily refused to rehire one 
employe be dismissed. Funke made 
his recommendations following a 
hearing in May in Lorain. 

In Yakima, Wash., the NLRB 
has ordered a representation elec- 
tion among body shop employes, 
including apprentices and helpers, 
at Valley Ford Sales, Inc. The 
workers will vote for or against 
Machinist Lodge 1531, 

The union won a recent repre- 
sentation election among the deal- 
ership’s journeymen automotive 
mechanics by a 9-to-2 vote. 





In Long Beach, Calif., mechanics 
at Cormier Chevrolet Co. voted 55- 
to-2 against representation by Ma- 
chinists Local 1484. 

ok 


* * 


AMC Workers Earn More 


ON THE factory front, some 21,- 
700 Wisconsin employes of 
American Motors Corp. will aver- 
age about $1,200 more in wages 
during the 1959 fiscal year than 
they earned in the same 1958 pe- 
riod, with the addition of the latest 
annual improvement factor wage 
increase. 

Kenosha and Milwaukee em- 
ployes have already averaged 
$4,887 for the first nine months 
of the current fiscal year, com- 
pared to $3,960 for the same pe- 
riod in 1958. 

According to an AMC spokesman, 
the new annual improvement fac- 
tor increase, which went into ef- 
fect Aug. 1, will amount to at least 
$108 a year for the average covered 
employe based on an average wage 
and 40-hour week. 

AMC paid nearly $50 million 
more to its Wisconsin employes 
during first nine months of the 
1959 fiscal than during the same 
1958 period. A total of $94,600,000 
was paid during the 1959 period, 
compared to $44,800,000 in the 1958 
period. 

The latest annual improvement 
factor increase is expected to hike 
AMC’s total 1959 Wisconsin payroll 
to about twice the 1958 payroll. It 
is expected to go from slightly 
more than $61 million to about $116 

| million. 








Market Swing Provides 
Healthier Dealer Outlook 


(Continued from Page 1) 


up and down the line were going 
to drop, but good. 

“I was a little worried. Then, I 
figured that all year long I’ve been 
selling new stuff at around $1,900 
on the really tight deals and my 
used-car business hasn’t suffered. 
In fact, it’s been good. 


“Why should the little cars 
hurt?” 
* * aK 
APPAREnry, many other deal- 
ers have come around to the 
same way of thinking—some of 
them after they had already heav- 
ily culled their used-car stocks, 


These are the dealers that have 
suddenly found themselves head- 
ing for the wholesale auctions in 
a buying mood. Alert independent 
operators have also stepped up 
buying pressure in the wholesale 
markets. 

As a result, average wholesale 
prices have risen steadily over a 


Popovic Enters 


Innocent Plea 


CLEVELAND. — Nicholas Popo- 
vic, bankrupt Chrysler-Plymouth 
dealer who was indicted on charges 
of selling 15 cars without delivering 
titles to them, has pleaded “not 
guilty, with reservations.” 


The case was held over until the 
September term of Common Pleas 
Court. Popovic has been released 
on $1,500 bail. 

A similar delay has been granted 
Bert Winston, president of Mutual 
Finance Co., who was indicted by 
the grand jury in connection with 
the same group of. auto sales. 


four-week period and last week, 
according to AUTOMOTIVE News’ in- 
dex, they stood at a six-week high. 

Some dealers reported, however, 
that despite the stiff wholesale tab, 
used-car profits are holding steady 
and trending upward. 

All in all, dealers were acting last 
week as though 1960 will never 
come. 





The National Board of Judges for the 
Communities" examines an award entry 
Washington. 


Safety-Check Judges Deliberate— 


\ 


Enoch Offers "Hot' Deals— 








“Red hot deals from the man with the red hot tie" is the theme of the July-Augusi 
sales campaign being carried on by Enoch Chevrolet Co. in South Gate, Calif, 
Shown here, looking over the sign that has been painted on a fleet of 31 White 
Biscayne demonstrators, are, from left, George Cashman, Enoch president; M. A 
Young, Chevrolet city manager; and Harry Williams, Chevrolet city parts and acces. 
sories manager. The theme is being extensively promoted via the dealership’s radio 


and TV schedules in Los Angeles. 
i a 


As Ads Ignore Product . 





Dealers Play Price Game 


(Continued from Page 1) 


at $1,775 “plus cash or trade worth 
$95,” and warned: “1960 cars will 
be higher. Interest rates will be up. 
So buy now.” 

Prices started at $1,950 at 
Weiss Ford, Baltimore, and the 
company informed readers: “We 
can’t sell below cost, We mention 
this only because our competitors 
say we do. We'll admit that there 
is a ‘fine line.’ ” 

Weiss also extended an invita- 
tion: “Even if you don’t want to 
buy—but if you like plenty of ac- 
tion—come in to any of Weiss 
Ford’s locations. Browse around— 
watch a real ‘beehive.’ It’s a sales 
show that'll thrill you.” 

* * x 


}yol4-bosas FORD, Memphis, 
geared its ad to the prospect’s 
tradein. The dealership offered a 
Custom 300 two-door for $1,590 and 
any ’52 or ’53 model; $1,380 and 
any ’54, ’55 or ’56 model, or $890 
and any ’57 or ’58 model. 

It was “2 new cars for the price 
of 1” at Roscoe Moore Pontiac, 
Hattiesburg, Miss. The second car 
was a “Vanguard Sports Car,” a 
fiberglass two-seater for the young- 


ASAE Honors Romney 


WASHINGTON. — George Rom- 
ney, president of American Motors 
Corp., has been named “Association 
Man of the Year,” by the American 
Society of Association Executives. 
The award was the first of its kind 
ever made by ASAE, according to 
Glenn B. Sanberg, executive vice- 
president. 








1959 “National Vehicle Safety-Check for 
scrapbook during their deliberations in 


From left are: Wainwright Bridges, director, uniform laws program, 


American Assn. of Motor Vehicle Administrators; Alastair McArthur, assistant director, 
National Assn. of County Officials; Ray Ashworth, director, Traffic Division, International 
Assn. of Chiefs of Police; Wilbur E. Smith, assistant director, American Municipal 
Assn.; Francis Perkins, staff director, The President's Committee for Traffic Safety; and 
S. A. Abercrombie, assistant secretary, National Commission on Safety Education.| 27 percent, Anderson said. 


sters. The midget model hag a 
gasoline engine. 

Lloyd McKee Motors talked 
about interest rates and told buy- 
ers they could finance their new 
Plymouths and DeSotos at 4 per- 
cent. 

“Figure it yourself,” the dealer- 
ship said. “If you finance $1,000 for 
a year, you pay only $40 in interest. 
Your total note is only $1,040. For 
three years, you pay only $120 in- 
terest on $1,000.” 


S-P Purchases 
Plastics Company 


In Cincinnati 


CINCINNATI. — Studebaker- 
Packard last week announced the 
purchase of C.T.L., Inc., Cincinnati, 
a plastics research and manufac- 
turing firm which has pioneered in 
the solution of ultra-high-tempera- 
ture problems faced in space travel. 

The company was purchased for 
cash from Elmer P. Warnken, 
president, and M. N. Korelitz, vice- 
president, who founded the prede- 
cessor Cincinnati Testing & Re- 
search Laboratories in 1946. It will 
be known as CTL division of S-P 
and will be managed by Warnken 
and Korelitz. 

The new division produced the 
heat shielding for the first U. S. 
missile nose cones to re-enter the 
atmosphere successfully from outer 
space. It was one of these that last 
May brought two monkeys back 
safely from their space journey. 

Among its current assignments 
is the development of «heat shield- 
ing for the Mercury missile being 
designed for human travel into 
space. This is the Astronaut pro- 
gram. 

This is the second plastics com- 
pany acquired by S-P. Earlier this 
year, Studebaker purchased Gering 
Products, Inc., Kenilworth, N. J, 
which now is the Gering Plastics 
division of S-P. 


July Sales Mark 
Reported by AC 


FLINT.—AC Spark Plug estab- 
lished its third consecutive monthly 
replacement-sales record during 
July, according to Joseph A, Ander- 
son, general manager. 

“New July sales peaks were re- 
corded for spark plugs, oil filters 
and fuel pumps,” Anderson said, 
“with total replacement sales show- 
ing a substantial 23 percent in- 
crease over July of 1958 and 17 per- 
cent higher than the previous rec- 
ord July of 1957.” 

Spark-plug replacement sales 
totalled 23 percent more than in 
July of 1958, with oil-filter sales uP 
43 percent and fuel pump sales uP 
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"he Associates is one finance source you can rely on to be there when it’s needed 
<= —depend on for that extra service when it means that extra sale for you. 
a the When your customer gets ready to buy, you’ve got to be ready to sell! Three 
er the times out of four, this means you need a credit clearance before you can 
“bet deliver .. . Associates has geared its branch operations to provide you with 
a s the close, “‘specialized’”’ service and assistance so necessary in today’s fast- 
‘being moving automobile business. No wonder then, that more dealers every day 
pro are counting on Associates as “their” finance source to insure top sales 
an and profits for their dealership. 
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4,500 Porsches Slated 
For U.S. Sale in 60 


By Ed Brown 
Staff Correspondent 


EW YORK.—Along with its new 

distribution setup, Porsche has 
changed its opinion of the volume 
potential of the U. S. market, 

In 1960, Porsche will allot 4,500 
units to the U. S., according to 
Wolfgang Raether, sales man- 
ager, Porsche, K, G. Last year, 
some 2,800 Porsches were regis- 
tered in this country, and 1959 
sales are proceeding at about the 
same pace. 

Production is expected to reach 
10,000 next year, compared with 
6,000 in 1958, A new factory in 
Stuttgart, Germany, is responsible 
for the output rise, 

Porsche recently appointed five 
new distributors to handle its cars. 
They are located in Chicago, San 
Antonio, Jacksonville, Fla. and 
San Francisco and Hollywood, 





Calif. All five also distribute Volks- 
wagen. 
* ob a 

ORMERLY, Hoffman Porsche 

Corp., New York, was the sole 
U. S. importer. Hoffman continues 
as distributor for the District of 
Columbia and 17 states east of the 
Mississippi. 

There were 170 Porsche dealer- 
ships in the U. S, at the beginning 
of this year. The figure is expected 
to increase under ‘the new distri- 
bution program, 

The five new distributors will 
assume their responsibilities 
Sept. 1, a few weeks before the 
introduction of the facelifted 
1960 Porsche which is due in this 
country around the end of Sep- 
tember, according to Raether. 
More distributors will be added 

as production permits, Raether 
said, but he emphasized that the 





factory feels it must be able to 
send a distributor at least 25 or 30 
cars per month for him to operate 
profitably. 
* * cm 

oo purpose of the new program 

is to place increased emphasis 
on service in line with Porsche’s 
premise that the first car sale orig- 
inates in the showroom while the 
repeat sale is made through effici- 
ent and effective service. 

The VW distributors were logical 
choices for the program, according 
to Raether, because they already 
have about 65 percent of the parts 
and tools required for proper 
Porsche servicing. 

“Since the Volkswagen is a 
Porsche engineering design, it 
can be realized that the trained 
mechanics of those distributors, 
who have been servicing Volks- 
wagen over the years, will now 
with the least amount of diffi- 
culty be able to expand the rec- 
ognized expert service to the 
Porsche automobiles,” Raether 
said, 

Porsche’s increased concern with 
service as a sales tool is based on 
its thinking that the imported-car 
boom will not continue unabated. 
Porsche forsees, “in the very near 
future,” an extremely competitive 





AP Granted Injunction 


On Kansas Muffler Law 


TOLEDO.—AP Parts Corp. said 
it has obtained a temporary re- 
straining order in a Kansas Fed- 
eral Court preventing the State of 
Kansas from enforcing its new 
muffler law. The law, according 
to AP, requires that a replace- 
ment muffler must in all respects 
be equivalent to the original- 
equipment unit. 

The company contended that 
this would “automatically specify 
the original-equipment muffler as 
legal regardless of how it was 
made or the noise it produced.” 
Also, AP said, a replacement 
muffler could become illegal “at 
the whim of the Kansas Highway 
Department even if it were an 
improvement on the one that was 
originally on the car.” 





marketplace in which service will 
be one of the dominant weapons. 
* ok * 

-_ IS our strong belief,” Raether 

declared, “that the automotive 
market in the U. S. is about to re- 
turn to a more settled state where- 
by only those that provide the 
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Can Mobil analyze my layout 
and help me set up a more 


profitable service department ? 
i 


eee ae area ees 


Mobil can help boost your 


service absorption in many important ways! 





How much of your overhead does your service department pay for? 


Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


Over . . . increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’|l in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


Another reason you’re Miles Ahead with Mobil 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Co., Inc. 
Affiliated Companies: GENERAL PETROLEUM CORPORATION, MAGNOLIA PETROLEUM COMPANY 


Here’s why it’s good 
to do business with Mobil 


business 





@ You get America’s top sellers... Mobilgas, 
Mobiloil, Mobiloil Special! 


@ You get the help of experienced men to 
help you boost service absorption. 


@ You get expert on-the-job training for your 


@ You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 





utmost in service and customer ag. 
tention can and will remain gy. 
cessful. This will be particularly 
true, we feel of imported cars. 


“Touring sports cars, like the 
Porsche,” he emphasized, “will cop. 
|tinue to provide the needs ap 
|interest for the specialized Contj. 
|nental flair, with the importeg 
compact car getting into a More 
| competitive situation. 

“We at Porsche, too, expect in 
the U. S. greater competition 
from other European automotive 
manufacturers who may expand 
their lines, but we believe that 
our quality product with its tra. 
dition of service supreme behing 
it will continue to appeal to the 
fancy of the specialized American 
buyer.” 


Along with new distributor ap. 
pointments, Porsche K. G., algo 
named Porsche of America Corp, 
New York, to handle service super. 
vision, sales promotion, public re 
lations and advertising. It is hea. 
ed by O. Erich Filius, vice-pregj. 
dent. 

Porsche of America will employ 
a district service representative jp 
the territory of each distributor, 
These engineers will work closely 
with the Porsche service foremej 
employed by the distributors, 


Most of the dealers now handling 
Porsche can expect to be retained 
under the new setup, but those who 
do not want to embrace the e& 
panded service program apparently 
will be replaced. 


FTC Approves 
Socony Pacts 
With Dealers 


(Continued from Page 3) 


petitors were able to capture more 
accounts from Socony than it was 
able to capture from them is sub- 
stantial evidence that Socony’s 
competitive practices in no way 
contributed to any decline in their 
sales figures. 


“In addition thereto,” Piper 
added, “the record establishes 
that the peak year for new-car 
sales was 1955. Since then sales 
of cars have declined substan- 
tially, as well as number of car 
dealers in business, both of which 
facts necessarily would cause a 
decline in the overall sale of lub- 
ricants to car dealers.” 


He rejected the various argu- 
ments advanced by counsel sup 
porting the complaint to support 
the contention that the furnishing 
of equipment or improvements by 
Socony is an unfair method of com- 
petition. 

Counsel had argued in effect that 
Socony can offer better deals than 
smaller competitors because of its 
greater financial resources. 

To this Piper replied: 

“If the respondent engaged in 
such methods of competition with 
a@ predatory purpose or power to 
acquire unlawful monopoly, such 
practices, even though legal in 
and of themselves, might be con- 
sidered an unfair method of com- 
petition as part of such a preda- 
tory scheme or objective tending 
toward monopoly. 


“However, the record here demon- 
strates not only that the competi- 
tors are able to meet, and indeed 
beat, such competition, but that 
respondent only makes such com- 
petitive offers when compelled to 
do so in order to meet competition. 

“This factor negates any infer- 
ence of predatory intent or attempt 
to monopolize. The record estab- 
lishes that if respondent did not 
meet such competition of the vari- 
ous types herein above considered, 
it would soon find itself completely 
out of the car-dealer market.” 








Bigger Engine 
For New MG 


NEW YORK.—A new version of 
the MG, the MG-A 1600, is being 
imported into the U. S. 

Body styling is virtually un 
changed except for slightly modi- 
fied tail lights and sliding windows 
for the sports roadster. Displace- 
ment of the new model’s engine 
has been increased by 100 cubic 
centimeters to 1,589. A new brake 
system employs 11-inch discs in 
front and 10-inch drums in the reat. 



















tc 


stomer at. 


-XPect in 
1 petition 
tomotive 


cg in 
e rear. 


To be turnpike-ready, your customers need... 


The World’s First 
Turnpike-Proved Tires! 


"Bers 


‘2 


° ©» 
- 


Chicago’s new Congress St. Expressway which runs right through the Main Post Office. 


Many a tire that’s “getting by” around town will fail 


aU ae 
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E KNEW, at Goodyear, if we could build a tire 
to give more safe mileage on the turnpikes, it 
would give more safe mileage anywhere. 
But first, Goodyear scientists had to solve two vital 
problems: 


Problem #1—tread rubber: At sustained high 
speeds, ordinary tread rubber is eaten away. But 
by intimate mixing of new chemicals and rubber 
molecules, Goodyear scientists created today’s 
longest-wearing tread rubber for today’s toughest 
driving conditions. 

Problem #2-—tire cord: High-speed heat also 
weakens cord. The answer? Goodyear’s all-new 3-T 


the test of the turnpikes. But not Turnpike-Proved 
Tires by Goodyear. Goodyear tires give up to 25% 
more mileage anywhere—and with greater safety 
than ever before. 


cord (Tyrex or Nylon) triple-tempered under pre- 
cisely controlled Tension, Temperature and Time. 
Triple-tempering gives strength and heat resist- 
ance that other cords do not have. 


Proved on the “‘Turnpike That Never Ends.”’ At 
San Angelo, Texas, on Goodyear’s five-mile, 140- 
mph test track, these tires proved they’ll give more 
safe mileage everywhere. 

In short, every new Goadyear tire is a Turnpike- 
Proved Tire—the safest, toughest, longest-wearing 
tire in its class. 

Are you well stocked with Turnpike-Proved Tires 
—in all sizes? Goodyear, Akron 16, Ohio. 


GOODFYEAR 


This year, the average motorist will do more than 
half his driving on turnpikes, throughways and 
other modern roads—at high legal speeds. 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


Watch “Goodyear Theater” on TV every other Monday evening. 
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The Man Behind the Wheel .. . 





Sales Testing the Armstrong-Siddeley _ 


By Ed Brown 
Staff Correspondent 
EW YORK, — Distinction, ele- 
gance, comfort, ease of han- 
dling and regality characterize the 
Armstrong-Siddeley Star Sapphire, 
the English-manufactured touring 
saloon, now being introduced into 
the U. S. 

Here is an automobile for the 
driver seeking quiet, reserved dis- 
tinction, wrapped in a body shell 
bearing the stamp of good taste 
etched into each line of its con- 
servative design. 

As standard equipment, the test 
car had power steering, adjustable 
arm rests, a tool-chest drawer lined 
in foam rubber in the trunk area, 
a temperature contro] for the rear 
seat, Borg-Warner automatic drive, 
sun visors built into the heading, 
leather seats and door panels and 
deep pile carpeting. 

Another standard feature is the 
adjustable steering wheel, consid- 
ered a necessity by aficionados of 
“fast-touring cars,” plus a driving 
lamp, fog lamp, reserve fuel tank, 
back-up lamps and fully carpeted 
and lined trunk, 

Doors are wide enough for easy 
entrance, with no stoop or squat in| 
the front and little ducking or dou- 
bling over for rear-seat entry or 
exit. 

Even portly persons have no) 
trouble fitting under the steering 
wheel, which on first contact ap- 
pears slightly smaller than the 
domestic version, but conforms well 
to the interior design. 

* * * 


Exacting Workmanship 


— this automobile is prac- 
tically custom built (in a man- 
ner closly resembling the Rolls- 
Royce operation) by the jet air- 
Plane manufacturer, Armstrong- 
Siddeley, Coventry, England, one 
finds exacting workmanship to 
Please even the most finicky pros- 
pect, 

Carpets are fitted exactly and 
are snap-buttoned to the floor for 
easy removal to facilitate clean- 
ing. Below the carpets is an alu- 
minum foil undercarpeting de- 
signed to deflect the heat of the 
engine and component parts 
away from the passenger com- 
partment. 

All body joints are tailed care- 
fully, and the hand-rubbed finish 
cleans easily. Interior walnut trim 
and door reveal moldings indicate 
the same fond attention to detail as 
evidenced in exterior finishing. 

The headlining is a washable}! 
plastic, and the passenger sun visor 
pulls down to reveal a smal] mirror 
for lady travelers. There are deep 
map pockets on each side of the’ 





Selesmen Tour Plymouth Plant— 


Officers of the Plymouth All-Star Salesmen's Club met in Detroit with Plymouth! of this automobile would be overly 
executives. The club is an organization of nearly 10,000 Plymouth salesmen. While | anxious to engage in any stoplight 
atiending the two-day meeting the officers toured the Plymouth plant. 





front seat and a utility pocket for| trol” is set at 20, and it is necessary 


rear passengers. 
* * * 


High-Gear Shift Control 


7 speedometer, located on the 
left of the instrument panel, in- 
cludes a trip indicator. The am- 
meter, water-temperature gauge, 
fuel gauge and oil-pressure gauge 
are on the right side of the panel, 
and just to the right of these is an 
“Intermediate Hold Control,” which 
allows the driver to select the speed 
at which he wants the car to shift 
into high gear. 

This latter selector switch is 
especially useful on steep hills or 
rough terrain where it is advis- 
able to keep the car in second 
gear for longer periods in order 
to build a reserve of power before 
shifting into high. The shift 
range available to the driver, 
from second into high, is cali- 
brated from 20 to 65 miles per 
hour. 


If the “Intermediate Hold Con- 


Car Tested: 
ARMSTRONG 
SIDDELEY 


Model: Star Sapphire four- 
door sedan. 

Engine: Six-cylinder overhead 
intake and side exhaust; car- 
buretion, dual Stromberg; dis- 
placement, 243.5 cubic inches; 
bore and stroke, 3.8189 by 3.5433 
inches; compression ratio, 7.5 to 
1; horsepower, 165. 

Maximum torque: 230 pounds- 
foot at 2,000 r.p.m. 

Piston speed: Maximum b.h.p. 
2,510 feet per minute at 4,250 
r.p.m. 

Transmission: 
automatic. 

Rear axle ratio: 3.77 to 1, 


Borg-Warner 


Dimensions: Overall length, 
194 inches; width, 74 inches; 
height, 62 inches; wheelbase, 114 
inches. 

Suspension: Front, independ- 
“= coil spring; rear, semi-ellip- 

ic. 

Tires: Dunlop 6.70-16. 
ee without driver: 3,900 
I 

Gasoline tank: 16 gallons in- 
cluding two-gallon reserve tank. 

Accessories: Whitewalls, In- 
termediate Hold Control, auto- 
matic transmission, power steer- 
ing, fog and driving lamps, 
clock, cigar lighter, backup 
lamps, reserve fuel tank, adjust- 
able steering wheel, rear-seat 
temperature control, rear-win- 
dow defrosters. 








Shown, from 


left, are Robert E. Hedican, salesman, Dependabie Motors (Dodge-Plymouth), Virginia, 
Minn., president; Kenneth R. Porter, Plymouth-DeSoto administrative assistant; W. W. 
Frost, salesman, Art Frost of Culver City (Plymouth-DeSoto), Culver City, Calif., secre- 
fery; W. Heaortsill Wilson, Plymovth-DeSoto national sales consultant; and Leonard 
F. Carison, salesman, Dick Knight Co. (Plymouth-DeSoto), Medford, Ore., vice-president. 


to get a little extra speed before the 
transmission shifts automatically, 
the driver merely tramps down 
harder on the accelerator, and the 
transmission holds in second until 
it builds a speed of approximately 
five more miles, 

In other words, if you set the 
“Intermediate Hold Control” at 20 
and tramp down hard on the ac- 
celerator, shifting will not occur 
until about 25 m.p.h, Under normal 
driving conditions, however, the 
shift will actuate as set on the con- 
trol device. 

* cd * 


Lights Warn Driver 


HE Choke Control is a lever 

moved horizontally under the 
dash on the left hand side of the 
driver. It has two settings: “Cold 
Starting” and “Running.” Cold 
Starting is used only in the winter. 
At all other times, the Running po- 
sition gives most satisfactory re- 
sults. 


A small pushbutton at the ex- 
treme left of the instrument panel 
actuates the windshield washer. 
Just above it are three red lights 
which indicate that the ignition is 
on but the car hasn’t been started, 
that the oil pump is not working 
or that the choke is in the Cold 
Starting position. 


The front seat is split to allow 
both driver and passenger individ- 
ual seat adjustment. 

Because of the downward swoop 
of the trunk and rear positions of 
this automobile, the fenders are not 
visible to the driver. 


However, it is a pleasure to drive 
in city and suburban traffic, and its 
114-inch wheelbase will fit into 
many parking spaces with no effort 
at all. The rear window is large 
and adequate for all driving and 
parking purposes. 

« + * 


Power-Assisted Steering 


HE power steering, a Burman 
assembly, is more of an assist 
than a full-time unit, which should 
be a delight to the driver who in- 
sists upon the “feel of the road.” 
Women drivers, who have become 
accustomed to full-time power 
steering, immediately comment on 
the “heavy feel,” but over long dis- 
tances have not found it a strain. 


When the automobile is idling, 
the power steering does not seem 
to be effective at all, so that try- 
ing to turn the wheel while in a 
rest position with the motor at 
the idle condition is like trying to 
turn the wheel of a truck. 


But a slight pressure on the ac-| 
celerator, which does not move the 
car but does increase the idle} 
slightly, causes the power steering | 
to assume all the effort of parking 
and turning. 


Braking the Siddeley takes a lit-| 
tle more effort than one might} 
expect. However, stopping with| 
these hydraulically operated brakes | 
is sure, and the feel is quickly| 
assimilated by the new driver. | 

For people with extra-large feet, 
such as myself, there appears to 
be a problem when making a quick 
move from the accelerator to the 
brake. The foot sometimes hits the 
steering column on the way. 

A good feature is the distance 
existing between the brake and ac- 
celerator. There is little danger, in 
any emergency, of heading for the 
brake and ending up on the gas 
pedal. The brake pedal is a good 
size, too. 








* * * 


Extra Power Handy 


CCELERATION is very good, 
with the upward shifts almost 
imperceptible, except for a slight! 


lurch when the automobile shifts| Greater Los Angeles Chapter of the Na- | 


into high. This car will wind up and 
give a creditable account of itself 
on the takeoff, but it isn’t likely | 


tests with 1959’s high horsepower | 
jobs. Nor is it likely that the owner | 





drag stunts. 

Like most English automobiles, 
the real pleasure of its ride is at 
higher speeds. Cruising along at 7° 
and 80 it feels as solid and sure- 

(Continued on Page 36, Col, 1) | 
























‘Distinctive and Articulate'— 


“Distinctive in appearance, articulate in 


described this Armstrong-Siddeley Star Sapphire four-door sedan. Built by the Britis, 
aircraft firm, the luxury model is being introduced in the U. S. It is expected to be 


priced at about $7,000. 











performance” is how Sales-Tester Ed Brown 





Auto Credit at Year’s Peak 
As It Rises $428 Million 


WASHINGTON.—The volume of 
automobile credit outstanding in- 
creased by $428 million in June, the 
largest of seven successive monthly 
increases, the Federal Reserve 
Board reported. 

The June 30 total of auto paper 
was $15,419 million, a gain of 
$829 million over the year-earlier 
figure. The credit total declined 
for 13 straight months during the 


Buick Extends 
Rebate Plan, Adds 


Electra Bonus 


DETROIT.—Buick has extended 
its June-July rebate program to 
Aug. 31 and has added a special 
bonus of $75 for each Electra and 
$100 for each Electra 225 sold in 
August. 


A dealer must reach 50 percent 
of his overall August quota to qual- 
ify for the Electra bonus. 


Other contest payments remain 
the same, Dealers get $50 per car 
for achieving 50 to 74 percent of 
quota, $60 per car for hitting 75 to 
99 percent and $80 per car for 
reaching 100 percent of the August 
target. These payments are retro- 
active to the first sale during the 
contest period. 

There also is a bonus of $100 per 
car for each sale in excess of 100 
percent of quota, This payment is 
not retroactive. 

Rebate programs continue until 
Aug. 3t for Chevrolet, Pontiac, 
Oldsmobile and Mercury dealers. 


DeSoto and Chrysler bonus con-| 


tests will run until the end of the 
model year, and current programs 
for Dodge and Plymouth dealers 
ended today (Aug. 10.). 
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Dealers Cited— 
William Cleves, left, representing the 


tional Safety Council, presents an ‘‘Out- 
standing Achievement Award” to Bil! 
Barnett, right, president of the Chevrolet 


was made to the association for its efforts 
to improve traffic safety by way of spon- 
sorship of “Traffic Court" on KABC-TV, 
for almost two years. Each week the as- 
sociation donated a portion of its com- 
mercial time to award an official Chevrolet 
Safety Salute to some deserving indivi- 
dual or firm in Southern California who 
had made a singular effort to improve 
traffic safety. 


recession to hit a low of $14,066 
million on last Nov. 30. 

Since then, seven increases have 
expanded the credit total by $1,3% 
million. 

All types of consumer installment 
credit increased in June. Total in- 
stallment credit stood at $35,810 
million on June 30, a gain of $781 
million for the month and $2,802 
million in the last year. 

In a second report, the FRB 
noted that commercial banks 
held $6,316 million in auto paper 
on June 30, up $177 million dur- 
ing June and a gain of $636 mil- 
lion in the last year. 

Of the auto paper held by banks 
on June 30, the FRB said that 
$4,373 million had been purchased 
from dealers and $2,443 million was 
the result of direct loans to con- 
sumers, 


July Auto Sales 
Far Ahead of ’58, 
Makers Report 


DETROIT.— More auto makers 
reported last week that July sales 
were far above those of the cor- 
responding 1958 month: 


Rambler 


Rambler retail sales in July 
totalled 31,768 units, a gain of 79.7 
percent over the comparable month 
of last year, according to Roy 
| Abernethy, American Motors auto- 
motive distribution and marketing 
vice-president. 

It was the best sales total for 
}any July in Rambler history, Aber- 
nethy said. 


* * * 


Oldsmobile 


| Oldsmobile dealers delivered 30,- 
642 new models during July, ac- 
cording to Jack F. Wolfram, gen- 
|eral manager. 
| “This represents a sales increase 
|of 25 percent over the like month 
|a year ago,” Wolfram said, “for 
the best July performance in three 
years.” 
| * * x 

Pontiac 


Retail sales by Pontiac dealers 
in July totalled 35,518 units, a 109 
| percent increase over the 16,977 
| cars sold in July of last year, it 
was announced last week by S. E. 
Knudsen, Pontiac general manager. 

Retail sales of Pontiac in the 
| first seven months of this year 
totalled 247,561 cars, 78 percent 
above the number of Pontiacs sold 
to dealers in the same period of 
1958 and exceeding the tota] num- 
ber of cars sold during the entire 
| 1958 calendar year, Knudsen said. 

cs Eo ae 


GMC Trucks 


| Domestic retail deliveries of GMC 
|trucks for July reached 7,062 units, 
}a 42.5 percent gain over the cor 








es {that you will win too many con-| Dealers of Southern California. This award | responding month of 1958, and was 


the best monthly rate since Juné, 
1956, according to Philip Mon- 
aghan, general manager. 

GMC deliveries for the first seven 
months of 1959 were up 40.6 per 
cent over the corresponding period 
of 1958, with 44,457 trucks being 
delivered as against 31,623 for the 
Same seven-month period of last 
| year. 









New Yorkers do everything other people do. Only more 
So. For example, they buy more cars than the people in 
any other market. And you can sell them more cars by 
using more space more often in The New York Times 
.. first in New York in automotive advertising 
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LANCIA IS HERE TODAY—HERE TO STAY 


Carrying the Lancia standard on the American road today is a bold new breed of auto- 
mobile. In feature after feature, Lancia is years ahead, projecting with beauty and 
craftsmanship the ultimate future of fine motor cars. Behind the care and craft of perfect 
coachwork are the most startling and significant advances in automotive engineering. 


LANCIA is... 






FIRST with a sedan in which the center FIRST with exclusive V-4 and V-6 alumi- 5 
posts between front and rear doors are com- num-head engines generating more power-per- ‘ 
pletely eliminated for easy entrance! pound than any other production engines in 4 
; the world! : 
F1IR ST with a transaxle rear end that places i 
transmission weight in back to counterbalance FIRST with hydraulic front suspension and 3 
engine weight. push-button chassis lubrication! H 
F 1 RST passenger cars with inboard brakes to take brake-weight off a 

the wheels. Result: almost instantaneous adjustment to road bumps. 
‘3 
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PININFARINA COUPE 


HARDTOP BY PININFARINA ZAGATO SPORT CAR 


APPIA HARDTOP 4-seat Coupe 
with V-4 engine, body by 
famed Pininfarina. $4,438* 


APPIA SPORTS COUPE with 
body by Zagato, V-4 engine. 
Top speed, 105 mph. $4,708* 


LUXURY FAMILY SEDAN 


ce OOORE e0C0rmce. 


FLAMINIA SEDAN with V-6 en- 
gine, transaxle rear end in- 
board brakes. Seats 6. Styled 
by Pininfarina. $5,998* 


FLAMINIA V-6 COUPE with spe- 
cial body by Pininfarina. Most 
sophisticated of today’s fine 
cars. $6,355* 


ADVANCED DESIGN SPORT CAR 


FLAMINIA V-6 SPORT with body 
by Zagato. Superbly balanced 
with transaxle rear. Inboardor 
4-wheel disc brakes. $6,485* 
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THE AMERICAN MARKET FOR LANCIA OFFERS 
AN UNPARALLELED OPPORTUNITY TO DEALERS 
WHO RECOGNIZE THAT NO OTHER LINE OF 
MOTOR CARS COVERS SUCH A BROAD RANGE 
OF STYLE, PRICE AND DESIRABLE FEATURES. 
SOME LANCIA FRANCHISE AREAS ARE STILL 
AVAILABLE. FOR INFORMATION, WRITE TO 
HOFFMAN MOTOR CAR COMPANY, INC., IN 


O present NEW YORK OR BEVERLY HILLS. 


vith unequalled PERFECTION 


“s 
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FLAMINIA V-6 G.T.— body by 
Touring of Milan. Fast, su- 
Perior 2-place sports car with 
either inboard or 4-wheel disc 
brakes. $6,485* 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

§ 3. Guard the precepts of individual freedom. which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 








Capsule Comment 


Imported car sales continue to set monthly records, even 
though their share of the total U. S. market is declining 
with the rapid increase in domestic sales. 

And the gain in volume is being achieved with virtually 
no sacrifice in profit, dealers report. 
* * * 

If and when it comes, the next change in Universal 
CIT’s rate structure for auto financing will be a reduc- 
tion in dealers’ reserves, says President Arthur O. Dietz. 

In rough times, this reserve often represents the sole 
profit of a dealer on a new-car sale. 

* - * 

There is still a chance that the federal tax on gasoline will 
be raised to meet increased road-building costs, but it will 
be less than the 11% cents asked by President Eisenhower, 
it’s reported. 

Washington is looking for a compromise, according to 
AUTOMOTIVE NEws’ veteran William Ullman. 
* ae * 


Although most people lack detailed knowledge, the Big 
Three’s forthcoming small cars are gaining acceptance 
among motorists, a Sindlinger & Co. poll shows. 

But a majority of the interviewed still prefer a large 
a: * * * 

San Francisco and San Diego County, Calif., have 
been named 1959 grahd award winners for conducting 
the most outstanding vehicle safety-check programs in 
the nation. 

- Congratulations to these communities and the 50 

other areas who captured awards. 

* * * 

While consumer spending plans are on the upswing, no 

lurge is in sight and plans to buy new cars remain below 
chau of the months before the 1954-55 boom. 

University of Michigan’s Research Survey Center also | 
finds that plans to buy used cars “have never been higher.” ' 








Coming 
Events 


Dealer Conventions 


Aug. 9-11— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 


Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 


Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 


Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 

Sept. 27-28—New Hampshire Automobile 


Dealers, Mount Washington Hotel, 
Bretton Woods, » A, 

Oct. 1I1-13—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct, 18-20—Florida Automobile Dealers 
—_ Hotel Pobert Meyer, Jackson- 
ville. 

Oct, 25-26—Oklahoma Automobile Deal- 


ers Assn., Hotel Tulsa, Tulsa. 

Oct. 31-Nov. 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov. 10—Connecticut Automotive Trades 
Assn., Statler-Hilton, Hartford. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City. 
Jan. 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 
= 14-15—Louisiana Automobile Dealers 
ssn., 


Roosevelt Hotel, New Orleans. 


* * * 


Auto Shows 


Oct. 9-25—Texas State Fair Automobile 
Show, Dallas. 

Oct. 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London England. 

Oct. 24-25—International ‘'500"' Motor 
Sports Show, Veterans Memorial Audi- 
torium, Des Moines. 

Oct, 31-Nov. 11—4Ist International Motor 
Show, Turin, Italy. 

Nov. 13-22—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles. 

Nov. 14-2i—Philadelphia Auto Show, Phil- 
adelphia. 

Nov. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Dec. 1-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh, 

Jan. 9-16—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 


cago. 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 
Feb. 6-14—Detroit Auto Show, Artillery 
Armory. 
Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York, 


General 

Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 

Aug. 10-13—SAE International West Coast 
Meeting, Hotel Georgia, Vancouver. 

Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 
Auditorium, Milwaukee, 

Sept. 16-17—Annual Meetings, American 
Die Casting Institute and Die Casting 
Research Foundation, Edgewater Beach 
Hotel, Chicago. 

Sept. 25-27—Detroit Section, SAE, Green- 


brier Hotel, White Sulphur Springs, 
West Va. 
Oct. 5-7—Annual Truck Body & Equip- 


ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 


30 Years Ago... 


The Big Stories 


It is reported that a company is being formed in New York for 
the production of a new “baby” automobile which will sell at around 
$200 and be distributed by a mail order house through the mail. The 
crate in which the car will be shipped would be designed for use as 


a garage. 


Chrysler Corp. announces its 1930 offerings, consisting of four 
lines—three new sixes and the Imperial 80. The Chrysler Sixty-six, a 
brand new offering, is the first six with the Chrysler name to be 
priced under $1,000. The price range is from $985 to $1,765. 

No material midseason changes will be made in the 1929 models 
of the Oakland All-American Six and the Pontiac Big Six, W. R. 
Tracey, sales vice-president, Oakland Motor Car Co., announced. “No 
changes are needed,” he said. “The sustained demand for these cars 
offers the best proof that they continue to lead their respective field in 
appearance, engineering and performance.” In previous years it had 
been the firm’s policy to bring out a new line of Oakland Sixes in 
midsummer, and new Pontiac models at the beginning of the year. 
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Automotive Cartoon 


Of the Week 











“Better buy something, folks. If this steel strike keeps on, 
there's no telling what they'll be paying for junk!" 
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Why Not Try Farming? | 

In your Automotive News issue of | 
July 20, you quote a statement 
made by H. L. Galles jr., president 
of NADA, “He told a group of 
Utah dealers that NADA is acting 
for all dealers in proceeding with 
its permissive legislation program 
on territory security.” 

Mr. Galles should definitely con- 
fine his remarks, by stating that 
he is talking for only those dealers 
who are members of NADA, and 
not for the host of dealers who are 
not members. 

It is my humble opinion that any 
dealer who is so weak or inexperi- 
enced in conducting his business 
that he needs political and legisla- 
tive help to stay in the car busi- 
ness, such a dealer should liquidate 
his business and take up farming, 
so that he can be compensated for 
not producing.—Stewart W. Mun- 
RoE (Dodge-Plymouth), Los An- 
geles. 

Eprror’s Note: Before becoming 
a dealer, Munroe was sales man- 
ager of Chrysler Division. 

* * a 





‘For the Record .. .’ 


On Page 38 of your July 20 issue, 
there is an article entitled “Pam- 
pering Service Customers,” which 
outlines the attitude of Fort Lau- 
derdale Lincoln-Mercury Co. inso- 
far as the development of service 
business is concerned. We heartily 
agree with the general thinking 


~—-From the Files of Automotive News 


‘Should Liquidate . . . - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 










No attention is given to unsigned 


that this represents the attitude of 
most good and successful dealers. 

The article, however, leads one 
to think that through exceptional 


service the Lincoln and Continent 


sales are dominating the market. 
Mr. Hardy is quoted as saying “this 
Lauderdale area is a Lincoln town.” 

Our company (Connor Brown 
Cadillac Co.) is the authorized Cad- 
jllac dealership for Broward 
County, which encompasses not 
only Fort Lauderdale but Holly- 
wood, Fla., as well. While we think 
very highly of our good competitor, 
we would like for the sake of the 
record to quote the Polk registra- 
tions of cars in the high-priced 
group in Broward County for the 


past three years and for the fir 
six months of 1959: 








1956 1957 1958 1959 
(6 Mo.) 
Cadillac ...... 594 751 686 512 
Lincoln & 
Continental . 252 269 253 161 
Chrysler N, Y.- 
Imperial .... 111 235 137 56 
Buick 
**95""-**700"" 200 161 97 29 
Packard ‘400’ 
& Carib, ... 34 . oan 
Total .......1,191 1,416 1,173 7158 


During the 2%-to-three-year pe- 
riod in which Messrs. Hardy and 
Holman refer to their rapid 
growth, Lincoln and Continental 
registrations remain at about 20 
percent of the field. Cadillac, on the 


other hand, has increased its pe 


centage of sales in the high-priced 
field from 50 percent in 1956 to 
67.5 percent during the first six 


months of this year. 


I think in fairness you might de- 
vote some space to these enlighten- 
ing figures in order to correct the 
erroneous impression that “F ort 
Lauderdale is a Lincoln town.”— 
Connor Brown, president, Connor 


Brown Cadillac Co., Fort Laude 
dale, Fla. 
* * * 


Service Profits Issue 


The July 20 issue of AUTOMOTIVE 
News gives a tremendous writeuP 
}on service and parts possibilities 
| for dealers. 

I have read the issue, and I want 
to commend you on its very fine 
coverage. I further expect our own 


service and parts departments 
give great heed to the many su 


gestions in the edition.—R. V. 
R. D. McKay 


McKay, president, 
Motor Co., Inc., Wichita, Kans. 
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Mercury dealer 
increases new car business 25% 
through sales emphasis on Stainless Steel trim 







MR. VINCENT MELLO was a catcher for the Brooklyn Dodgers 
before he entered the automobile business. Today, he is Sales Manager 







for McGoldrick Motors in Flushing, New York. Here is what he has to say 






about salesmanship and Stainless Steel trim. 
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t 
ity. ‘The good salesman is the one who knows how to 
es: emphasize. He takes every outstanding feature of the car, 
— discusses it and stresses it. A good example of this kind 
7 of feature is Stainless Steel trim. We point out the 
iret Stainless to our customers and talk about it. Because 
59 Stainless Steel is so readily connected with quality, and 
lo.) 
12 because it does make the best trim, it helps to raise 
61 ‘ ‘ . 
> the buyer's over-all impression of the car. 
” ‘“‘We make sure the buyer knows all the advantages of 
= Stainless Steel trim. It’s exceptionally hard so it resists 
De- dents and scratches. It’s solid Stainless Steel, so its beauty 
nd 
id goes all the way through. All this means that Stainless 
tal 
20 trim doesn’t lose that bright, showroom look. 
the 
af The car is worth more at trade-in time. 
e 
a “Each of our salesmen is trained to use Stainless Steel 
ai trim as an important sales aid. And they do use it because 
Ps it gets results. I'd say that the emphasis we've placed 
es on Stainless Steel has improved our sales 25%." 
4 USS is a registered trademark 

United States Stee! Corporation — Pittsburgh 

[VE American Steel & Wire — Cleveland 
: Seltiteer Snes Ligh 
ies jum = ranc 
| Tennessee Coal & iron— Fairfield, Alabama your work 
nt United States Stee! Supply — Stee! Service Centers . 
United States Stee! Expert Company Br ightens 
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$267 Million in Loans 
Sets Record for SBA 


By William Ullman 

Washington Bureau Chief 
3 Yeeme Small Business Administration wound up the biggest 
month and biggest year in its seven-year history as fis- 


cal year 1959 ended June 30. 
The agency also approved 
what appeared to be the larg- 


est loan yet made to a new-car 
dealer. It went to a Rhode Island 
auto retailer em- 
ploying 47 people, 
and it was for 
$225,000. 

SBA Adminis- 
trator Wendell B. 
Barnes said a 
record number of 
5,582 loans total- 
ling more than 
$267 million were 
approved in 1959, 
compared with 
loans totalling 





less than $195 million last year. 

In June, 1959, according to Barnes, 
601 small-business loans amounting 
to $31.5 million were approved— 
the largest dollar amount in any 
one month in SBA’s history. 

The increase in SBA approvals 
reflects in part the higher ceiling 
on loans OK’d by Congress last 
year, but it also indicates in- 
creasing acceptance of the agency 
by the business community in 
general, 

SBA makes loans to finance 
small-business construction, conver- 
sion or expansion, to supply work- 
ing capital and to finance the pur- 
chase of equipment, machinery, 





facilities, supplies or materials. 
Many loans are made with bank 
participation, although SBA is em- 
powered to approve direct loans if 
bank participation cannot be se- 


cured, 
* + 


12 Loans to Dealers 


a the whopping loan to 
the Rhode Island auto dealer, 
SBA in June approved loans to 
eleven other auto retailers in ten 
states. Four were direct loans. 

A dealer with 12 employes in a 
small Michigan community obtained 
$80,000; one in Maine with 13 em- 
ployes got $50,000, and a Pennsyl- 
vania dealer with 19 employes re- 
ceived $44,000. 

A number of June loans also 
went to other types of automotive 
concerns, including a large pro- 
portion of tire stores and recapping 
shops. A North Carolina tire store 
obtained $100,000 and another $100,- 
000 went to a tire dealer in Penn- 
sylvania. 

An Indiana firm that electro- 
plates automotive hardware got a 
$38,000 loan. 

The monthly list of SBA loans 
offers a good cross-section of U.S. 
small business, and it repre- 
sents an index of business vitality 
and enterprise. 

At present, about one-tenth of 





all loans are going to firms some- 
how connected with automobile 
transportation, such as service sta- 
tions, motels, road builders, transit 
companies, parts stores and trailer 
courts. 

For any dealer called upon to dis- 
cuss the impact of the automobile 
on our economy before a Chamber 
of Commerce or luncheon club, 
the SBA loan list might be good 
source material. It shows that 
scores of new jobs, new firms and 
new payrolls are continually being 
created in communities by the 
motor vehicle. 


: + * * 
Roberts Bill Opposed 
_ committee report on the 

Roberts bill, which would re- 

quire Government-owned cars and 
trucks to meet certain safety stand- 
ards, reveals that Federal depart- 
ments and agencies are unani- 
mously opposed to the measure. 

The bill, which has been favor- 
ably reported by the House Inter- 
state and Foreign Commerce Com- 
mittee, is the brainchild of Rep. 
Kenneth Roberts, Alabama Demo- 
crat and chairman of an auto safe- 
ty subcommittee. His measure was 
the least controversial of a hatful 
of safety bills reviewed during re- 
cent hearings. 

Still, it is controversial enough 
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Complete line. Broad coverage. 
Highest quality. Easy to install. 


Fast, nearby service. 


McQUAY-NORRIS MANUFACTURING CO. 
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to annoy the Army, the Depart. 
ment of Commerce and the Gen. 
eral Services Administration. The 
latter agency, which buys cars 
and trucks for Uncle Sam at the 
rate of about 10,000 a year, says 
it already has the authority to 
order any safety devices that 
seem necessary. 

The Commerce Department says 
the same thing, pointing out that 
the purpose of the Roberts bij 
could be accomplished throuzh pro. 
curement specifications issued at 
the time of advertising for motor 
vehicles. Presumably, these specs 
might include such things as cragh- 
padding, dish-type steering wheels 
and seat belts. 

But while the committee report 
agrees that GSA has such author. 
ity, it also points out that GSA 
hasn’t used it. A number of safety 
devices which are available today 
are not being used on Government 
vehicles. In the absence of any 
action by GSA so far, the commit- 
tee feels that Congress should take 
action to set up a way to determine 
minimum safety standards for 
Uncle Sam’s fleet. 

a * a 


Exhaust Study Urged 


. committee also has OK’d a 
revised version of HR-8238, the 
auto exhaust bill. As approved, it 
would provide for a two-year study 
of exhaust fumes by the Surgeon 
General, followed by appropriate 
recommendations to Congress. 
* * * 


Excise Transfer Assailed 


EP. CHARLES E. CHAMBER- 

LAIN, Michigan Republican, 
wasted no time in slamming into 
a House Ways and Means proposal 
to transfer two percentage points 
of the 10 percent auto excise tax 
to the Highway Trust Fund for 
road financing. 


According to Ways and Means, 
said Chamberlain angrily, “the pur- 
chaser of an automobile in 1961 is 
not only going to buy a motor, a 
body, four wheels and assorted ac- 
cessories which he wants, he is also 
going to buy a concrete slab, a 
large hunk of cement in a strip 
of pavement.” 

Once again, he said, the excise 
tax on new cars is being primed 
for extension. “It is just too at- 
tractive to be resisted,” he added. 


The congressman, who has reason 
to be worried, was referring to the 
plan for covering the highway 
building deficit which Ways and 
Means has just referred to the 
Public Works Committee. 

Tossing aside any gas-tax in- 
crease—at least in this round of 
negotiations—Ways and Means 
voted 15 to 10 to issue revenue 
bonds to pay for the interstate 
system. The transfer of part of 
the excise tax to the highway fund 
would help repay the revenue 
bonds. 


Early reports were that the Pub- 
lic Works Committee, which has 
plenty to say about any highway 
proposal, doesn’t think much of the 
Ways and Means financing plan. 
For one thing, it would add four 
years to the time set for building 
the interstate road network. 

* ” aa 


Motivation—Then and New 


OMORROW and Wednesday 

(Aug. 11-12), NADA will hold 
a seminar in Washington on “sales- 
men’s compensation as a part of 
motivation.” The advertisment for 
the seminar points out, quite prop- 
erly, that there are other motives 
in selling cars besides money. 


We can recall the great moti- 
vating force which attracted so 
many young men to selling cars 
as a career in the early days of 
motoring. It wasn’t money; it 
was better than money. It was 
that free demonstrator that 4 
man could use in his off-hours 
to improve the quality of his 
social life. 


There weren't many young ladies 
in those days who could resist hop- 
ping into a brand new car, particu- 
larly when the driver was a cheer- 
ful young man whose hair was 
slicked down with pomade. 


NADA seminarians are going to 
be hard-pressed to find a more 
powerful motivation than thosé 
early demonstrators—and the cu- 
ties who liked to ride in them. If 
the tank had gas in it, who needed 
money? 
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ce 
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in more leg room front and rear. Yan. REAR-ENGINES result in better wheel traction (direct drive). Yao, 
REAR-ENGINES eliminate motor heat. REAR-ENGINES reduce motor noise. Va, REAR-ENGINES 
reduce motor vibration (no lengthy drive-shaft). Son, THE REAR-ENGINE RENAULT DAUPHINE IS AS 
MODERN AS TOMORROW-— SEE YOUR RENAULT DEALER TODAY. 
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Lawsuits Affecting Dealers .. . 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

A few weeks ago I received a let- 
ter from W. D. Brown of St. Louis, 
who wanted to know whether it 
will be profitable for him to expend 
money and ap- 
peal to the higher 
court to have a 
jury’s verdict 
against him re- 
versed. 

Generally 
speaking the an- 
swer is in the 
negative, Last 
month, a higher 
court clearly held 
that a jury’s ver- 
L. T. Parker dict ordinarily 
will be upheld unless extraordinary 
testimony indicates that the jury’s 
verdict is in error. 

For instance, in Griswold v. New- 
house Oldsmobile Co., 91 N, W. 
(2d) 840, the testimony showed 
facts, as follows: One Griswold pur- 
chased from Newhouse an Oldsmo- 





wee 





bile automobile. The agreed pur- 
chase price was $1,790 plus Gris- 
wold’s used Pontiac. At that time 
Griswold signed a “Car Order” 
which embraced the deal. 

He also signed a conditional 
sales contract in blank and a 
“Statement of Motor Vehicle 
Sale” was typed out by the com- 
pany’s office girl, Griswold then 
took possession of the car. 

A few days later, Griswold re- 
ceived through the mail a copy of 
the contract from the finance com- 
pany, together with a payment 
book showing figures larger than 
those in the papers Griswold had 
signed. Griswold immediately went 
to see why the finance company 
contract was different and why 
Griswold was required to pay $2,- 
979, when the deal as originally 
consummated required him to pay 
but $1,790, plus taxes and financ- 
ing. 

According to some testimony as 
given and as alleged by Griswold, 
but not proved, an official of New- 


house told Griswold that the lower 
figures were earlier used as a de- 
vice to cheat the state out of sales 
tax. The next day Griswold went 
to the finance company to tell them 
about what had transpired, and he 


| pay. 


* * * 


Sues for Difference 


RISWOLD then retained an at- 
torney and suit was commenced 

against Newhouse to recover the 
difference between what the orig- 
inal papers required him to pay 
and what the finance contract re- 
quired him to pay, or $787.80. 

The jury listened to all testimony 
and held that Newhouse must re- 
pay to Griswold the sum of $787.80. 
The higher court promptly ap- 
proved the jury’s verdict, saying: 

“Undoubtedly, the jury who 
saw the witnesses and heard 
them testify weighed the evidence 
in the light of argument. It is 
the province of the jury to de- 
termine the facts. From our ex- 
amination of the record, we are 
not persuaded that their verdict 
is contrary to the overwhelming 
weight of the evidence. 

“The jury, being in the most 
favorable position to determine the 
facts, found for the plaintiff (Gris- 





was told that the contract was| 
signed and that he would have to} 








Psst! Want a really small car? 





wold) and this court after carefully 
reviewing the record is not per- 
suaded that their verdict was con- 
trary to the overwhelming weight 
of the evidence.” 

* * * 


No Negligence Here 


Ace to a late higher- 
court decision, an automobile 
dealer is not required by law to 
use any degree of care to see that 





Partners in Research 


Just as this youngster with a car problem seeks expert 
advice from a highly trained technician in the Uni- 
versity of Michigan’s automotive laboratory so do 
organizations and industries come to Ann Arbor to 
consult the University’s world famed scientists and use 
the many other research facilities available. 

This industry-university partnership, already well 
established, is doing research in fields of nuclear energy, 
automotive and aeronautical engineering, in marketing, 
distribution, in opinion surveys, in several branches of 
medicine and a host of others. Aware of the unique 








A Booth Michigan Newspaper 


opportunities here, two internationally known corpora- 
tions have located research centers in Ann Arbor. 

As the university expands its research facilities and 
as more companies make Ann Arbor their research 
headquarters the number of sciefitists, engineers and 
their supporting staffs increases. The buying power of 
these highly trained experts and their families adds 
considerably to an area already noted for the high dis- 


posable income of its citizens. 


The way to reach the people in this quality market is 
through the one dominant medium—The Ann Arbor News. 


THE ANN ARBOR NEWS 


NATIONAL REPRESENTATIVES: A Hk 





ee ee. ae as ee ee 
a@ gasoline-tank truck driver ca 
no damage while filling the dealep’s 
underground tank with gascline, 

For illustration, in Oregon My. 
tual Fire Insurance Co. v. Tide 
water Associated Oil Co., 316 Pag, 
(2d) 805, the testimony showeg 
facts, as follows: An automobile 
dealer telephoned Tidewater to 
deliver 325 gallons of gasoline. 

In making the delivery the 
truck driver placed a hose from 
his truck to the fill pipe of the 
underground tank at the automo- 
bile dealer’s place of business 
and, after starting the gasoline 
to flowing from the truck to the 
underground tank, went into the 
restaurant for a cup of coffee, 
While he was in the restaurant 
the underground tank filled and 
overflowed out of the fill pipe, 
The fill pipe was located just a 
few feet from the front door of 
the restaurant and the overflowing 
gasoline, because of the grade from 
the fill pipe, ran under the front 
door and into the restaurant where 
it was ignited by an oil heater, 
In subsequent litigation, the 
higher court held Tidewater liable 
for the damages caused by the fire 
saying that it was the truck 
driver’s sole duty to deliver the 
gasoline without effecting damages 
or injuries to persons or property, 


658 Vehicle Sales 
Drop in Canada; 
Imports Set Record 


MONTREAL.—Sales of new cars 
and commercial vehicles in Canada 
last year dropped 3 percent to 444- 
769 units from 458,299 in 1957, ac- 
cording to figures released by the 
Dominion Bureau of Statistics. 

On the other hand, sales of for- 
eign cars and trucks in 1958 hit a 
new high of 83,863, an increase of 
56 percent over the previous year’s 
53,800. The old record of 67,506 sales 
was set in 1950. 

Dealers sold 376,723 new pas- 
senger cars during the year, com- 
pared with 382,023 in 1957. Included 
in the ’58 total were 77,166 foreign 
autos, 

Vehicle registrations in 1958 
climbed 4.8 percent to a_ record 
4,675,560, compared with 4,459,595 
in the previous 12 months. 

The bureau reported that all 
provinces shared in the increased 
registrations, with the largest nu- 
merical gain occurring in Ontario. 
Registrations in Ontario rose 42 
percent to 1,868,922, compared with 
1,793,399 in 1957. 


Ex-Cell-O Is 40 


Detroit Firm Has Added 


28 Plants Since ’19 


DETROIT.—A small group of 
Detroit toolmakers formed a com- 
pany in 1919 to produce parts to 
standards of precision that were 
beyond the capabilities of most 
plants at that time. That was the 
start of Ex-Cell-O Corp. which 
today has 29 plants throughout the 
U. S., Canada, England, Germany 
and India. 

The initial manufacture of small 
jigs and tools quickly brought the 
infant company a recognition for 
quality. Subsequent production of 
drill-jig bushings sparked the de- 
velopment of precision-grinding 
spindles to improve the accuracy 
of hole-grinding operations. 

Successful application of these 
products initiated research in pre- 
cision boring and the first Ex- 
Cell-O precision-boring machine 
was introduced in 1930, marking 
Ex-Cell-O’s entry into the machine- 
tool field. 

A program of expansion over the 
years has resulted in the building 
of several new plants and the ac- 
quisition of subsidiaries in the U.S., 
Canada and overseas. From an 
original floor area in 1919 of only 
2,375 square feet, the combined ca- 
pacity today of all plants totals 
over 2% million square feet. 


Daniels Gives Up Olds 

COLORADO SPRINGS, Colo.— 
Daniels Motors, Inc. (Chevrolet) 
has given up the Oldsmobile fran- 
chise it acquired several years 
ago, according to Al Daniels, 
president. He said the Chevrolet 
business has grown so large “we 
need more space and time for it.” 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices marked with cn asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* = 


SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday. Prices are for sale of July 29. 
Very firm on clean cars, Sold 36 cars 
from 52 consignments. 

BUICK—’56 Century conv., $1,050* 
RM conv., $895* (ps). 
"53 Special 4-dr., $215*. 


(ps); 


CHEVROLET—’'59 Bel Air (6) 2-dr., $2,- 
085°. 

"56 One-fifty (6) station wagon 2-dr., 
$685°*. 


"54 Bel Air hardtop, $445*; 4-dr., $435* 
(ps); Two-ten 2-dr., $395. 
53 Bel Air hardtop, $400*. 
DeSOTO —'56 Firedome 2-dr. 
$860* (ps). 
DODGE—’55 Coronet (6) 2-dr., $525. 
FORD—'57 Fairlane 500 (8) 4-dr. Vic- 
toria, $1,130; Custom (8) 2-dr., $1,- 
050*; Fairlane (8) 2-dr., $940*; Cus- 


hardtop, 


tom 300 (8) 2-dr., $850. 


56 Fairlane (8) conv., $895*%, $800*; 
4-dr., $840* (ps); Custom (8) 4-dr., 
$575. 

55 Fairlane (8) 4-dr., $640*; Ranch 


Wagon (6) 2-dr., $455. 
’54 Custom (8) 2-dr., $325. 
"53 Custom (8) 4-dr., $240*. 
MERCURY—’55 Monterey station wagon 
4-dr., $945* (ps). 
53 Custom 2-dr, hardtop, $210*. 
OLDSMOBILE—’56 (88) Super 4-dr. Holi- 
day, $1,140* (ps). 
’53 (88) 2-dr., $190*. 
PLYMOUTH — ’55 Belvedere (8) hardtop, 


$580. 
"54 Plaza 2-dr., $225. 
"53 4-dr., $245. 


RAMBLER—’54 Custom 4-dr., $375. 
STU DEBAKER—’ 57 Silver Hawk (8) 2-dr., 


$1,020. 

MISCELLANEOUS — ’55 Ford (6) panel, 
$345. 

"52 Dodge (6) pickup, $225; Ford (8) | 
panel, $205. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of July 


| 29. Amazing—no let up in demand or 

prices. More activity on late models notice- 

able this week. Unusually sharp cars the 

past three weeks. Sold 148 cars from 181 

consignments. 

BUICK—’57 Super Riviera, 
cial 4-dr. 
175”. 

’56 Special conv., $1,100*. 
’55 Century Estate Wagon, $1,100*; 4-dr. 


$1,610*; Spe- 
Riviera, $1,490*; 4-dr., $1,- 


Riviera, $995*; Super 2-dr. Riviera, 
$840*, $795*; Special 4-dr. Riviera, $1, 
490°. 


’54 Special 2-dr., $405*. 
’53 Super 4-dr., $155*. 
’51 Special Riviera, $185*. 
CADILLAC—’58 (62) conv., $3,585*; 2-dr., 
$3,420*; 4-dr., $3,250*. 
’56 (62) Sedan de Ville, $1,850*; 4-dr., 
$1,750*, $1,660*. 
"55 (62) 2-dr., $1,675°. 
"54 (62) conv., $1,050*. 
CHEVROLET — ’58 Brookwood (8) 4-dr., 


$1,795*, $1,750*, $1,725*; Bel Air (8) 4- 
dr., $1,790*, $1,650*; Biscayne (8) 4- 
dr., $1,625*, $1,595*, 2 at $1,570*, 


$1,450, $1,350; 2-dr., $1,510; Biscayne 
(6) 2-dr., $1,490, $1,395, $1,370; Del 
Ray (6) 2-dr., $1,395. 

"57 Corvette (8) conv., $2,400; Bel Air 
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(8) 4-dr. hardtop, $1,600*, $1,400; 4- 
dr., $1,400; Two-ten (8) station wagon, 
$1,515; Two-ten (6) 2-dr., $1,120. 

"56 Bel Air (8) 4-dr. hardtop, $1,350*. 
$1,150*; conv., $1,130*%; Two-ten (6) 
can hardtop, $995; Two-ten (8) 2-dr., 


$845. 

"55 Bel Air (8) 2-dr. hardtop, $1,060", 
$1,050*; 4-dr., $800*, $795, $685; Bel 
Air (6) 4-dr., $920, $865*. 

’54 Bel Air 4-dr., $525*; One-fifty 4-dr., 
$365. 


*53 Bel Air 2-dr., $425. 


CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$1,795*. 
’56 Windsor 4-dr., $985*. 
"55 NY 4-dr., $895*; Windsor 4-dr., 
$780*, $750°. 
DeSOTO—’58 Firesweep Explorer, $1,810*. 


’57 Firesweep 4-dr. hardtop, $1,28%*, 
56 Firedome 4-dr., $945*. 

DODGE—’ 56 Coronet (8) 4-dr., $1,030* 
"55 Royal (8) 2-dr, hardtop, $700, $650. 

EDSEL—’58 Pacer 4-dr. hardtop, $1,400*, 
$1,270°*. 

FORD—’58 Thunderbird (8) 2-dr. 
$2,900*, $2,775*; Country Sedan (8) 
4-dr., $1,740; Fairlane (8) 4-dr, Vic- 
toria, $1,710*; Custom 300 (8) 2-dr., 
$1,555*, $1,400, $1,290; 4-dr., $1,550*, 


hardtop, 


——__ 
$1,545°. 

’57 Fairlane (8) Skyliner, $1,765*, $1. 
650*; Fairlane 500 (8) 4-dr.. $1,359. 
4-dr, Victoria, $1,320*, $1,010 '. 

’56 Fairlane (8) 4-dr, Victoria $1,139° 
$1,040*; 4-dr., $1,045, $960*; 2.4’ 
$870; Custom (6) 2-dr., $815; Custom 
(8) 2-dr., $725*. 

55 Fairlane (8) 4-dr, Victori< $1,040: 


4-dr., $765*; Custom (8) 4-dr., $8159 
$680; 2-dr., $690. : 
’54 Main (6) 2-dr., $395*. 
’563 Custom (8) conv., 
$325". 
"52 Country Sedan (8), $410*. 
HUDSON—’ 54 Hornet 2-dr, hardtop, $195 
’53 Hornet 4-dr., $175*. , 
LINCOLN—’58 Premiere 
$2,960°*. 

’57 Premiere 4-dr. hardtop, $2,170*, 
MERCURY—’59 Montclair 4-dr., $2,485*, 
’55 Monterey 2-dr. hardtop, $920*. 

’52 Custom 4-dr., $245*. 


$400"; 4-dr,, 


4-dr. hardtop, 


OLDSMOBILE—’57 (98) 4-dr. Holiday, 
$1,705*, $1,675; (88) Super 2-dr., $1. 
100°. 

’56 (88) 4-dr. Holiday, $1,405*; (88) 4 
dr., $1,050*, $990*, $950*; (8S) Super 
4-dr., $1,050*; (98) 4-dr, Holiday, $1,. 
045*. 

’55 (88) Super 4-dr. Holiday, $929* 
$795*. 

54 (88) 4-dr., $720*, $550*; (88) Super 
4-dr., $600*. 

PACKARD—’53 Clipper 4-dr., $300*. 

PLYMOUTH—’58 Suburban (8) 4-dr., $1, 
825*; 2-dr., $1,395; Belvedere (8) 4 


dr. hardtop, $1,300. 

"57 Belvedere (8) 4-dr., $1,160*, $1,145; 
Savoy (8) 4-dr., $1,030*, $975*; Plaza 
(6) 2-dr., $845*, $790. 

’56 Belvedere (8) 4-dr. hardtop, $915. 

55 Belvedere (8) conv., $725*; 4-dr, 
hardtop, $620*; 4-dr., $500; Suburban 
(6) 2-dr., $640; Plaza (6) 2-dr., $315, 

PONTIAC — ’58 Chieftain 2-dr. Catalina, 
$1,825. 

’57 Chieftain 4-dr., $1,250*. 

’56 Safari 4-dr., $1,280*; Chieftain 4-dr., 
$1,100*, $1,085*; 4-dr. Catalina, $1,. 
050*; 2-dr, Catalina, $990. 

°55 Star Chief 4-dr., $730*, $715*. 

RAMBLER—’58 Cross Country 4-dr., 
555*. 

’57 Cross Country 4-dr., $1,340*. 

’56 Custom 4-dr., $775. 

55 Custom 4-dr., $610*. 
STUDEBAKER—’56 President (8) 4-dr., 
$930*; Champion (6) 2-dr., $690*. 
MISCELLANEOUS—’ 57 Jeep 4-wheel drive, 

$815. 

’56 Jeep 4-wheel drive, $625. 

"54 International %-Ton, $350. 

"53 Dodge %-Ton pickup, $335. 

’52 Ford %-Ton pickup, $305. 

’49 Dodge 2-Ton, $245. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 29, 
More cars offered this week. We demand 

(Continued on Page 24, Col, 1) 


$1,- 









COLORADO 





Denver Auto Auction 
5% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA, BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 








INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





Crossroads 


a ++ where they meet .. . buyers 
and sellers . . . new and used car 


dealers, They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 











MICHIGAN 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 





@ "DUAL RING" 2 lines running simultane- 
ously. 

®@ Conveniently located in the heart of the 
automobile world. 

@ Ten acres of completely fenced parking 
area, 

© Always a fine selection of sharp cars. 

©@ Friendly relations prevail at all times. 

@ Congenial auctioneers, 

@ Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 9-4492 





Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 


300 TO 400 CARS 

We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
Twin Ring Selling 











NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 





MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 





ERT AS 138 013 


NO HOUSE CARS! 


At the Crossr s of the East 
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NATIONAL AUTO 
DEALERS EXCHANGE 


‘ 


NEW YORK 
LAFAYETTE—Syracuse Auto Aucti 












NEW YORK 













| PENNSYLVANIA 








GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 











NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 


NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





PENNSYLVANIA 


Nov! 3 Lanes 


AT THE WORLD'S BIGGEST 
AUTO AUCTION 


Manheim 
Auto Auction, Inc. 


Manheim, Pa. on Route 72 
Phone Manheim MOhawk 5-2401 
5 miles So. of Pa. Turnpike 


700-900 Clean Cars Auctioned Every Friday 
Auction Checks Issued; Guaranteed Titles 


rE 





For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 


Center of Empire State. Check a Look in LUCAD. 


Title Protection. (Wed.). 











CORRY AUTO AUCTION 


Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac- 
tion.” For reserved numbers call Corry 
36-391. Auctioneers: Ray Austin, Chuck 


Cummings, Odi Adcock. Owner: George 
Hartley. 








TENNESSEE 





| JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 











TEXAS 








AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued. 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 











WASHINGTON 


SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way _— Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnsen Beb McConkey 
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Used Imported Cars 





Albany 


59, 300, $350. 
156 conv., $1,300. 
‘58 conv., $530. 
it—'57 Dauphine 4-dr., 
56 4-dr., $530. 
Yolkswagen—’'55 Sunroof 2-dr., $810.* 


Armonk, N. Y. 


ereedes—’57 Sunroof 4-dr., $2,100. 
tet —'58 4-dr., $1,580. 


$680. 


Bordentown, N. J. 


fiat—'58 conv., $1,660. 

ford (English)—’59 station wagon, $1,150. 
Goliath—’58 2-dr., $1,452. 

’58 sport coupe, $2,600. 


56 4-dr., 
Skeda—’58 2-dr., $650. 
Vauxhall—’58 4-dr., $1,175. 
Yolkswagen—'59 2-dr., $1,525. 

56 2-dr., $925, $705. 


Caldwell, N. J. 


ford (English)—’56 station wagon, $640. 
Morris—'51 Minor 2-dr., $105. 
Volkswagen—’58 Sunroof 2-dr., $1,270. 


Chicago 
Ford (English)—'59 Anglia 2-dr., 
57 Zephyr, $1,095. 
MG—’'57 MGA, $1,150. 
Metropolitan—’58 conv., 
Renault—’58 4-dr., $665. 


Danville, Pa. 


$1,105. 


$955. 


$1,215. 


Jaguar——'56 conv., 


Detroit 


Ford (English)—'5S8 Escort 2-dr., $850. 
"57 Squire, $915. 

Lioyd—’'59 2-dr., $700. 
Metropolitan—’55 2-dr., 
Opel—'58 2-dr., $1,150. 
Skeda—'57 2-dr., $420. 
Volkswagen—'57 Karmann-Ghia 2-dr., $1-, 

600, 


$500. 


Dyer, Ind. 


Austin-Healey—’56 conv., $1,220. 


Used Trucks 


DYER TRUCK AUCTION 
July 31 


CHEVROLET—’57 2-ton 
%-ton, $850. 
"55 Carryall, $220. 
"64 2-ton tractor, 
$200. 
DODGE—’'55 %-ton pickup, $450. 
"D4 stake, $300. 
53 stake, $370. 

"50 6-foot walk-in, $100. 
FORD—’5S '%-ton pickup, 
‘57 tractor, $1,400. 
"56 14-ton, $570; 
55 %-ton, $470. 
"53 %-ton, $270. 

"52 panel, $105, $100. 

GMC—’'57 dump, $1,395; %-ton, $825. 
50 10-foot walk-in, $125. 
INTERNATIONAL — '56 
panel, $500; %-ton, $450. 

"53 %-ton pickup, $345. 
"50 %-ton, $220. 
"48 tow truck, $605. 


N. H. Senate Asked 


To Reconsider 


Impact Tax Boost 


CONCORD, N. H.—A move has 
been made in the New Hampshire 
Legislature for reconsideration of a 
Measure which would increase the 
local tax on imported autos, 

The call for reconsideration came 
after the proposal had been given 
final approval by the Senate and 
Sent to Gov. Wesley Powell for his 
signature. 

Asking recall of the legislation, 
Senator Robert English claimed it 
Would give foreign nations a reason 
for placing discriminatory tariffs on 
products made in New Hampshire. 
He also said the act might be il- 
legal. 

The legislation, to become effec- 
tive next year, would use the port- 
of-entry price on foreign cars, in- 
Stead of the factory price as in the 
case of American autos, as the basis 
for determining the local tax on the 
imported cars. 

New Hampshire has about 10,000 
foreign cars on the road and the 
Proposed tax increase would add 
about $3 to $6 to the new-car reg- 
istration costs for owners for the 
More popular foreign makes, ac- 
Cording to authorities in the auto 
field. 

There has been considerable con- 
fusion over what to tax the foreign- 
car owner in New Hampshire be- 
Cause, for one thing, factory prices 

Ve not always been readily avail- 
able, Use of the port-of-entry price 
is designed to eliminate this con- 

on, 


tractor, $1,000; 


$400; 1-ton panel, 


$1,100. 


%-ton pickup, $475. 


%-ton, $500; 


Vauxhall—’58 4-dr., $1,075. 


Volkswagen—’'58 4-dr., $1,270. 
Flint 

Ford (English)—’59 4-dr., $1,190. 

Hillman—’57 Minx 4-dr., $875. 


Metropolitan—’58 2-dr., $1,205. 
Skoda—’57 2-dr., $350. 


Los Angeles 


DKW—’56 2-dr. hardtop, $555; 
2-dr. hardtop, $425. 
Fiat—’58 station wagon, $675. 
Ford (English)—’58 Squire, 
Hillman—’58 Minx 4-dr., 

Isetta—’'57 2-dr., $245. 
Lloyd—’56 conv., $300. 
MG—’59 roadster, $2,235. 
’57 roadster, $1,600. 
53 roadster, $760. 
Mercedes-Benz—’'56, $2,810. 
’54 4-dr., $1,160. 
Metropolitan—’'56 conv., $695. 
’55 2-dr., $550. 
Renault—’5S8 Dauphine 4-dr., 
215, $1,180; 4-dr., $1,200. 
Simea—’56 Versailles 4-dr., 
4-dr., $500. 
Triumph—’59 TR-3 roadster, $2,195. 
Vauxhali—’58 Victor 4-dr., $1,175. 
Volkswagen—’56 2-dr., $1,050, $1,000; sun- 
roof 2-dr., $1,035. 
’55 2-dr., $870. 
Volvo—’57 2-dr., $1,190, $1,150, $995. 


Manheim, Pa. 


Austin-Healey—’59 2-dr., $1,475. 
Borgward—’'57 station wagon, $1,250. 


sunroof 


$1,050. 
$1,000. 


$1,225, $1,- 
$735; Aronde 


AUTOMOTIVE NEWS, AUGUST 10, 1959 


Jaguar—’58, $2,375. 
’57 XK140 roadster, $1,650. 
°55 2-dr., $1,560. 
’54 Mark VII 4-dr., $630. 
Lloyd—’59 station wagon 2-dr., $1,195. 
Mercedes—’58 conv., $5,000, $3,400; Benz 
190SL, $3,450. 
Metropolitan—’58 2-dr. hardtop, $1,050. 
Moretti—’59 conv., $1,535; 2-dr., $1,460. 
Porsche—’54 conv., $1,150. 
Renault—’59 4-dr., $1,310, 
’58 Dauphine, $1,050. 
Vauxhall—’58 4-dr., $1,100. 
Volkswagen—’59 Microbus, $2,110, $1,625; 
2-dr., $1,495. 
’5S 2-dr., $1,725, $1,325; conv., $1,375. 
57 Karmann-Ghia, $1,450; 2-dr., $1,205, 
$1,200, 
56 2-dr., $710. 


Mason City, Ia. 


Volkswagen—’56 2-dr., $985*. 


Portland, Ore. 


Ford (English)—’59 2-dr., $1,010. 
Goliath—’57 2-dr., $495. 

Renault—’'58 Dauphine 2-dr., $1,250. 
Simea—’58 station wagon 2-dr., $1,020. 
Volvo—’57, $1,080. 


Sacramento 


Hillman—’57 conv., $960. 

Lloyd—’57 conv., $290. 

Renault—’58 4-dr., $1,180. 
"57 4-dr., $900. 

Volkswagen—’56 2-dr., $955; Kambi, $745. 
’55 2-dr., $890. 


Salt Lake City 


Hiliman—'58 station wagon, $775. 
MG—’52, $505. 
Volkswagen—’'55 2-dr., $950. 


Seattle 
| Goliath—’58 2-dr., $1,025. 


$1,300, $1,130. 





Hillman—’56 Husky, $725. 


MLL e ee 


The Greater Oklahoma City market—in terms 
of primary market delivered by the Oklahoman 
and Times—is a 58-county area of the state. Here 
the Oklahoman and Times daily combined circu- 
lation covers 54.1% of the families, Sunday circu- 
lation reaches 47.2% of the families. This is 


metropolitan type 


coverage of a 58-county area, 


effective circulation that makes this area an ad- 
vertising market entity. 

In this area, automotive sales in 1958 totaled 
$336,298,000. This makes the 58-county Greater 
Oklahoma City market equal to ranking in twelfth 
place among metropolitan areas in auto sales. 

In the first five months of 1959, passenger 
car sales are already 28.2% ahead of the same 


period in 1958! 








March 31, 1959 





total daily 


combined circulation 


total Sundoy 
circulation 


compare 






publishers Stet 
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Published by The Oklahoma Publishing Co. 





Crowd Stopper— 

A “crowd stopper" was this window 
display by Vulcan Lincoln-Mercury at 2230 
Seventh Ave. S. Birmingham, Ala. It shows 
an Edsel “crashing through" the window. 


Volvo—’56 2-dr., $1,460. 


Syracuse 
Ford (English)—’58 2-dr., $750. 


Warehouse Point, Conn. 
Austin—’53 4-dr., $780. 
Metropolitan—’57 conv., $780 


Renault—’58 Dauphine 4-dr., $750. 
’57 Dauphine 4-dr., $630. 
Volkswagen—’57 2-dr., $885. 


Are your sales sharing in 


’56 Microbus, $900. 


West Palm Beach, Fla. 


Citroen—’56 4-dr., $685*. 
Ford (English)—’58 Prefect 4-dr., $860. 
Jaguar—’54 Mark VII 4-dr., $545*. 
Mercedes—’55 Benz 4-dr., $1,090. 
Opel-—'55 conv., $570. 
Renault—’58 Dauphine 4-dr., $960. 

’57 4-dr., $735; Dauphine 4-dr., $655. 
Simea—’58 4-dr., $775. 
Volkswagen—’59 2-dr., $1,580. 


Dealer, Salesmen 


Accused of Selling 
Used Cars as New 


NEW LONDON, Conn.—The 
owner of Butler Chevrolet, Inc., 
here and two of his salesmen have 
been charged with selling used 
cars as new models. 

Arrested were Edward J, Butler 
jr., Charles E, Vincent and Alfred 
A. DeCosta. 

Police said one case involved the 
sale as a new car of a demonstrator 
which had been damaged in a col- 
lision and later repaired. 

A detective said the dealership 
had sold cars which had previously 
been registered and driven in other 
states, representing the cars as 
new, The number of cars involved 
was not specified but they were 
said to be mainly 1958 models. 





this growth? Plan 


for solid sales growth in Oklahoma with a strong 
advertising schedule in this market’s “total selling” 
media—The Daily Oklahoman and Oklahoma 


City Times. 


Source: SRDS Consumer Market Data 1/1/59 
Circulation—ABC Audit Report, Par. 13, 9/30/58 











Represented by The Katz Agency 





FORD FAMILY OF FINE CARS CLEARINGHOUSE °¢ NO. 147 OF A SERIES 


NEW 200-ACRE ENGINEERING AND RESEARCH CENTER, 
under construction at Newport Beach in Southern California, 
provides engineers and scientists with the finest facilities for carrying 
out complete engineering, research and prototype manufacturing 
operations on advanced projects. 


COMPUTER OPERATIONS is en 
in research, development, manufact 
and marketing of computer compo 
and systems for military and comm 
use. Already developed are revoluti 
data processing equipment and com 
cations systems. 


RANGE SYSTEMS OPERATIONS is 
fully equipped to study and plan missile 
range instrumentation and to staff and 
manage complete missile range operations 
for U.S. military and civilian agencies. 


OFFICE OF ADVANCED RESEARCH TACTICAL WEAPON SYS? ji 
conducts basic research in areas of long- OPERATIONS. The function of T 


range company interests, with special to research, develop and manufactl 
emphasis in the fields of atomic and molec- tical weapons for the military servi. 


ular physics, physical chemistry and work now is the Army’s 23-2illion 


atmospheric physics. Shillelagh missile. 














LRHEADING THE SPACE AGE 





Aeronutronic, a new Division of Ford Motor Company, 
is making significant strides in science and technology 


On July 1, 1959, a new division of Ford Motor Company was established 
when Aeronutronic Systems, Inc. merged with the Company as an oper- 
ating end-product division. Named Aeronutronic, the new Division is a 


former subsidiary organized in 1956 with the goal of large-scale partici- 


pation in the nation’s space and missile program. Over the past three 


years, it has gained an enviable reputation and record of accomplishment. 








S is eng 
ranufact 
- compo 
d com 
revoluti 
nd com 


Aeronutronic’s new Engineering and Research Center will be a major fac- 
tor in the development and manufacture of advanced technical products 
for military and commercial purposes. These will be in the areas of weapon 
systems and space systems; missile range systems and instrumentations; 


advanced electronics; data processing systems and computers. 


Through Aeronutronic, Ford Motor Company will be able to participate 





more extensively in the problems of space and weapons technology—meet- 






ing the most advanced requirements of the military and industry in 





science and technology. 





SPACE TECHNOLOGY OPERATIONS 
is devoted to solving problems dealing with 
man’s new frontier. Projects include 
research rockets, satellite communication, 
ICBM detection and space vehicle design. 
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Highways and Safety . . . 
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Traffic Death Toll 
Climbs 5 Percent 


CHICAGO, — Booming traffic 
across the nation took a toll of 17,- 
090 lives in the first six months of 
1959, according to the National 
Safety Council. 

This was 5 percent more than 
last year, when the six-month toll 
was 16,280. Travel also increased 
5 percent in the first half of the 

. year. 

Thus, despite the increase in 
deaths, the mileage death rate was 
the same for the six months as it 
was for the comparable period last 
year, 5.1. This is the lowest rate on 
record for a similar period, the 
Council said. 

The Council estimated that dis- 
abling injuries from traffic acci- 
dents in the first half of the year 
totalled 600,000. 

June brought a 5 percent increase 





in traffic deaths — 3,150 this year 
against 3,000 last year. It was the 


; 





SWIFT 


One simple movement can connect 


two, three, five—up to 
ent electrical circuits. 


prefer the Packard Electric idea of 
‘Snap Fast’’ connectors because 
they speed wiring installations, save 
pennies per car. And these multiple- 
connection, self-insulating units as- 
sure accuracy, too. Since they can’t 
be improperly installed, they elimi- 
nate the danger of assembly-line 


fires or other damage 


sixth straight month to show an in- 
crease over the corresponding 
month a year ago. 
“The traffic toll is following the 
same grim pattern that prevailed 
in the postdepression years of 





Ohio Planning to Try 


Reflectorized Plates 


Ohio auto-license plates may be 
reflectorized in the future. 


Highway Safety Director Grant 
Keys said he hopes to place such 
tags in a few counties next year 
to obtain comparative statistics 
on their effect on accident rates. 
Representatives of Minnesota 
Mining & Mfg. Co. said the plates 
are 200 times brighter than white 
paint and. can be seen at a dis- 
tance of 2,000 feet. 





can be reduced to one! 


eight differ- nal installations. 


Automakers 


which often 


1950 and 1955,” said Howard Pyle, 
.Council president. 


“The figures from those years 
show that unless the present trend 
is checked—and checked fast—the 
traffic death toll this year may rise 
above 39,000—more than 2,000 over 
the death toll last year. 

The increase in deaths is occur- 
ring principally in rural areas, the 
Council said. In June, rural deaths 
were up 6 percent, while urban 
deaths increased only one percent. 

For the six-month period, rural 
deaths rose 6 percent; while urban 
deaths were up 3 percent. Of the 
810 increase in deaths in six 
months, about 700 of them occurred 
in rural areas. 

Information is not yet avail- 
able to show precisely where the 

increase in travel is occurring, 
the Council said. But based on 
past periods of sharply rising 
travel, the Council believes the 
bulk of the increase is occurring 
in rural areas. 

States showing increases in June 
deaths outnumbered those with de- 
creases by 26 to 22, For six months 
17 states reported decreases, 30 had 
increases and one no change. 

The 17 states with decreases for 
six months were: 


Louisiana, Minnesota, Alaska,! 


result from mistakes in single-termi- 


Designing time-saving, high-quality 
wiring systems and supplying them 
in large quantities is a long-time 
habit with Packard Electric. Many 
manufacturers prefer having one 
source, one responsibility, one trans- 
action for their electric cable needs. 
And they find Packard engineering 
consultation helpful, too. Packard 
Electric maintains offices in Detroit, 
Chicago, and Oakland, California. 


Warren, Ohio 





Philadelphia Health Dept. 


Adopts Seat Belts 


Automobiles operated by the 
public health services of the 
Philadelphia health department 
are being equipped with seat 
belts, it is announced by Dr. 
James P. Dixon, health commis- 
sioner. 

E. A. Tiboni, chief of the 
department’s accident prevention 
program, said meetings with 
community groups are being 
planned to encourage Philadel- 
phians to install seat belts as 
safety devices in their family 
cars, 





|South Dakota, Ohio, Idaho, New 
Jersey, Massachusetts, Illinois, 





| Florida, Washington, Delaware,| 


|Kentucky, Utah, Wyoming, New 
York and Virginia. 
* * 


| Speeders to Get a Break 


|Police Speedometer Was Off 


| In Waukesha County, Wis., the 
district attorney’s office will review 
all cases since the first of the year 


in which motorists’ speeds were! 


clocked by squad cars. 
The sheriff’s department discov- 








wa Electric 


“Live Wire’ division of General Motors 








| 








— 


ered it has been using a squad car 
in which the speedometer was 12 


miles per hour off. 
+ 


* * 


Keystone Honors Berry 


William Berry  secretary-man- 
ager for 20 years of the Keystone 
Automobile Club in Philadelphia, 
has been given the additional title 


of vice-president of the club. 
* * * 


Freeways Safer, 
Detroit Reports 


Expressway driving in Detroit is 
nearly five times safer than on 
major surface streets, according to 
a report prepared by the Detroit 
Department of Streets and Traffic. 

Alger F. Malo, department direc. 
tor, said there was one accident on 
the expressways for every 4.70 ac- 
cidents on the major streets, fig- 
ured on a 100-million vehicle mile 
rate. 

The report, based on 1958 acci- 
dents, showed that on the same 
basis, there was one injury accident 
for every 4.05 injury accidents on 
the expressways, but that one fatal 
accident occurred on the express- 
ways for every 1.28 fatals on the 
surface streets. 

Thirteen fatal accidents occurred 
on the expressways in 1958, the 
highest ever, Malo pointed out. 
There were only five fatalities in 
1957. 


* * * 


4. Oakland Dealers Cited 


For Aiding High Schools 


Four Oakland (Calif.) dealers 
have been awarded certificates of 
merit for aiding in the driver 
training programs in local high 
schools. 

The dealers are Dahl Chevrolet, 
F. H. Dailey and Val Strough 
(Chevrolet), and J, E, French 
(Dodge-Plymouth). 

ed * 


‘Hoffman Aneed 


Nominees Sought 


Nominations are invited for the 
1959 Paul Gray Hoffman Award for 
outstanding professional service in 
highway safety, it is announced by 


| the Automotive Safety Foundation, 


administrator of the award pro- 
gram. 

Persons eligible for the award in- 
clude educators, engineers, enforce- 
ment officials, motor vehicle ad- 
ministrators, researchers, organiza- 
tion staff members and others who 
make their careers in traffic safety. 

Previous winners were Dr. Her- 
bert G. Stack, former director of 
the New York University Center 


|for Safety Education, and James 


Stannard Baker, Director of Re- 
search and Development, Traffic 
Institute, Northwestern University. 


Sheetz Buys Dodge Outlet 


LEBANON, Pa.—Raymond Sheetz 
has purchased Ladd Motors, Inc. 
(Dodge), 232 S. Ninth St., from 
James W. Ladd. The firm will be 
known as Bud Sheetz, Inc., Ladd 
will continue as a BMC and used- 
car dealer and operator of a Hertz 
leasing service. 





_ ADVERTISEMENT 





é 


I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 





35 for complete details. 
LRT RP SARL ASRR ERAT INN OE 
















An average Issue 
of LOOK is read in 
16,850,000 households 


...one out of every three 
households in America 





...more households per 
advertising dollar than 
any other magazine in 
the major weekly field 


tudy of Household Coverage, a ne 
ent sponsored by LOOK and conducted by Audits & Surveys, Inc. 





iil TOTS) 24 — tte exciting story of peopl 
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Used-Car Auction Prices 





(Continued from Page 18) 


°54, '55, °56, °57, light cars in this area. 
BUICK-—~ 57 Special 2-dr., $1,285*. 
’56 Century 2-dr., $1,020*; Special 2-dr., 
21,005". 


’55 Century 2-dr, Riviera, $985*; Super 
2-dr., $755; Special 4-dr., $655*. 
'54 Century 2-dr., $285*. 
"6563 Super 2-dr., $375*. 
CADILLAC—’57 (62) 2-dr., $2,435* (ps), 
$2,330* (ps). 
CHEVROLET—’58 Bel Air (8) 2-dr., $1,- 


730; Delray (6) 4-dr., $1,205. 
’57 Bel Air (8) 4-dr., $1,630; 2-dr., $1,- 


450; Two-ten (8) 2-dr., $1,130. 

’56 Bel Air (8) 2-dr. hardtop, $1,150; 4- 
dr., $1,000*, $905*, $650; Bel Air (6) 
2-dr., $875; Two-ten (6) station wagon 
2-dr., $855. 

’55 Bel Air (8) 4-dr., 2 at $805*, $640; 
Bel Air (6) 2-dr., $775*, $755, $690; 
Two-ten (6) 4-dr., $730, $650; 2-dr., 
$550. 

°54 Bel Air 2-dr., $530, $490, $485; Two- 
ten 2-dr., $335. 

°53 Two ten 4-dr., $430; 2-dr., $390*, 
$340; station wagon 4-dr., $230*; Bel 
Air 2-dr., $415*; 4-dr., $255. 


*52 Deluxe 4-dr., $305; 2-dr.,- $305, $225*. 
CHRYSLER—’52 NY 4-dr., $205* (ps). 
DeSOTO—’52 Custom (6) 4-dr., $165. 


DODGE—’56 Coronet (8) 4-dr., $1,040* 
(ps). 
’55 Coronet (8) 4-dr., $505. 
FORD—Thunderbird 2-dr., $3,400*. 
58 Thunderbird 2-dr., $3,100* (ps), $3,- 
005* (ps); Country Squire (8) 4-dr., 


$1,780; Fairlane (8) 4-dr., $1,355; $1,- 
285*; Fairlane (6) 2-dr., $1,290*. 

’57 Ranch Wagon (8) 2-dr., $1,505; Fair- 
lane 500 (8) 2-dr., $1,365*; Fairlane 
(8) 2-dr., $1,245*; Custom 300 (8) 4- 
dr., $1,225*; 2-dr., $1,005. 

"56 Country Squire (8), $1,220* (ps); 
Fairlane (8) 2-dr .Victoria, $990* (ps); 
4-dr., $975*, $895; 2-dr., $810*; Cus- 
tom (8) 4-dr., $875. 

’55 Fairlane (8) 4-dr., $915*, $815, $790, 
$765, $705*; 2-dr., $850, $785; Custom 


(8) 2-dr., $640; Ranch Wagon (6) 
$425. 

°54 Crest (8) 4-dr., $700*; Custom (8) 
4-dr., $700*; 2-dr., $450*. 

53 Custom (8) 4-dr., $420, $260, $190*; 
2-dr., $405, $360*; Custom (6) 4-dr., 


$280; Main (8) 2-dr., $180. 

*52 Crest (8) conv., $255, $130. 
HUDSON—’55 Hornet 4-dr., $550*. 
MERCURY—’'54 Monterey 4-dr., $370. 
OLDSMOBILE—’57 (88) Super 2-dr., $1,- 


330* (ps). 

"56 (88) 4-dr., $1,180* (ps); 2-dr., $1,- 
075°. 

"55 (88) conv., $930* (ps). 

'54 (88) 4-dr., $695* (ps); 2-dr., $480* 


(ps). 
°53 (88) 4-dr., $190*. 

PLYMOUTH—’57 Belvedere (8) 2-dr., $1,- 
670, $1,105*; 4-dr., $1,000* (ps); Sub- 
urban (6) 2-dr., $1,055*; Savoy (6) 4- 
dr., $800. 

56 Savoy (8) 4-dr., $740, $445; Savoy 
(6) 4-dr., $540; Plaza (6) 2-dr., $515. 
’55 Belvedere (8) 2-dr., $825* (ps). 


GMAC Earning 
Show Decrease 
For Quarter, Half 


NEW YORK. — Decreased earn- 
ings in the second quarter and first 
half were reported by General Mo- 
tors Acceptance Corp. 

The first-half profit, including 
earnings of Motors Insurance Corp., 
totalled $21,711,044, compared to 
$28,003,245 in the like period of last 
year. Second-quarter earnings were 
$10,712,255 this year and $12,879,973 
last year. 

President Charles G, Stradella 
commented that the decline in sec- 
ond-quarter profit was due chiefly 
to the higher cost of borrowed 
money. 

The decline for the first-half re- 
flects a somewhat lower average of 
receivables held plus the fact that 
first-half earnings a year ago 
showed a favorable adjustment in 
the general loss reserve. 

Retail installment contracts pur- 
chased in the second-quarter to- 
talled $1,069 million, compared with 
$834 million in the second quarter 
last year. For the first six months, 
retail contracts purchased 
amounted to $1,912 million, com- 
pared with $1,593 million in the 
first half of 1958. 

Retail receivables outstanding at 
June 30 were $3,439 million, an in- 
crease of $234 million in the quar- 
ter which, together with an in- 
crease of $8 million in the first 
quarter of 1959, resulted in an in- 
crease of $242 million in the first 
six months of this year. A year ago, 
retail receivables were $3,409 mil- 
lion, having declined $205 million in 
the first six months of 1958. 

Wholesale receivables totalled $1,- 
104 million on June 30, compared 
with $898 million outstanding a 
year ago. 

Combined retail and wholesale re- 
ceivables averaged $4,254 million in 
the second quarter, compared with 
an average of $4,310 million in the 
second quarter of last year. For the 
first six months of 1959 these re- 
ceivables averaged $4,106 million, 
compared with an average of 
$4,363 million for the first half of 
1958. 


Ss 


’54 Belvedere (6) 2-dr., $585*. 
PONTIAC—’57 Star Chief conv., 
(ps), $1,415* (ps). 
’55 Star Chief 2-dr., $905* (ps). 
'53 Chieftain 2-dr., $190. 


$1,735* 





RAMBLER—’55 Cross Country 2-dr., $550. 

STUDEBAKER—’56 Champion (6) 4-dr., 
$135. 

MISCELLANEOUS—’56 Ford (6) pickup, 


$615; Ford (8) panel, $580, $530. 
’55 Ford (8) pickup, $775. 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday. Prices are for sale of July 30. 
Sold 426 cars from 691 consignments. 
BUICK—’58 Limfted 4-dr. Riviera, 

650 (ps). 

’57 RM 2-dr. Riviera, $1,635* (ps); 4- 
dr. Riviera, $1,600* (ps); Century 2- 
dr, Riviera, $1,595* (ps); Special 2-dr. 
Riviera, $1,460*, $1,400*; 4-dr. Riviera, 


$2,- 


$1,375* (ps), $1,285", $1,265*. 
’56 Special 2-dr. Riviera, $1,240*, $880 
(ps); Century 2-dr, Riviera, $830*, 


$820*; Super 4-dr. Riviera, $830* (ps); 
RM 4-dr., $630* (ps). 

’55 Super 2-dr. Riviera, $790*, $710* 
(ps); Century 2-dr, Riviera, $770*; 4- 
dr., $610*; RM 2-dr, Riviera, $685* 
(ps); Special 2-dr, Riviera, $685*; 2- 
dr., $620*; 4-dr., $500*. 

’54 Super 2-dr. Riviera, 
4-dr., $305*. 

CADILLAC—’59 (62) 4-dr., $4,335* (ps). 

’58 (60) Special 4-dr., $3,825* (ps); (62) 


$365*; Special 


2-dr., $3,490* (ps), $3,410* (ps). 

’"57T (62) Sedan de Ville, $2,600* (ps); 
(60) Special 4-dr., $2,440* (ps). 

’56 (62) Sedan de Ville, $2,095* (ps), 
$1,775* (ps); 2-dr., $1,920* (ps), $1,- 
650* (ps); 4-dr., $1,490* (ps); Coupe 
de Ville, $1,410* (ps). 

55 (60) Special 4-dr., $1,350* (ps). 

’54 (62) Coupe de Ville, $1,075* (ps). 

"53 (62) 4-dr., $345* (ps). 

CHEVROLET—'59 Impala (8) conv., $2,- 


600* (ps), $2,575* (ps), $2,550*; 2-dr., 
$2,365*; Biscayne (8) 4-dr., $1,925*. 
’58 Impala (8) 2-dr., $2,050* (ps); conv., 
$2,030* (ps), $2,000* (ps); Brookwood 


(6) 4-dr., $1,790; Bel Air (8) sport 
sedan, $1,695* (ps); Biscayne (8) 4- 
dr., $1,600* (ps); Biscayne (6) 2-dr., 


$1,600*, $1,500, $1,430; 4-dr., $1,290. 

’57 Corvette (8) conv., $2,130; Bel Air 
(8) conv., $1,595*; sport sedan, $1,- 
550* (ps), $1,520* (ps), $1,390; sport 
coupe, $1,535*, $1,505*, $1,435*, $1,- 
300; One-fifty (8) 4-dr., $1,380*; 2-dr., 
$1,060*, $1.035; One fifty (6) 4-dr., 
$835;* Two-ten (6) 2-dr., $1,200*, $1,- 
120*, $990; sport sedan, $1,180*. 

"56 Bel Air (8) sport coupe, $1,055; 4- 
dr., $1,025* (ps); One-fifty (6) 2-dr., 
$650. 

’55 Bel Air (8) conv., $905*; sport coupe, 
$865*; 4-dr., $810, 2 at $770*, 2 at 
$650*; 4-dr., $595*; Bel Air (6) 4-dr., 
$750*; 2-dr., $715*; Two-ten (8) 4-dr., 


$645, $565; Two-ten (6) 4-dr., $630, 
$615°*. 

*54 Bel Air 2-dr., $610*; Two-ten 2-dr., 
$375*; 4-dr., $345, $295*. 

’53 Two-ten 4-dr., $320; Bel Air 4-dr., 
$200. 


’52 Deluxe Bel Air, $535*. 


CHRYSLER—’58 NY 4-dr. hardtop, $2,- 
070* (ps). 
’55 Windsor 2-dr, hardtop, $765* (ps), 
$590* (ps); 4-dr., $680* (ps). 
’54 Imperial hardtop, $470*; Windsor 4- 
dr., $435*. 
DeSOTO—’56 Firedome 4-dr., $775*. 
’55 Firedome 2-dr, hardtop, $740* (ps), 
$345*; 4-dr., $420* (ps). 
DODGE—’57 Suburban (8) 2-dr. custom, 
$1,325*; Coronet (8) 4-dr, hardtop, 


$1,320* (ps). 
’56 Custom Royal (8) 4-dr., $850*. 
’55 Coronet (8) 2-dr., $530. 
"53 Coronet (6) 4-dr., $215. 
EDSEL—’58 Citation 4-dr., $1,725* (ps). 
FORD—’59 Thunderbird (8), $3,420* (ps); 


Custom (6) 2-dr., $1,860*; Fairlane 
(8) 2-dr., $1,850*. 

58 Thunderbird (8), $3,125* (ps), $3,- 
000* (ps), $2,900* (ps), $2,800* (ps); 


Fairlane 500 (8) 2-dr. Victoria, $1,785* 
(ps); Country Sedan (8) 4-dr., §$1,- 
760*; Custom 300 (8) 4-dr., $1,400* 
(ps), $1,375* (ps); Fairlane (8) 2-dr., 
$1,290*; Custom (6) 2-dr., $1,290. 

’57 Fairlane 500 (8) Skyliner, $1,790* 
(ps); 2-dr., $1,130*; Country Sedan 
(8) 4-dr., $1,435, $1,350* (ps); Fair- 
lane (8) 4-dr., $1,300*, $1,220*; 2-dr. 
Victoria, $1,125; Ranch Wagon (8) 2- 
dr., $1,205*, $1,010*; Ranch Wagon 
(6) 2-dr., $880*; Custom 300 (8) 4-dr., 
$1,065* (ps), $1,055* (ps), $1,000* 
(ps), $735*; Custom (6) 4-dr., $835. 

’56 Fairlane (8) conv., $1,040*, $770*; 
4-dr., $970* (ps), $870*; 4-dr. Victoria, 
$945*, $920*, $730*, $350*; 2-dr., $800; 
Custom (8) 2-dr., $835. 

’55 Fairlane (8) conv., $940 * (ps); Vic- 
toria, $835*, $700*, $650; Country 
Sedan (8) 4-dr., $690; Ranch Wagon 
(8) 2-dr., $590*; Custom (8) 4-dr., 





$300; Custom (6) 4-dr., $275. 

’54 Custom (8) 4-dr., $585, $330; Crest 
(8) conv., $505*; Ranch Wagon (8) 2- 
dr., $395. 

"563 Crest (8) Victoria, $555*; conv., 

$375. 

IMPERIAL—’57 Imperial 4-dr,. hardtop, 


$2,300* (ps); Crown conv., §$2,275* 


(ps). 
LINCOLN — ’56 Premiere 4-dr., $1,260* 
(ps); conv., $1,175* (ps). 
55 Capri 4-dr., $640*, 
MERCURY —’58 Turnpike Cruiser 4-dr., 
$1,970*; Montclair 4-dr., $1,505* (ps). 
’57 Turnpike Cruiser conv., $1,635* (ps); 
Montclair 2-dr., $1,175*; Monterey 2- 
dr., $1,050, 
’56 Custom station wagon, §$1,080*; 
Montclair 4-dr., $850*; Monterey 2-dr., 


$650*. 
’55 Monterey 2-dr., $765*; Montclair 2- 
dr., $630*, $610*; conv., $540*; Cus- 


tom 2-dr., $335 . 
’54 Monterey 2-dr., $535*; Custom 2-dr., 


$365. 
NASH—’55 Ambassador (6) 2-dr, hardtop, 
$590*; Ambassador (8) 4-dr, custom, 


$585* (ps); Statesman (6) 4-dr., $365. 
OLDSMOBILE—’59 (88) Super 2-dr. Holi- 





— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (July 29). All years and 
models selling well, 1957 and 1958 groups 
were exceptionally strong and in great de- 
mand, Clean sharp older cars are at a 
premium, Sold 81 percent of 460 consign- 


ments, 
* * * 


CALDWELL, N. J. 

Skyline Auto Auction. Sale every Thurs- 
day (July 30). Market still reflecting an 
acute shortage of clean, late model cars. 
Good opportunity to cash in this type of 
merchandise, Sold 110 cars from 144 con- 


signments, 
* * * 


CHICAGO 
Arena Auto Auction. Sale every Tues- 
day (July 28). All sharp cars bring top 
dollar. Sold 493 cars from 731 consign- 
ments. 


ji ee. 
DYER, IND. 


Len Pollak’s Dyer Auto Auction. Sale 


every Friday (July 31). Prices firm with 
normal seasonal demand. Sold 326 cars 
from 473 consignments. 

* * * 


EBENSBURG, PA. 

Ebensburg Auto Auction. Sale every 
Thursday (July 30). '57, ’56 and ’55 mod- 
els if clean are top sellers, Much activity 
in selling since the mid-summer season 
or car season is here. 

* a * 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (July 31). Weather: Clear, Sold 77 
percent of 782 consignments. 

* Eo * 


NASHVILLE, TENN. 
Nashville Auto Auction. Sale every Wed- 
nesday (July 29). Prices are great and 
the demand for cars increases every week. 


Sold 145 cars from 190 consignments. 
* * * 


WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction. Sale 
every Thursday (July 30), Extra clean cars 
bring extra high prices. Dealers selective 
on bidding on the average units. 











— 
"57 (62) 2-dr., $2,600* (ps). 
"55 (60) Special 4-dr., $1,130* (ps), 
Model Breakdown CHEVROLET—'58 Nomad (8) 4-dr, $2. 
° 100* (ps); Impala (8) 2-dr. hardtop 
Of Auction Averages $2,025", $2,020* (ps), $1,855"; conv’ 
Aug., 1060 July, June, $1,860*; Bel Air (8) 4-dr., $1,725: 
Model To Date 1959 1959 po we gh ng 
5*; 2-dr., $1,450*; Biscayne (6) 4 
BOD oc cvtenveies $2,585 $2,618 $2,625 dr., $1,255. 
1958............ 1,708 861,898) 8=— 1,888 | “St, Bel Air (8) conv., $1,450°, $1,485; 
1957 1.315 on 1333 2-dr., $1,360*%; Two-ten (8) 2-dr. $1. 
Se Uneievesceves yolk ” ’ 130; 4-dr., $1,120*; Two-ten (6) 9. 
ine 929 910 949 dr., $910 
718 674 711 aa Air (6) conv., $1,065*; Two-ten 
(6) 4-dr., $840*, 
Be ccsvssseee 441 427 447 55 Bel Air (8) 4-dr., $750*; Two-ten 
1953............ 316 286 298 (8) 2-dr., $625*; Two-ten (6) Delray, 
BOO sxsesi tiene 250 192 198 2460; 2-dr., $415. 
Overall ms > on 2-dr., $460*. $3 
"48 eluxe sport coupe, 15; 4-dr., 
Average $1,043 $1,031 $1,056 $125. 
- CHRYSLER—’57 Saratoga 4-dr., $1.500*; 
lay, §2,850° (ps) Windsor 2-dr, hardtop, $1,375* (ps), 
day, $2, ps). DODGE—’5 r . $585": 
*58 (98) 4-dr. Holiday, $2,475* (ps). ér hardtop, $816"; Coronet (8) ja 
57 (98) 4-dr., $1,670* (ps); 2-dr, Holi- $575*: Custom Royal (8) 4-dr.. $515° 
day, $1,495* (ps); conv., $1,230* (ps); | pnepy _'s — "* os ame 
(88) Super 4-dr. Holiday, $1.615* (ps): a > ae (3) a" $1,800 
4-dr., $1,265"; (88) 2-dr.,  $1,460* ye); Fuse SE. $5,000". 
(ps); 2-dr. Holiday, $1,385* (ps). FORD— 59 Fairlane 500 (8) 2-dr.. $2,. 
56 (98) 4-dr. Holiday, $1,130* (ps); 4-| 050"; Custom 300 (8) 2-dr., $1,755. 
dr., $1,050* (ps); (88) 2-dr, Holiday, 58 Fairlane 500 (8) 2-dr. Victoria, $1,-. 
$1,100* (ps), $1,060* (ps); 4-dr, Holi- 655*; Ranch Wagon (8) 4-dr., $1,560*; 
day, $885* (ps), $835*, Fairlane (8) 2-dr., $1,415*; Custom 
’55 (98) 2-dr. Holiday, $945* (ps); conv.,| ,_ 300 (6) 4-dr., $1,400; 2-dr., $1,350, 
$775* (ps); (88) 2-dr, Holiday, $835* 57 Country sedan (8) 4-dr., 2 at $1,- 
(ps), $695* (ps); 4-dr., $785* (ps), 500*; Fairlane 500 (8) conv., $1,500*, 
$705* (ps), $650* (ps), $625*; (88) $1,450* (ps); 2-dr., Victoria, $1,475* 
Super 2-dr., $780* (ps). (ps), $1,290*, $1,165*; 2-dr., $1,425¢, 
54 (88) 4-dr., $660*, $595*, $355* (ps), $1,250*, $1,200*; 4-dr. Victoria, §$1,- 
$295; 2-dr., $450*. 400* (ps); 4-dr., $1,275, $1,135*; Fair- 
’53 (88) 4-dr., $550* (ps). lane (8) 2-dr. Victoria, $1,200*, $1,- 
PLYMOUTH—’57 Suburban (8) 4-dr., $1,- 150; Ranch Wagon (8) 2-dr., $1,155°; 


430* (ps); Belvedere (8) 2-dr. hardtop, 


Custom 300 (8) 2-dr., $990, $985: 
Custom (6) 2-dr., $935. 


$1,230*; conv., $1,045* (ps); Savoy ‘ 
(6) 4-dr., $1,105*; Savoy (8) 4-dr., 56 Country sedan (8) 4-dr., $1,175*; 
$995*, $835*. Fairlane (8) conv., $1,040*; 4-dr., 
’56 Belvedere (8) 2-dr. hardtop, $825*; $880*; Custom (6) 4-dr., $830*; Cus- 
Plaza (6) 2-dr., $540. tom (8) 2-dr., $610; Ranch Wagon (8) 
’55 Savoy (6) 4-dr., $690. “<3 col os . = 6d. coe: Bs 
PONTIAC—'59_Bonnevill +» $3,150* eee eee aes ae es 
(ps). 2 cee ee ee — lane (8) 4-dr., $645*; Ranch Wagon 
’58 Chieftain Safari, $2,000* (ps); 2-dr., (8) 2-dr., $570*. 
$1.540°. PS); 2-GF-+|) +54 Custom (8) 2-dr., $460*, 
MERCURY—’58 Monterey 2-dr., $1,725*, 


’57 Star Chief 2-dr. Catalina, $1,435; 4- 


"57 Monterey 4-dr. hardtop, $1,275*; 2- 


dr, Catalina, $1,400* (ps); 4-dr., $1,- . 
365* (ps); conv., $1,345*; Chieftain 4- dr, hardtop, $1,080*. 
dr., $1,335*; Super 4-dr, Catalina, $1,-| °56 Custom 4-dr. hardtop, $970*. 
320*. "55 Monterey 4-dr., $550, $400*; 2-dr., 
’56 Chieftain conv., $665*. hardtop, $425*. 
°55 Chieftain 4-dr., $725; Star Chief| "54 Custom 2-dr., $130*. 
conv., $535* (ps), $500*. OLDSMOBILE — '58 (88) 2-dr. Holiday, 
53 Chieftain 2-dr. Catalina, $280*. $1,880". 
RAMBLER—’55 Custom Cross Country, ’57 (98) conv., $1,900* (ps); 4-dr. Holi- 
$575; 4-dr., $470. day, $1,620*; (88) Super, $1,530*; (88) 
STUDEBAKER—’56 Power Hawk (8) 2- 2-dr., $1,260*, $1,155*. 
dr., $795*. "56 (98) 4-dr. Holiday, $1,185* (ps), 
’55 Commander (8) 2-dr., $425. $1,080* (ps), $905* (ps); (88) 2-dr. 
Holiday, $1,120* (ps); 4-dr., $930*; 
DETROIT 2-dr., $830*. 
"55 (98) 4-dr. Holiday, $825*; 4-dr., 
Aptco Auto Auction. Sale every Wednes- $825*; (S88) 2-dr. Holiday, $800*; 2- 
day. Prices are for sale of July 29. dr., $600*. 
BUICK—’57 Special 2-dr., $1,600*, $1,475*; | PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
2-dr. Riviera, $1,350*; RM 4-dr. Rivi- top, $1,450*. 
era, $1,550* (ps). °57 Suburban (8) sport, $1,470* (ps); 
56 RM 4-dr. Riviera, $1,225* (ps); 2- Belvedere (8) 4-dr., $1,020* (ps); 
dr, Riviera, $975* (ps); conv., $940* Plaza (8) 2-dr., $875*; 4-dr., $855*. 
(ps); Special 4-dr, Riviera $900* (ps); 56 Fury (8) 2-dr. hardtop, $1,070*; 
2-dr., 2 at $825*. Belvedere (8) conv., $900; 4-dr., $660* 
55 RM 2-dr. Riviera, $670* (ps), $645* (ps); Suburban (8) 2-dr., $590. 
(ps); 2-dr., $400*; Special 4-dr., "55 Savoy (8) 2-dr., $520*; 4-dr., $515*. 
$600*; 2-dr. Riviera, $570*; Century ’53 Cambridge 4-dr., $190; Cranbrook 


2-dr, Riviera, $525*. 
’54 RM 4-dr., $330* (ps). 
CADILLAC—’59 
2-dr. hardtop, $4,050* 


400*; 


(62) 


4-dr. 


hardtop, $4,- 


(ps). 





2-dr., $180. 
PONTIAC—'57 Star Chief conv., $1,625 
(ps), $1,600* (ps). 
(Continued on Page 28, Col. 1) 


New Commercial-Car Registrations, 


37 States for June, 1959-1958 


Truck istrations by states are 
rel weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 


. 
Misc. 


Stude- 
baker | White | Willys 
































31 States Previously Reported ‘59 59| 11720) 150! 2380; 10721; 2440; 4772) 731 243 770 1135} 1440; 3656! 
For June ‘58 30} 10236) 123} 1370) 8120) 1926 |___ 3371 | 474 185 383 748 1092} 28058 
California 59 3942) 12) 503; 3185 548 | 667 38 53 82 204 588 9822 
‘58 2336 16 314| 2308 402 435 24 29. 83 143 498 6588 

Connecticut ‘5s? 2 225 2 29 157 62 127) 16 3 18 42 64 747 
‘58 \| 256 l 25| 143)_—S 33} Ss SO} 2; -22|_ 24; 60) 

New Mexico ‘59 | 334! I 68 185 él 47) 7 4 2 28 19 756 
‘58 | _ 206| | 25} 59] St] 6 3 7 2 7, 620 

Ohio ‘59 6) 1023 5 182) 1004 263 | 387) 66 20 76 108 132 3272 
‘58 | 783 24 133} 653 158} 273 41 6 40 51 102 2264 

Oklahoma ‘59 | 773 | | 73) 540 88 208 9 9 7 9 22 1739 
‘58 | 669| 2| 28) 523| 101 123} 9 5 "i 10 17 1498 

Washington ‘59 | 573) 5) 106 | 466 157 221 14 12 9\* 35) 74 1672 
‘58 | __322] _—3|_—ss9]_~—saoz| Se] SO] 5 2} 39) 125) 144 

37 States Reported ‘59 67; 18590) 176; 3341; 16258 3619 6429) 881 344 964) 1561 2339 54569 
To Date for June 58| __3|_ 14808] _—*170|_—*1954|_ 12408| 2757, —4409|_—«576| _—«235|—=—«543|_—«*1038| ~—«*1901, 4080 
Year ‘59 519) 155363) 1215| 25882! 127296; 32846! 45767| 6731 2966 7222; 12053; 19136 436996 
To Date 58) ——-358| 113768| —1345|_ 17744) 91696) 23959| 40830] 5216| 2139 ~—-5598| 8586) 13442, 32468! 





“The information in this report has been compiled from official state documents. 
accuracy to the extent of the registrations received at the time the report is published. R. L. Polk & Co. cannot assume any liability by 


reason of inaccuracies or omissions.""—R. L. 


Eve 


reasonable precaution has been exercised to insure 


Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle beneP 


ment is included in this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R. 


Polk & Co. The 1958 figures for Oregon are Polk figures. 


New Passenger-Car Registrations, 37 States for June, 1959-1958 


Car registrations by 


AMC 
Ram- 
bler 


Chrys- 


states as compiled for 


by R. L. Polk & Co. 


Impe- 
rial 


De- 


Soto Ford 











Edsel 


Lincoln 


Mer- 


cury 


FORD 
TOTAL 


Buick 


Cadil- 


lac 





Chev- 
rolet 


Miscel-| 
lan- 
eous 


22153 238953 


S-P 
TOTAL Stude- 
baker 


Pon- 
tiac 


Olds- 


mobile TOTA 


















































31 States Previously ‘59 14935| 2968| 6441858 6563| 17251! 29284| 56831! 1492/8246 © S509/ 64658/ 8754| 4963/ 60502/ 13674! 15169| 103062 486! 
Reported for June ‘58 7770; 2237 429) 1655; 4666) 14550! 23537; 37280 1335} 805 | 5107| 44527; 9118; 4494; 51610) 10863 8395| 84480) 1553} 11754 173621 
California 59) 3624, 380) 124) +286) +1179) 2972) 4941; 11455) 273, = 186) +=: 1006)-12920/—«t471|—«1352| 11420; 2198; 2592) 19033, 1016; 10051, 51785 
‘58 | 1513| 413) «150, _—-305j_~—*41093|_—« 3194) «S551 7494) ~— 287/207) 964) ~— 8952/1144) ~—«1263| (10379 _~—*1574| —*1278| 15638, «239; +~—«6083_—_—37580 
Connecticut *59| 849 132 39 63) 218) 866; 1318; 2092) 4l 32) 195 2360 221 92) 2020 555) 549| 3537 229; 1444 «= «49737 
*58/ 397 9 17} 62| 147) 590 912) 1235) 46 28) 162 1471 196 162! 1697 365) 269; 2689 69! 974 6512 
New Mexico ‘59| 86 30 6 13! 64) 133} 246 675 | 15) 7| 56 753 77 33) 593 145 115 963 45 175-2268 
‘58 | 57 21 5 20) 48 132} 226 324) 30 9) 63 426 74 19| 417 78 73 661 10} 118 1498 
Ohio ‘59| 2178) 397 78; 331) 1262! 2667' 4735! 9680) 310 113) 991} 11094) 1491) 602; 9194 2363 2645) 16295 909; 2831 «38042 
‘58/ 851 295 60 255) 799; 2071). 3480) 5198) 213| 125| 872 6408; 1383) 479| 7068 1578 131t; 11819 199 107!| 23828 
Oklahoma *59| 377) 53 15 31 125) 309) 533| 1775) 23 10 150 1958} 284 125; 2167 4il 460 3447 100 475 689 
‘58 | 139 45 8} 38 108 | 358) 557| 1142) 35 5 141 1333} 242 113} 1766 324 244 2689 36 222 4976 
Washington ‘59| 737 61) 20) 54 215) 58! | 931; 2114) 84) 32) 244) 2474) 299) 109) 1992 401 527| 3328 209 1504 9183 
‘58| 247) 33 12 35) 126} 30! 507) 881 | 37} 21} 138) 1077) 159/ 52) 1098 206 | 226| 1741} 52) 775 4399 
37 States Reported ‘59| 22986 4021 926 2636, 9626; 24779) 41988! 84622; 2238) 1206 | 8151; 96217; 12597| 7376| 87888) 19747| 22057) 149665 7369| 38633 356858 
To Date for June ‘58| 10974] 3140} 681} 2370) +—6987| 21196] 34374) 53554| 1983| 1210 __—7447| 64194) 12316) 6582} 74035| 14988) 11796] 1197I7| 2158} 20997 252414 
Year '59| 163191! 29476 8505; 21317; 66801| 179554| 305653| 678278| 22684; 14231; 71744! 786937| 126052| 71300) 697719| 179868 185425) 1260364| 63636| 273142 2852923 
To Date *58/ 72294| 30709 8005} 25008! 64805| 188865} 317392| 467156| 20773| 14755| 66273] 568957| 133228] 63910) 612926) 156441} 114832/1081337} 19471| 152135 2211586 
“The information in this report has been compiled from official state documents, Every reasonable precaution has been exercised to insure accuracy to the ext t jistrations 
received at the time the report is published. R. L. Polk Co. cannot assume any tiability by reason of inaccuracies or ommissions.""—R. L. Polk & Co.” ee OF eb 


The 1958 figures for Metropolitan and Packard are included in miscellaneous. The Oregonregistration count prepared by the 


Or 


jon State Motor Vehicle Department is included i# 


this preliminary U, S. summary. These figures have not been subjected to auditing procedures usually applied by R. L. Polk & Co. The 1958 figures for Oregon are Polk figures. 

















As Of This Date... 


: 369,000 
RAMBLERS 


‘| Built In 1959 Model Year! 


olt- RAMBLER COSTS LESS TO BUY! Rambler buyers save from 
$131 to $209 on hardtops and sedans, based on manufacturers’ 
suggested prices of comparable ’59 models of other leading makes. 
And the Rambler American Station Wagon is priced as much as 
$500 less than the other two leading station wagons. 

























Rambler is setting 


ra. all-time production records 


ee SS ee ee ET OO 


: in the 1959 model year 






RAMBLER IS THE RECOGNIZED ECONOMY LEADER! 
Economy is today’s No. 1 sales appeal. Rambler topped all cars for 
most miles per gallon in 1959 Mobilgas Economy Run .. . holds 
the official NASCAR coast-to-coast economy records with both 
overdrive and automatic transmissions. 


to meet the overwhelming buyer demand 


- for America’s No. 1 Success Car. 


Here’s why Rambler dealers 


RAMBLER IS TOPS IN RESALE! Both the N.A.D.A. Official 
Used Car Guide and Redbook National Market Reports show 
Rambler leads all low-price cars in resale value month after month. 


enjoy a record sales bonanza... 


THE RESULT!—In state after state—all across the country— 
Rambler outsells all but two other makes of cars. 







tn —_ Lm i Ma 2 Wouldn’t You Like to 
3 = GO and GROW with 
RAMBLER? 









MAIL THIS COUPON TODAY 


Director of Dealer Development 


We Have the Product for the ! non mas-coves 
Exploding‘Compact Car Market... ! Dewot 3, Michigan 






YOU Have the opportunity! a naan. |e a va 


tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 

Rambler Franchises Also Available in Canada and Important Export Markets. 
in Canada Write to: American Meters (Canada) Ltd., 2951 Danforth Ave., Toronto. 
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Auto Personnel 


M. J. Steffes, vice-president of 
Super Tool Co., division of Van 
Norman Industries, has been 
elected executive vice-president, He 
joined Super Tool 15 years ago, 


Saal * * 


Willys Promotes Heard 


B. J. Heard, executive engineer of 
Willys-Overland Export Corp., has 
been named general works manager 
of the Industrias Kaiser Argentina 
automotive plant at Cordoba, Ar- 
gentina, Heard succeeds the late 
Kenneth J, Flood. 


* * * 


Work Gets Northwest Post 


Tom Work has been named Port- 
land (Ore.) division manager for 
Van Norman Automotive Equip- 
ment Co. He will cover Oregon, 
Washington, parts of Idaho and 
Montana, and Alberta and British 
Columbia in Canada. 

ot * * 


Hertz Advances Petrie 


To Executive Vice-President 


Donald A. Petrie has been named 
executive vice-president of Hertz 
Corp. The board also reelected 
Walter L, Jacobs, president, and 
Leon C. Greenebaum, chairman. 

Joseph J, Stedem, former execu- 
tive vice-president who retires in 
October, was elected senior vice- 
president. 

« ~ ce 


Houdaille Cives Saltarelli 


New Duties, Ups Strawbridge 


G. C. Saltarelli, senior vice-pres- 
ident of Houdaille Industries, Inc., 
has been given executive super- 
vision over the firm’s manufactur- 
ing and construction materials di- 
visions. 

Robert L, Strawbridge, formerly 
group vice-president, has been pro- 
moted to manufacturing operations 
vice-president. 

* 


Gibbs and Miller Given 
New Duties by Wagner 


The automotive division of Wag- 
ner Electric Corp. announces the 
appointments of John A, Gibbs as 
manager of the automotive branch 
office at Baltimore and J. P. Miller 
as Manager of the Cincinnati 
office. 

Gibbs succeeds John Moyer, who 
is retiring after 39 years with 
Wagner. Gibbs was formerly man- 
ager of the Cincinnati branch 
office and is succeeded there by 
Miller, who had been a Wagner 
sales representative in the Pitts- 


burgh area. 
* * 


ce 
Ford Shifts Donovan 


Clarence C. Donovan, manager of 
labor relations services and umpire 
proceedings departments, Ford Mo- 
tor Co., has been appointed indus- 
trial relations manager for Aeronu- 
tronic, a division of Ford Motor 
in Los Angeles. 

oe ok * 


Donaldson Appointed 


W. Richard Donaldson has been 
named marketing director for the 
polymer chemicals division of W. 
R. Grace Co., Clifton, N. J. He for- 


HOW CAN 
SALES 

BE 
INCREASED 
IN THE 
OFF-SEASON? 


The answer to this and countiess other 
questions is in “The Automobile Dealer” 


AUTOMOBILE 


DEALER 


field. if, after 10 days, you are not 
convinced that this book merits being 
@ worthwhile, permanent reference, re- 
furn it and your money will be re- 
funded. Send for your copy now. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


copy (copies) of the new book, 
“The Automobile Dealer" 


(J Check enclosed for books at $5.20 ea. 
| (1) Send books C.0.D., plus postage 

elected 
| street ais, saanciindncichmilentimninioninnadcigaeit 

a RN ae 
i al 


merly was with American Cyana- 
mid Co. 


John Green Names Two 


John Green Corp., Renault-Peu- 
geot distributor, has named Al 
Hagen district manager in southern 
California and Carl France parts 
manager in northern California. 

s * * 


Snyder Names Henig 
Ben Henig has been appointed 
sales manager of the automotive 
division of Shyder Mfg. Co., Inc., 
Philadelphia. 


* a = 
Rotary Lift Appoints 
Three to Sales Posts 


Three appointments have been 
announced by Rotary Lift Co.,, 
Memphis. The company is a divi- 
sion of Dover Corp. 

Matt Malone, former sales repre- 
sentative for Rotary in Chicago, 
now is Chicago regional manager 
of the automotive lift division. 


Robert E. Andersen, formerly with 
Warner-C hilcothe Laboratories, 
has joined the Chicago office as a 
sales representative, and D. L. 
Schoenfeld, formerly Southeastern 
zone sales manager for Studebaker- 
Packard, has been named South- 
eastern division manager for Ro- 
tary’s automotive lift division. 


+ * * 


Dodge Ups 4 Executives 


In San Francisco Region 


Four appointments in the San 
Francisco region have been an- 
nounced by Dodge. They are: 

J. D. Miller, business management 
manager; Fred M. Simon, merchan- 
dising manager; Roger W. Frank, 
distribution manager, and Richard 
R. Orth, city manager for San 
Francisco and Oakland. 

oa - +. 


Gohlke Joins Pan-Atlantic 


To Head Refrigerated Unit 


William O. Gohlke, who in less 
than four years built a one-truck 
operation into a national fleet of 
60 refrigerated trailers, has joined 
Pan-Atlantic Steamship Corp. as 
manager of its refrigerated divi- 
sion. 

In his new post, Gohlke, 31, will 
have direct control over the utiliza- 


tion of Pan-Atlantic’s fleet of 517 
refrigerated trucks. 


* * * 


Lane Named Sales Manager 


Of Dana’s Clutch Division 
John E. Lane, a sales engineer at 
Dana Corp., has 
been appointed 
sales manager of 
the clutch divi- 
sion, according to 
Cc. CG Dybvig, 
sales vic e-presi- 
dent. 
Before joining 
Dana, Lane was 
with the National 
Tube division of 
a U. S. Steel Corp., 
John E. Lane Timken Roller 
Bearing Co. as a sales engineer, 
and Studebaker-Packard Corp. as 
parts and accessories merchandis- 
ing manager. 
aa * 
Fruehauf’s Porter on Leave, 


Kearney Named Successor 

S. K. Porter, general manager 
of the Pacific Coast division, Frue- 
hauf Trailer Co., is taking a sick 
leave. He is a 23-year veteran with 
Fruehauf. 

A. A. Kearney succeeds Porter. 


He was formerly president of 
Brown Trailers and is a past pregj. 
dent of the Truck-Trailer Manufae. 
turers Assn. 

* * 


Auto-Lite Names Shay 


Sales Manager in Northwest 


Harold Shay has been named 
district sales manager for Wash. 
ington, Oregon and Northern 
Idaho. 

Shay first joined Auto-Lite ip 
1940, then worked for Sunset Elec. 
tric for a short period before re. 
joining Auto-Lite in 1953 as a ter. 
ritory manager in Spokane. 

* *” - 


S-P Appoints Two 


Studebaker-Packard has named 
John Montroy as Cincinnati parts 
depot manager and J. W. Blubaugh 
as Cincinnati zone parts and serv. 
ice manager. 


Matthews Advanced 


Appointment of Frederick R, 
Matthews to manager of the Sili- 
cone Specialties division is an- 
nounced by Dr. W. R. Collings, 
president of Dow Corning Corp. 
Matthews will continue his duties 
as manager of the Greensboro 
| (N. C.) plant in addition to assum- 
ing his new responsibilities. 


* 
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What's New... 


In Parts and Accessory Distribution 


COLUMS3US, O.—Three factors— | 
full coverage, immediate avail-| 


ability and genuine quality — have 
prought more repairmen than ever 


pefore to concentrate their buying | 


with the NAPA jobbers in their! onths of 1958. This, he pointed| 


communities, according to Wilton 
Looney, president of the National 
Automotive Parts Assn. 

More than 650 NAPA jobbers, 
warehousemen and manufacturers 
heard Looney at the NAPA na- 
tional business conference here, 

Looney said the repairman— 
to remain fully competitive— 
must get top jobber service on 
all his requirements, He urged 
the assembled jobbers to take 
full advantage of group meetings 
so they may continue to lead the 
jobbing field. 

Individual sessions at the con- 
ference were devoted to methods 
and suggestions for improving 
service to the repairman. 

NAPA General Manager Robert 








L, Stacey pointed out that the| 
success of NAPA jobbers in serving | 


| the repairman has led to a 22 per-| 


cent sales increase already this| 
year, compared to the first four} 


out, compared with a corresponding 
increase of only 10 to 12 percent 
for the industry as a whole, 
Looney attributed a part of this| 
success to stocks of more than 55,- 
000 numbers in NAPA’s 45 ware- 
houses, permitting NAPA jobbers 
to obtain overnight virtually every- 
thing a repairman might need if it 





Ammco Adds 2 in Sales 


NORTH CHICAGO, Ill.—Ammco 
Tools, Inc., has added two repre- 
sentatives. Les Hunsperger will be| 
working in Northern California. | 
Steve Bucol will be working in 
Northeastern Illinois and South- 
eastern Wisconsin. 


|iced by his jobber, Schwesinger 







scribes the Auto-Lite battery line 
is now being mailed to selected 
dealers. 

+ * + 


4 Executives Are Shifted 


By Shields, Harper & Co. 


OAKLAND, Calif.—Shields, Har- 
per & Co., distributors in the West 
of automotive servicing and liquid 
handling equipment, has announced 
the following personnel changes: 

D. D. Kitch, from division sales 
manager, Portland (Ore.) division, 
to product manager, automotive 
servicing equipment division. J. E. 
| Andre, from assistant division sales 

ity, and promotion of products |™anager, Los Angeles, to division 
bearing the NAPA seal. |}sales manager, Portland. R. S. 

Paul Schwesinger, of Automotive | Schaefer, from general sales rep- 
Parts Co., Columbus, reminded the | Tesentatives, Fresno, Calif., to spe- 
jobbers that these are “golden| ial sales representative, Los An- 
years” for the repairman, with | 8eles. N. lL Kemsley, from general 
more than 36 million vehicles on | S#les representative, San Francisco, 
the road having reached the major | to general sales representative, 
service age. Fresno. 

The repairman who is best serv- 


were not already in the jobber’s 
own stock. 

Other factors, Looney said, are 
the full coverage offered by 
NAPA jobbers, as lines are con- 
stantly added to keep pace with 
engineering developments; insist- 
ence on products of genuine qual- 





a 


Sales Firm Appointed 

added, ig in the best position to| GARWOOD, N. J—Magnus 
capture a profitable slice of this| Chemical Co., Inc., has been ap- 
business. | pointed a sales representative by 


* * eo 
‘ ‘ Perfecto-Peen, a division of Aero- 
Auto-Lite Mails Booklet | Test Equipment Co., Dallas, In 


TOLEDO. — A full-color, 24-page|making the announcement, Bill 


|cartoon-type booklet which de-| Solley, Aero-Test president, said 


NEW DELCO-REMY PARTS PACKAGES ARE EASY 
TO STACK, HANDY TO SELECT FROM STOCK—AND 
PERMIT FAST IDENTIFICATION OF CONTENTS! 


Now you can get individual Delco-Remy replacement parts in three new 
plainly marked Delco-Remy packages. They’re specially designed for easy 
stacking, quick identification of contents, and rapid selection from stock. 
And the parts are clean and ready to install when you need them. Here’s why: 


The “window-pack” has a clear plastic panel on top so you can quickly 

1 see the condenser or rotor it contains. You know you're getting the 
right part plus factory-fresh quality. And the “window-pack” makes 
a handy, attractive display on your shelves! 


The brand-new “picture-pack” for contact sets, with an exact photo- 


2 


graph of the contents on top, is foil-wrapped and heat-sealed to keep 
parts clean and dry. Package safeguards contact sets against oxidation 


and corrosion—makes identification sure. 


And— 


The new “tuck-fold-pack” permits quick and easy inspection of 


3 


brushes and other small parts plus fast selection from stock. Individual 


packaging protects the contents and aids in handling. 


Delco-Remy service parts are known and wanted everywhere for quality, 
dependability, and outstanding performance. Condensers, rotors, contact sets 
and other replacement parts are now available for all popular makes of 
American cars. Order them in the new parts packages from your car or 
truck dealer or the United Motors System. 


DELCO-REMY - 








DIVISION OF GENERAL MOTORS -s- 


EY GENERAL MOTORS LEADS THE 


ANDERSON, INDIANA 






Y-—STARTING WITH 
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Magnus will handle the general 
product line for his firm’s new 
process of glass-jet peening. 

* + + 


Color-Matching Manual 


Issued for Jobber Salesmen 


CHICAGO.—A fleet, truck and 
commercial color manual has been 
developed for National Automotive 
Parts Assn. jobber salesmen by the 
automotive division of Martin-Sen- 
our Paint Co. It will assist them in 
servicing trucking operators. 

J. R. Degnan, sales vice-president, 
said the manual provides color 
matches for fleet, truck and com- 
mercial vehicles. 

* * * 


Dot Distributing Unit 


BOSTON.—A national distribut- 
ing organization that will maintain 
an inventory of Dot fasteners has 
been announced by the New Eng- 
land divisions of United-Carr Fas- 
tener Corp. John B, Wilson will 
manage the unit, to be known as 
Dot Products Supply Co. It will be 
at 285 Third, Cambridge, Mass. 

* * cs 


Williams Named Manager 


LOS ANGELES.—Marvin D. Wil- 
liams has been named Chevrolet 
parts and accessories manager for 


the Los Angeles zone. 
* * * 


Garage Owners 


Elect Leigh 


PASADENA, Calif.—Louis Leigh, 
Los Angeles, has been elected pres- 
ident of the Independent Garage 
Owners of California, succeeding 
Henry Sorenson, Long Beach. 

Other officers are Frank W. Mc- 
Murrey, North Hollywood, first 
vice-president; Allen E. Brown, 
Pasadena, second vice-president; 
David A. Ellis, Sacramento, secre- 
tary, and N. L. Mullins, Whittier, 
treasurer. 

Newly elected directors include 
Brown; Sorenson; Ernest J. Bailey, 
San Diego; Cary W. Jackson, Ven- 
tura; Al Risch, Santa Rosa; Paul 
Reeder, Glendale, and Ernest S. 
Joseph, Huntington Park. 

* * * 


Trico Executives Discuss 


Plans with Jobber Group 

PHILADELPHIA.—The fall mer- 
chandising program of Trico Prod- 
ucts Corp. was presented to a 
group of accounts of Auto Equip- 
ment and Service Co., at the lat- 
ter’s warehouse here. 

Representing Trico were Gordon 
Z. Spencer, national sales service 
manager; Russell Garrick, mer- 
chandising manager in Buffalo; 
James Lyon, Eastern division man- 
ager, and Don Moelter, Philadel- 
phia service manager. 

- * * 


Denver Jobbers Elect 


Cormey, Cottle, Rothgeb 

DENVER.—T he Greater Denver 
Automotive Jobbers Assn, has 
elected new officers. 

Fred J. Cormey, Steckel Auto 
Supply, is president; Milt Cottle, 
Cottle’s Automotive Warehouse, 
vice-president, and Lester C. F. 
Rothgeb, Foster Auto Supply Co., 
secretary-treasurer. 


ADVERTISEMENT 





I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 
35 for complete details. p 






PS 


for 4 -wheel drives 


’56 Chieftain 4-dr, Catalina, $860*. 
’55 Chieftain 2-dr. Catalina, $475*. 
RAMBLER—’59 Super (6) Cross Country, 










$2,225*. 
’57 Super (6) Cross Country, $1,425; 
4-dr., $1,140*. 
’55 Custom Cross Country, $600, $585. 
DODGE ’52 Custom 2-dr, hardtop, $110. 
STUDEBAKER — ’56 Hawk (8) conv., 


$975". 


~ CHEVROLET 
“FORD 


UGMC 
A STUDEBAKER 
| Marmon-Herrington 


FARGO, N. D. 


Tri-State Auto Auction Co, Sale every 
Thursday. Prices are for sale of July 30. 
Steady, Sold 68 cars from 126 consign- 
ments. 

BUICK—’59 LeSabre 4-dr., 
’58 ‘Special 4-dr., $1,725* 
’56 Special 4-dr., $775*. 
’53 Super 4-dr., $255. 

CADILLAC—’51 (62) 4-dr., $350*. 

CHEVROLET—’58 Biscayne (8) 4-dr., $1,- 

570, 3 at $1,550, $1,525, $1,500; Del- 
ray (8) 2-dr., $1,485, $1,380. 

57 Two-ten (8) 4-dr., $1,360, $1,195*, 

$1,150. 

’53 Bel Air 4-dr., $425, $390, $365*. 

’51 Deluxe 4-dr., $185*. 

CHRYSLER—’53 Windsor 4-dr., $180*. 

FORD—’58 Fairlane (8) 4-dr., $1,575*, 


$2,275*. 
(ps). 


ere 





$1,525*, $1,515*; Custom 300 (8) 4- 
dr., $1,470*. 
’57 Fairlane (8) 4-dr. Victoria, $1,135*; 
4-dr., $885*; Custom (8) 4-dr., $1,- 
060; Ranch Wagon (8), $935. 
a ’55 Fairlane (8) conv., $935*; Fairlane 
(8) 4-dr., $605*; Custom (8) 4-dr., 
$560. 
Through your regular ’53 Main (8) 4-dr., $355; Ranch Wagon 
distributor or direct — =. 2-dr., $335; Custom (8) 4-dr., 
° sae . ’52 Main (8) 2-dr., $285. 
Top sales, top reliability in the WARN MFG. CO. MERCURY —'s8 Park Lane 4-dr, hardtop, 
. . . sf . 
selective drive field. Proven in TCE Cay ae OLDSMOBILE — '57 (88) 2-dr. Holiday, 
alli i ice! $1,270* (ps). 
over a billion miles of service! Seattle 88. Washington ‘eb 088) faeec 4dr, §200°. 
*51 (88) 4-dr., $150*. 
PLYMOUTH — '58 Belvedere (8) hardtop, 
$1,525* (ps). 
"57 Plaza (8) 4-dr., $745. 
’55 Plaza (8) 4-dr., $425. 
ABVERTICEMENS PONTIAC—’'56 Star Chief 4-dr. Catalina, 
: $1,125* (ps); Chieftain 2-dr., $725*. 


MISCELLANEOUS — '57 Chevrolet 2-ton, 
$1,215, $1,140, $1,110. 
56 Ford F500 wrecker, $1,300; Dodge 
1%-ton, $850; Chevrolet 1-ton, $780. 
’55 Chevrolet 144-ton, $685. 
*54 Chevrolet 1%-ton, $600. 
°53 Ford 2-ton, $620; Ford 
up, $400. 
’52 Chevrolet %-ton, $510. 
*51 International 1-ton, $340. 
*50 Ford F6, $400. 
’*49 GMC *%-ton, 
pickup, $275. 
’46 International 
1%-ton, $155. 


ARMONK, N. Y. 


%-ton pick- 


$275; Chevrolet %-ton 


2-ton, $275; Chevrolet 


“CHILDERS THINLINE CARPORT WILL PAY FOR ITSELF IN A 


VERY SHORT TIME,” says Carl Stinson of Manchester Sales & Service, a ge ag — — a 
Manchester, > He adds, “It’s great to do business on our lot in all \\ of Suy 25. sae en. 
kinds of weather . .. our stock looks better and we have a lot more || BUICK—’58 Century 4-dr. Riviera, $1,850* 
traffic... as soon as we heard about the new Thinline, we knew you (ps). 

: ; 56 S 2-dr, Riviera, $1,000* (ps); 
had what we wanted.” To see how Childers Carports can increase sales “ae, Geant tend: Goukuny é-de. ivi. 


and cut expenses on your lot turn to Page 35. era, $980* (ps). 


*53 Special 2-dr., $110*. 











SIDLES CUSTOM MADE 


AUTO SUN SHADES 


or 


STATION WAGONS, HARD 
TOPS, and PASSENGER CARS 









"Takes the 
SIZZLE out 
of the Sun" 
...and puts it 
in your 
SALES! 


¥& Keeps out both the Sun's rays, and the public's gaze, yet 
cellent visibility and ventilation. 


ex- 


FABRICATED 


from famous ... 
%& Keeps cars and wagons as much as 15 degrees cooler. 


%& Greatly improves air conditioning efficiency. 


¥%& Shades are all metal bound and easy to install or remeve with 
patented friction clips. 


our 


%& Custom made to fit properly from a complete stock of patterns 
popular models, 1955 through 1959. 


SIDLES MFG. CO. 


“The Originator of Auto Sun Shades" 


2005 West Ave. D P.O. Bex 3537 
TEMPLE, TEXAS 


for 










From nearest supply 
house or write for 
name of nearest 
Jobber. FREE CATA- 
LOG AND PRICE 
LISTS ON REQUEST. 
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NASH—’55 Statesman 2-dr., 
OLDSMOBILE—’ 57 


PLYMOUTH— 57 
25. 


CHEVROLET — '59 Parkwood (8) 


FORD—’59 Thunderbird 


LINCOLN—’57 Premiere conv., 
MERCURY—’57 Monterey 2-dr., 


Used-Car Auction Prices 





(Continued from Page 24) 


’51 Special 4-dr., $100*. 


CADILLAC—’57 (62) Coupe de Ville, $2,- 


650* (ps). 

'55 (62) 4-dr., $1,360* (ps). 

’54 (62) conv., $1,175* (ps); (60) Spe- 
cial 4-dr., $1,000* (ps). 

CHEVROLET—’59 Brookwood (8) 4-dr., 
$2,410* (ps); Bel Air (8) 4-dr., $1,- 
970". 

’58 Brookwood (8) 4-dr., $1,680*; Bis- 
gayne (8) 4-dr., $1,475*. 

’57 Bel Air (8) 2-dr, hardtop, $1,480*; 
Two-ten (8) 4-dr., $1,220*, $1,100*, 
$1,100. 

55 Bel Air (8) 2-dr., $670. 

’54 Two-ten 4-dr., $460. 

CHRYSLER—’54 NY conv., $500* (ps). 

’52 4-dr., $135*. 

DeSOTO—’56 Firedome 4-dr., $900* (ps). 
FORD — ’59 Thunderbird conv., $3,825* 
(ps); Fairlane 500 (8) 4-dr., $2,225. 

’58 Thunderbird 2-dr, hardtop, $2,975* 
(ps), $2,880* (ps); Fairlane 500 (8) 
2-dr, Victoria, $1,575* (ps). 

’57 Country Squire (8) 4-dr., $1,535* 
(ps); Fairlane 500 (8) 2-dr, Victoria, 
$1,275; 4-dr., $1,180. 

’565 Ranch Wagon (8) 2-dr., $675; Two- 
ten (8) 2-dr., $550*; Main (8) 2-dr., 
$475. 

’54 Custom (8) 4-dr., $365. 

"53 Custom (8) 2-dr., $390*, $370. 

LINCOLN—’53 Capri 4-dr., $295*; 2-dr. 
hardtop, $215*. 
MERCURY — '57 Monterey conv., $1,350* 


(ps). 

’55 Montclair 4-dr., $620*; 2-dr. hardtop, 
$555*; Monterey 2-dr, hardtop, $550*. 

$515*. 

(88) Super Fiesta 4- 

(ps); (88) 2-dr, Holiday, 
(98) 2-dr. Holiday, $1,- 


dr., $1,710* 
$1,475* (ps); 
675* (ps). 
’56 (S88) 2-dr,. Holiday, $1,000* (ps). 
’55 (98) 4-dr. Holiday, $775* (ps). 
Belvedere (8) conv., 
$1,075*; Savoy (6) 


$1,- 

55*; 4-dr., 2-dr., 
$775*. 

’56 Plaza (S) 4-dr., $525. 

’54 Belvedere conv., $450*; 


$275; 2-dr., $190. 





Plaza 4-dr., 


PONTIAC—’55 Chieftain 4-dr., $500*. 


"53 Chieftain conv., $260* 
’52 Chieftain 4-dr., $125*. 


(ps). 


RAMBLER — ’'55 Cross Country 2-dr., 
$540*. 

Flint Auto Auction, Sale every Wednes- 

day. Prices are for sale of July 29. Sold 


175 cars from 243. 
BUICK-—’59 LaSabre 4-dr., $2,650*; 2-dr., 


$2,410*. 

"58 RM 4-dr., $2,400* 
4-dr. Riviera, $2,200* (ps); 
2-dr. Riviera, $1,950* (ps). 

’57 RM 4-dr., $1,625* (ps); Special 4-dr. 
Riviera, $1,450*; 4-dr., $1,375* (ps). 

’56 Super 2-dr. Riviera, $1,025*; 
$1,020*; Special 4-dr. Riviera, $1,000* 
(ps); 4-dr. Riviera, $900* (ps). 

’55 Estate Wagon 4-dr., $925* (ps); Spe- 
cial 4-dr. Riviera, $730*; 2-dr, Riviera, 
$565*; Super 4-dr., $710* (ps); 2-dr. 
Riviera, $640*; Century 2-dr, Riviera, 
700*, $675*. 


Century 
Super 


(psy; 


2-dr., 
$2,565* (ps); 
58 Impala (5) 
$1,855*; 


4-dr., $2,490*. 
conv., $2,205*; 2-dr., 

Biscayne (8) 4-dr., $1,625*; 
Biscayne (6) 2-dr., $1,560*, $1,460, 
$1,315; Bel Air (8) 2-dr., $1,615*; 
Delray (6) 2-dr., $1,335. 

"57 Nomad (8) 2-dr., $1,585*; 
(8) 4-dr., $1,500*; 2-dr., 
Two-ten (S) 4-dr., $1,185*, 
2-dr., $1,160; One-fifty (6) 
wagon, $1,055. 

"56 Bel Air (8) 2-dr., $1,190*; conv., 
$840*; Two-ten (8) station wagon, 
$1,000; 4-dr., $935*, $910*, $735; One- 
fifty (6) 2-dr., $705. 

"55 Bel Air (8) conv., $895*; 2-dr., 
$785*, $755*, $725*, $700; 4-dr., $720*, 
$680*, $675; Bel Air (6) 2-dr., $445*; 
Two-ten (6) station wagon, $805* (ps); 
2-dr., $525*, $500*; Two-ten (8) 4-dr., 
$600*, $450; 2-dr., $395; One-fifty (6) 
station wagon, $700; 4-dr., $485. 


Bel Air 
$1,340*; 
$1,155*; 

station 


*54 Bel Air 2-dr., $475*, $425; 4-dr., 
$405*; Two-ten 2-dr., $380*. 
’53 Two-ten 2-dr., $305. 
DeSOTO—’54 Firedome 2-dr., $300* (ps). 
DODGE—’58 Coronet (8) conv., $1,875* 
(ps). 
"57 Coronet (8) 4-dr., $1,140*. 


’55 Coronet (8) 4-dr., $545*, $450*; 2-dr. 
hardtop, $455*. 

"54 Royal (8) 4-dr., $275*. 

(8) 2-dr., $3,465* 

Ranch Wagon (8) 


(ps), $3,350 (ps); 


$2,850* (ps); Fairlane 500 (8) 2-dr., 
$2,015* (ps); Country Sedan (8) 4-dr., 
$1,800*; Custom 300 (8) 4-dr., $1,130. 

’57 Fairlane 500 (8) skyliner, $1,725* 
(ps); 4-dr., $1,455* (ps); 2-dr., $1,- 
265*, $1,200* (ps); Fairlane (8) conv., 
$1,285*, $1,215; 2-dr., $1,030*; Coun- 
try Squire (8) 2-dr., $1,535* (ps); 
Country Sedan (8) 4-dr., $1,535* (ps); 
Custom 300 (8) 2-dr., $1,100*, $855; 
4-dr., $1,050*, $995*; Custom (8) 2-dr., 
$1,030; Custom (6) 2-dr., $950, $700*; 
Ranch Wagon (8), $1,060. 

*56 Country Sedan (8) 4-dr., $1,025* 
(ps); Custom (8) 2-dr., $810, $745* 
(ps); 4-dr., $805*; Fairlane (8) 4-dr., 
$750*, $520* (ps). 

’55 Fairlane (8) 2-dr., $720* (ps), $580*, 
$530*; Custom (8) 4-dr., $665, $595*, 
$570; 2-dr., $585, $575*, $450, $440, 
$420*, $400*. 

’4 Custom (8) 2-dr., $195. 

"53 Custom (8) 4-dr., $175. 

$2,055*. 
$1,040". 

’56 Monterey 4-dr., $870*. 

’55 Monterey station wagon, $805*; 2- 
dr., $600*; Montclair 2-dr., $215. 

"54 Monterey 2-dr., $425*, $385. 


OLDSMOBILE—’'57 (88) Super 4-dr., $1,- 


570° (ps); (88) 2-dr., $1,370*, $1,135. 

’56 (88) 2-dr. Holiday, $1,055* (ps), 
$1,005*; 4-dr., $1,025*; (98) 4-dr., 
$1,050* (ps). 


’55 (88) Super 4-dr., $785*; (88) 4-dr., 
$675*; 2-dr., $630". 
"53 (88) Super conv., $360*. 


PACKARD—’56 4-dr., $370. 
PLYMOUTH—’58 Savoy (6) 2-dr., $1,260. 


‘57 Suburban (8), $1,355*; Belvedere (8) 
2-dr., $1,125*, $935*. 

°56 Belvedere (8) 4-dr., $625*; Savoy 
(6) 4-dr., $600; Plaza (8) 4-dr., $570. 





4-dr., | 








*55 Suburban (8), $725*, $715; Beiveder 


(8) 2-dr., $515; Savoy (8) 2-dr.. $4gg 
PONTIAC—'58 Chieftain 4-dr., $1, 585+, 
’57 Star Chief 4-dr., $1,330*. 
"56 Star Chief Safari, $1,015" (pg). 
Chieftain 4-dr., $715*. A 
’55 Chieftain 2-dr., $710*, $465*, $209. 
Star Chief 2-dr. Catalina, $640*; 2-dr’ 
$550*; 4-dr., $390*. F 
*54 Chieftain 2-dr., $100. 
’53 Chieftain 4-dr., $180. 
RAMBLER—’58 Ambassador (8) 4-dr., $1. 


515*. 
’56 Custom Cross Country, $845. 
STUDEBAKER—’56 Champion (6) 2-dr 


$490*; President (8) 4-dr., $320 
MISCELLANEOUS—’56 Ford %-ton pick. 
up, $530*. 
’53 Chevrolet %-ton pickup, $405. 
’52 Chevrolet %-ton, $195. 
’50 Chevrolet 2-ton dump, $425. 
ALBANY 
Tim Anspach Dealer’s Auto Auction. Sak 


every Monday. Prices are for sale of July 

27. Sold 152 cars from 192 consignments, 

BUICK—’58 Century 4-dr. Riviera, $2,175* 
(ps); Super 2-dr, Riviera, $1,475* (ps), 


’57 Super conv., $1,575*; Special 4-dr, 
Riviera, $1,330*; 2-dr., $1,275* (ps), 

’56 Century 4-dr. Riviera, $1,150* (ps); 
Special 4-dr, Riviera, $1,020*, $935; 
4-dr., $880*; conv., $860* (ps); 2-dr, 
Riviera, $825* (ps); 2-dr., $720. 

’55 Century 4-dr, Riviera, $790* (ps); 
Super conv., $675*; Special 2-dr, Ri- 
viera, $610* (ps). 

’54 Century 4-dr., $500*; Super 4 4r,, 
$330*. 

CADILLAC—’59 (62) 2-dr., $4,425* (ps). 

"5S (62) 2-dr., $3,600*, $3,340* (ps); 
4-dr, hardtop, $3,175* (ps). 

56 (62) Sedan de Ville, $1,920* (ps); 
Coupe de Ville, $1,790* (ps). 

’55 (62) 4-dr., $1,225* (ps). 

"53 (62) 2-dr., $550* (ps). 

"52 (62) 2-dr., $300*. 

CHEVROLET—’59 Impala (8) conv., $2. 
500* (ps); 2-dr., $2,370*; Bel Air (8) 
4-dr., $2,150*. 

"58 Impala (8) 2-dr. hardtop, $1,950*; 
Nomad (8) 4-dr., $1.760* (ps); Bis 
cayne (8) 4-dr., $1.650*%, $1,390*; 
2-dr., $1,520. 

’57 Two-ten (8) station wagon 4-dr,, 
$1,600* (ps); 2-dr., $1,045: Two-ten 
(6) 4-dr., $1,050. 

"56 Bel Air (8) 4-dr., $1,075*; Bel Air 
(6) 2-dr., $1,050*, $1,025; Two-ten (8) 
4-dr., $950. 

"55 Bel Air (6) 2-dr., $830*, $800*; Bel 
Air (8) sport coupe, $810*; 2-dr., $525* 
(ps), $510*; Two-ten (6) station wag- 
on 2-dr., $750; 2-dr.. $700; 4-dr., 
$630*. 

’54 Two-ten station wagon 4-dr., $630*; 


(Continued on Page 29, Col. 1) 


STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 





MR. BUSINESS MAN! 


For good customer entertaining, 
resultful conferences or real re- 
laxation, there’s no place like 
ST. CLAIR INN, just 50 miles up- 
river from Detroit! Re our complete 
facilities, contact Creighton Holden 
or Mrs. Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 





Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus 
tomers assures better serv- 
ice relations b 
repeat business . . . im 
creases sales volume. 
Typical sample, complete 
details on request. 


-Stemac INC. 


Bivision of C. A. Norgren Co. 


GAM Se, Delaware, Littleton. Colo. 


— 


MOTOR | 


MIASTER 


periance:-oniold ® 


























" (ps), 
4-dr, 


(ps); 
$935*: 
2-dr, 


(ps) 


(ps). 
(ps); 


(ps); 


4-dr., 
vo-ten 


ol Air 
‘n (8) 


'; Bel 
$525* 
wag- 
4-dr., 
5630°; 


ten- 
and 














(Continued from Page 28) 


$500; 4-dr., $500, $450; 2-dr., 


Delray, 
i; One-fifty station wagon 4-dr., 








$335". 

53 Two-ten 4-dr., $360, $300; Bel Air 
4-cr., $350, $320*; 2-dr., $280*; One- 
fifty 4-dr., $170. 

CHRYSLER — '58 Windsor 4-dr. hardtop, 
$1,820* (ps). 

‘57 Windsor 2-dr, hardtop, $1,320*. 
pesOTO—’56 Firedome 4-dr., $900*, $870*. 
popGE—’55 Sierra (8) 4-dr., $875*. 

RD 59 Custom 300 (6) 2-dr., $1,720. 

58 Country Sedan (8) 4-dr., $1,800*; 
Fairlane 500 (8) conv., $1,780*. 

57 Country Sedan (8) 4-dr., $1,475* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,312*; 4-dr., $1,150*; Custom (8) 
2-dr., $1,050, $1,020*; Custom 300 (8) 
2-dr., $630*. 

56 Fairlane (8) 2-dr, Victoria, $1,000*; 
Custom (8) 4-dr., $570*; Main (6) 
2-dr., $460. 

5 Custom (8) 2-dr., $780*%, $650*; 


Country Sedan (8) 4-dr., $740*; Ranch 


Wagon (6) 2-dr., $715; Ranch Wagon 
(8) 2-dr., $550*; Fairlane (8) conv., 
$625*; 2-dr. Victoria, $600; Main (6) 
2-dr., $350. 

54 Country Squire (8) 4-dr., $580*; 
Country Squire (6) 4-dr., $410; Cus- 
tom (8) 2-dr., $440; Custom (6) 4-dr., 
$340*; 2-dr., $280*. 

153 Custom (6) 4-dr., $150*. 

52 Crest (8) 2-dr. Victoria, $180; Cus- 
tom (6) 2-dr., $100*. 

LINCOLN—’57 Capri 4-dr., $1,670* (ps). 

156 Premiere 4-dr., $1,140*; Capri 2-dr. 
hardtop, $1,025* (ps). 

MERCURY—’57 Monterey 4-dr., $1,170*, 
$1,130. 

56 Custom conv., $910*. 

‘55 Monterey 4-dr., $630*; 2-dr., $360. 


54 Monterey conv., $330; 2-dr. hardtop, 
$3007. 


53 Monterey 4-dr., $330*; Custom 2-dr. | 


hardtop, $135*. 


OLDSMOBILE—’57 (88) 4-dr., $1,020*. 

56 (88) Super 4-dr., $1,200* (ps); (88) | 
4-dr, Holiday, $1,040* (ps); 2-dr., 
$970* (ps). 

"55 (88) 2-dr, Holiday, $920* (ps), $550. | 

54 (88) conv., $675* (ps); 4-dr., $475*. 

PACKARD — ’54 Clipper 2-dr. hardtop, 
$410*. 

PLYMOUTH—’5S8 Belvedere (6) 2-dr., $1,- 
150. 


57 Belvedere (8) conv., $1,275* (ps); 
Plaza (8) 2-dr., $975*; Savoy (6) 4-dr., 


$950. | 
"56 Savoy (8) 2-dr., $860*; Plaza (6)/| 
2-dr., $510. | 
‘65 Plaza (6) Suburban 4-dr.,. $670*; 
Savoy (8) 4-dr., $610*; Belvedere (8) 
2-dr., $600*. 

"h4 Belvedere 2-dr., $450*, $270*. 

PONTIAC—’58 Chieftain 4-dr., $1,525*. 
"56 Chieftain 2-dr., $800*. 

55 Chieftain 2-dr, Catalina, $700*; 2- 
dr., $530*, $400*; Star Chief 4-dr. 
Catalina, $700*. 


"64 Star Chief 4-dr., $470*. 
RBAMBLER—’55 Super station wagon 2-dr., 
$630; Cross Country 4-dr., $450; Deluxe 
station wagon 2-dr., $400*. 
STUDEBAKER—’ 57 President 
$950*. 
"66 Champion (6) 4-dr., $550*. 
55 Champion (6) 4-dr., $510*. 
‘63 Champion (6) 2-dr., $220*. 
MISCELLANEOUS — ’57 Chevrolet carry- 
all, $1,100. 


DETROIT 


Motor City Auto Auction. 
Monday and Thursday. Prices are for sale 
of July 27. 


(8) 


4-dr., | 


Sale every} 


Sold 204 cars from 345 con-| 





| 


signments. 

BUICK—’57 Special 4-dr., $1,405*; 2-dr., 
$1,200*. 

66 Century station wagon, $1,160*;| 
Super 4-dr., $1,100*, $1,005*; Special 
2-dr. Riviera, $865*. 

"55 Super 2-dr. Riviera, $750* (ps); 4- 
dr., $680* (ps); Special 2-dr., $730*; 
2-dr. Riviera, $615* (ps). | 

‘h4 Super 4-dr., $365*; Special 2-dr., 
Riviera, $360* (ps). 

"53 Special 2-dr. Riviera, $105*. 

CADILLAC — ’58 (62) Sedan de Ville, 
$3,650* (ps); 2-dr., $3600* (ps). | 

"57 (62) 2-dr., $2,500* (ps). | 

"56 (62) Sedan de Ville, $2,000* (ps); | 
(60) Special 4-dr., $1,900* (ps). 

"55 (62) 4-dr., $1,155*; 2-dr., $1,225*| 
(ps). | 

CHEVROLET—’59 Corvette (8) conv., $3,-| 

200; Impala (8) 4-dr. hardtop, §$2,- 
425* (ps); 2-dr. hardtop, $2,400*, $2,- 
400* (ps); Bel Air (8) 4-dr., $2,240*. 

"58 Bel Air (8) 4-dr. hardtop, $1,650", 
$1,500*; Biscayne (8) 2-dr., $1,550*, 
$1,460*, $1,430; Biscayne (6) 2-dr., 
$1,425. 

‘57 Bel Air (8) 4-dr., $1,505*, $1,465* 
(ps); conv., $1,425*%; Two-ten (8) 
station wagon, $1,490*, $1,400*; 4-dr., 
$1,450*, $1,200; Two-ten (6) 4-dr. 
hardtop, $1,150, $1,050. 

‘36 Bel Air (8) 4-dr. hardtop, $1,060*; 


2-dr., $960; Two-ten (8) 2-dr. hardtop, 
$925; 2-dr., $705*; Two-ten (6) 4-dr., 
$655; 2-dr., $600*; One-fifty (8) 2-dr., 


$710; One-fifty (6) 4-dr., $615. 

"55 Bel Air (6) 2-dr., $790, $760*; Two- 
ten (6) station wagon, $725*; 2-dr., 
70*, $570; 4-dr., $680*; One-fifty 
(6) 4-dr., $440; 2-dr., $365. 

‘34 Bel Air station wagon, $630*; 4- 

dr., $300; Two-ten 2-dr., $355. 

53 Two-ten 2-dr., $350, $300; Bel Air 


4-dr., $300; 2-dr., $300*; One-fifty 2- 





dr., $300. 

CHRYSLER—'57 Windsor 2-dr, hardtop, 
$1,400* (ps). 

‘36 Windsor 2-dr. hardtop, $880* (ps). 

"55 NY 2-dr. hardtop, $750* (ps). 

O—’57 Firedome 4-dr., $1,110, 

"56 Firedome 4-dr., $950* (ps). 

38 Powermaster 2-dr., $220. 

mak ~'56 Coronet (8) 2-dr. hardtop, 

S5*. 

‘53 Coronet (8) 2-dr., $205*. 

EDSEL—’58 Ranger 4-dr. hardtop, $1,- 
330*. 

FORD—'58 Thunderbird (8) 2-dr., $3,- 
550* (ps), $3,100* (ps); Fairlane 500 
(8) conv., $2,200 (ps), $1,750 (ps); 
2-dr, Victoria, $1,700*; Fairlane (6) 
2-dr., $1,580*. 

"ST Fairlane 500 (8) 2-dr, Victoria, $1,- 
365", $1,350* (ps), $1,315*, $1,260*, | 
$1,250*; Fairlane (8) 2-dr. Victoria, | 
$1,225* (ps); Custom 300 2-dr., §$1,-/ 

280", $995", $900", $845. 

Ranch Wagon (8) 2-dr., $1,040*; 
4-dr., $970*; Fairlane (8) 2-dr. Vic- 





Used-Car Auction Prices 






(ps). 













’56 (88) 2-dr. Holiday, $1,000*, 





AUTOMOTIVE NEWS, AUGUST 10, 1959 


for sale of July 28. 
BUICK—’59 Invicta 4-dr. hardtop, $2,725* 


55 (88) 2-dr., $625*; 4-dr., $605. (ps). 
, oi . 
Se Gr. Holiday, $575° (ps), ’57 Century Estate Wagon, $2,250* (ps); 
52 (88) 4-dr., $100* ote ean $1,550* (ps); Special 
7 S state agon, $1,995* Ss), $1,850* 
a — a so ee (ps); 2-dr. Savers, $1,625" (pa), 
$500" (a AOM)s Arde. hardtop, | +56 special 2-dr. Riviera, $975*; 2-dr., 
PLYMOUTH—’58 Belvedere 4-dr. hardtop, $735*. 
. $1,555*; Savoy (8) 4-dr., $1,300*; °55 Special 2-dr. Riviera, $825*; 4-dr., 
a. cals: 2 $825*; conv., $865*; 4- Plaza 2-dr., $1,025. $625* (ps); Century '2-dr. Riviera, 
768°: aca> $130" ys Victoria,| +57 Belvedere (8) 4-dr, hardtop, $1,- $650". 
Sar ' S700%" 3605.” $ ; Custom (8) 225*, $1,200*; 2-dr. hardtop, $1,200*, ’54 Super 2-dr. Riviera, $685* (ps); Spe- 
55 Co _* s $1,150*, $990*; Suburban (8) 4-dr., cial 2-dr, Riviera, $595* 
55 Country sedan (8) 4-dr., $890*, $1,200*: 2-dr., $1,125*; Savoy (8) 4- ‘ ts 4 
pind) ee 2-dr. Victoria, dr. $925* Pe , “Sais a a net” 4-dr., 
; 2-dr., $690", $585*; 4-dr.,| +5— Suburban (8) 2-dr., $750 oS ee ; 
$625*; Ranch Wagon (6) 2-dr., $700, °55 Belvedere (6) 2-dr. hardtop $625*, CADILLAC—’58 (60) Special 4-dr., $4,- 
$670; Custom (8) 2-dr., $640*, $625*, $610* (ps); 4-dr. $565*. . 200* (ps); (62) 4-dr., $3,450* (ps), 
Sigs Gustom ,(8) 2-dr., $640", $625", | PONTIAC—'57 Star ‘Chief conv., $1,600* $3,380* (ps). 
Som, (e) 2dr “s500° ears Wears ae (ps); 2-dr. Catalina, $1,300; 4-dr.| °57 Eldorado conv., $3,225* (ps), $2,- 
54 Custom (8) 2-dr $465: 4-4 425: Catalina, $1,230; Super Chief 4-dr. 950* (ps); (62) Coupe de Ville, $3,- 
Guten 48 sa ** heneat P ese $ ; Catalina, $1,215*. 095* (ps); 2-dr., $2,835* (ps); Sedan 
én. e316 des. $200 ctoria, $380; 2-| +56 safari 2-dr., $1,060" (ps); Chieftain de Ville, $2,820* (ps), $2,750* (ps); 
’ at . aa , ‘i 2-dr. Catalina, $880*, $790*; 2-dr., 4-dr., $2,750* (ps), $2,590* (ps). 
yas, Custom (8) Sar. Senet, can $800°. 56 (62) Sedan de Ville, $2,400* (ps) 
can tas eae 240°, tanch W us-| °55 Star Chief 2-dr., $825* (ps); 2-dr. 2 at $2,100* (ps), $2,090* (ps), $1,- 
(6) 2-dr.. $300 er — Catalina, $685°; 4-dr., $615*; Chieftain 825* (ps); conv., $2,065" (ps), $1,930* 
: eee . 2-dr., $635*; 4-dr., $440. (ps), $1;850* (ps); 2-dr., $1,985* (ps), 
Ht DSON—’54 Wasp 4-dr., $160. ’54 Chieftain 2-dr, Catalina, $355* (ps), $1,950* (ps); Eldorado conv., $2,260* 
IMPERIAL—’53 Imperial 4-dr., $2,700* $345*, $240*. (ps); Seville, $2,050* (ps). 7 
(ps), RAMBLER — '57 Custom (8) Cross "54 (62) 4-d 1,.390* . 8 
LINCOLN—'58 Continental Mark III 2-dr., Country 4-dr., $1,265, $1,190. moe Boe ae 
, 53,050* (ps). ’56 Custom 4-dr., $950*; Deluxe Cross : al 4-dr., $1, PS). 
54 Capri conv., $500* (ps). Country 4-dr., $810*. 53 (62) Coupe de Ville, $795* (ps); 4- 
’53 Capri 4-dr., $160* (ps). 55 Super 2-dr., $480*. dr., $755*; (60) Special 4-dr., $750* 
MERCURY—’58 Monterey 4-dr., $1,650*. ’53 Custom 2-dr. hardtop $350. (ps). 


"57 Monterey 4-dr. hardtop, $1,525* (ps), | MISOCELLANEOUS—’58 Chevrolet %-ton| ‘52 (60) Special 4-dr., $250*. 

$1,300* (ps), $1,150*; 4-dr., $1,280*, pickup, $1,050. *50 (62) Coupe de Ville, $385*. 

$1,125. ’57 Ford %-ton pickup, $900. "49 (61) 2-dr., $115*. 
’56 Monterey 2-dr. hardtop, $870*, $690*. ’55 Chevrolet pickup, $660. CHEVROLET—’58 Corvette <8) conv., $2,- 
’55 Monterey 2-dr., $590. 54 Ford Wrecker, $1,000. 800, $2,485; Impala (8) sport coupe, 
"54 Monterey 2-dr., $335. $2,340* (ps), $2,315* (ps), $2,200* 


*53 Monterey 2-dr. 


hardtop, $265*. 





LOS ANGELES 


(ps), $2,130* (ps), $2,075* (ps); conv., 


OLDSMOBILE—’58 (88) 2-dr. Holiday, $2,- $2,205, $2,180*, $2,165* (ps), $1,875*; 
110* (ps). Harold Henry’s Los Angeles Dealer Auto Bel Air (8) sport coupe, $1,980* (ps); 
’57 (88) Super 4-dr. Holiday, $1,450*| Auction, Sale every Tuesday, Prices are sport sedan, $1,735* (ps); Biscayne 


**My last car had 


less power than a missle-fizzle!”’ the space scientist exploded. 


DeSOTO—’'57 Fireflite 4-dr. 


DODGE—’56 Coronet (8) 


EDSEL — 


29 


$1,550; 





(8) 4-dr., $1,695*, $1,600*, 
Delray (8) 4-dr., $1,045*. 
57 Bel Air (8) conv., $1,760* (ps), 
$1,590*; sport sedan, $1,690*, $1,680* 
(ps); sport coupe, $1,625* (ps); No- 
mad (8) 2-dr., $1,750*; Two-ten (8) 
station wagon 4-dr., $1,700*; (9 pass.), 
$1,695*; 2-dr., $1,455*; 4-dr., $1,350*; 
One-fifty (6) utility sedan, $890, 

’56 Corvette (8) conv., $2,060, $2,005*; 
Bel Air (8) sport coupe, $1,300*, $1,- 
290*; sport sedan, $1,225*; conv., $1,- 
150*, $1,125* (ps); 4-dr., $1,075; Two- 


ten (8) 4-dr., $1,085*; One-fifty (6) 
station wagon, $990; utility sedan, 
$810. 


’56 One-fifty (6) station wagon, $990; 
utility sedan, $810; Bel Air (8) 4-dr., 
$950*; sport coupe, 2 at $885*; Bel 
Air (6) 2-dr., $830; Two-ten (6) Del- 
ray, $935; Two-ten (8) 4-dr., $805*. 


°54 Bel Air station wagon, $630; sport 
coupe, $625*; 2-dr., $530. 
’53 Two-ten sport coupe, $415*; 2-dr., 


$360*, $210*, $165; 4-dr., $275; Bel Air 
4-dr., $395*, $340, $250; conv., $370. 
’52 Deluxe Bel Air, $265. 
’51 Deluxe 2-dr., $190. 
’50 Deluxe conv., $115. 
’49 Deluxe 4-dr., $150. 


CHRYSLER—’ 57 NY 4-dr. hardtop, $2,050* 


(ps). 

56 NY 4-dr. hardtop, $1,315* (ps). 

"55 NY 4-dr., $745* (ps); Windsor 2-dr. 
hardtop, $720. 

hardtop, $1,- 

630* (ps); Firedome 2-dr, hardtop, 
$1,400*. 

"55 Firedome conv., 

52 Firedome 4-dr., 
4-dr., $185*, $115. 


$845* (ps). 
$225 (ps); Custom 
Sierra, $900*. 

$575*, $265"; 


$225*. 
$1,890*; 
(ps); 4- 


"54 Coronet (8) 
Suburban 2-dr., $530*. 
53 Meadowbrook (6) 2-dr., 
"58 Bermuda 4-dr., 
Pacer 2-dr. hardtop, $1,585* 


4-dr., 


(Continued on Page 31, Col, 1) 





Don’t Make This Missile-Man Blast Off About Your Service! 


in missiles or cars, this space scientist 
demands top engine performance. So 
do lots of other people, whether they 
know engines intimately or not. And 
when they buy a new car, they’re espe- 
cially finicky about the service they 
get. 

The Pennzoil Program is made to 
order for them. ‘Means extra profit 
for you. 

It provides 100% Pennsylvania 
base motor oils and quality lubricants 
that your new-car buyers want to 
keep using. So when you sell them on 
Pennzoil, you sew up their profitable 
service business—right at the time 
you make the sale! And each new 
customer is worth an average $223 
per year to you! 

And Pennzoil’s exclusive Kontax 


by Stony Jackson 


System® . . . 4 to 1 favorite over all 
others with car dealers from coast to 
coast ... supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: You’ll build greater 


service traffic to absorb overhead... 
get more repair orders and all needed 
items per R. O. . . . and have extra 
profit for making better trades and 
more money on car ‘sales! 

Your Pennzoil distributor can show 
you proof. Call him today. 


The motor oil that makes people mad 
...if they don’t get it! 


MEMBER PENN. GRADE CRUDE Of ASSN. 
PERMIT NO. 2, OU CITY, PA. 
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WINDOW SCREENS — Outdoor living 
the station wagon way is emphasized in 
special auto window screens introduced 
by Chevrolet as an accessory. The an- 
edized aluminum units include single 
screens to fit tailgates of all Chevrolet 
station wagons and pairs for the rear 
doors of four-door models, it is said. 
Sturdy, light in weight and quickly in- 
stalled, the noncorrosive window screens 
are being made available through Chev- 
rolet dealers. The tailgate unit locks into 
the window channel from the outside 
while the pair for side rear doors, held 
by brackets, can be kept permanently in 
place or used on a temporary basis. The 
tailgate screen is strengthened by an alu- 


minum grillework. 
* * 





TWO-WAY RADI O—A transistorized 
two-way radio unit for cars and trucks 
has been introduced by the General 
Electric Communication Products Depart- 
ment, Lynchburg, Va. One of the features 
of the transistorized design is said to be 
low battery drain. The unit draws only 
0.040 amps in the standby position, which 
is comparable to the drain of a clock 
The GE Transistorized Progress Line equip- 
ment comes in sizes as small as 8% 
inches wide, 12 inches long and four 


inches high. 
* 





eee) 


SIDE PIPES—Grand Automotive Products, 


2055 N. Ruby St., Melrose Park, Ill., has 
announced a design in side pipes for func- 
tional installation. The design is said to 
make it possible to install all side pipes on 
any car with the use of only one installa- 
tion kit. According to the manufacturer, 
the side pipes have the exclusive feature 
of permitting a true full rail custom instal- 
lation, from front fender well to rear wheel. 





NUT BUSTER—Gabrie! Co., 1148 Euclid 
Ave., Cleveland 15, O., has announced the 
Gabriel Nut-Buster, a tool which removes 
stud-end shock absorber nuts frozen by 
rust and corrosion. The unit is said to per- 
mit the removal of old shock absorbers in 
minutes eliminating both delay and hard 
work. A few turns of the driving head 
forces a tool-steel expansion chisel into 
the nut until it splits, it is said. Only a 
rachet and socket are needed to operate 
the Nut-Buster. ss 


Rubba Offers Adhesive 


For Foam Products 


Development of Rubbaseam, a 
transparent cement for bonding 
foam rubber, polyurethane foam, 
vinyl foam and polyether foam, has 
been announced by Rubba, Inc., 
1015 ©. 173rd St., New York, N. Y. 

The company said Rubbaseam 
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may be applied by brush or ma-{ 
chine and dries in minutes, losing} 
all depression tack within a few) 
hours, It is available in one and 
five-gallon cans and in 55-gallon 








WASHER SOLVENT—Simoniz Co., 2100 
Indiana Ave., Chicago 16, Ill., has intro- 
duced a windshield washer solvent which 
is said to have the following features: 
Special non-foaming formula; dissolves 
and removes road film, bugs, grime and 
wiper blade smear; prevents freeze-up of | 
washer jar in winter; prevents clogging | 
of squirter opening by chemicals in hard | 
water, and will not stain car finishes. 





| 


AIR FILTER—Turbo-X, an air cleaner and | 
power booster for greater automobile en- 
gine efficiency, has been introduced by 
Belitron Mfg. Co., Inc., Bloomfield, N. J. 
The device, which is like a mushroom in 
shape and made of aluminum, is said to 
combine an air filter with an impeller, ac- 
tivated by the engine's suction. Installed 
with no necessity for touching any car- | 
buretor linkage, Turbo-X is merely substi- 
tuted for the original air filter on any auto- 
mobile. Single, two and four-barrel mod- 
els are available. 








VACUUM CLEANER—Improved perform- 
ance with less horsepower is said to high- 
light the Premier P-1009 heavy-duty wet 
or dry vacuum cleaner, Secret of this 
model's increased cleaning efficiency is 
said to be a patented nonclogging filter 
whose pleated design provides the equiv- 
alent of 1,800 square inches of filtering 
area. Maximum efficiency is maintained 
even until the tank is at full 12-gallon 
capacity. Power for the P-1009 is supplied 
by a % horsepower (615 watt input) 
motor, which operates from standard 115 
volt AC/DC outlets. Premier Co., Dept. 
KP, 755 Woodlawn Ave., St. Pav! 16, 
Minn. 


drums. | | 


| plastic head assembly that 
eliminate the danger of scratching glass. | 








AUTO DESK—tThe Ride-N-Rite Auto Desk 
features a 12 by 16-inch, plastic-coated 
writing surface, rubber edging and a 
handy paper holder. Constructed of cast 
aluminum and steel, the unit is designed 
to take a portable typewriter. The desk 
also can be used as a counter at driveins. 
Mid-Century Tool & Products, Inc., 3328 
East Lake St., Minneapolis 6, Minn. 

. 





SQUEEGEE—Development of oc light- 


weight window squeegee for use on auto- | 


mobile windshields has been announced 
by Ryan Industries, Inc., 2783 E, Grand 
Bivd., Detroit, Mich. Tradenamed the 
“Bristo," the product features an _ aill- 
is said to 


In addition, a “sandwich” of polyurethane 
foam and bristle provides a scrubbing 


action for quick removal of insects, mud, | 
frost and other matter that endanger a/| 


motorist's vision, it is said. 
> x x 





FILTER TOOL—An automotive tool that | 
is said to change disposable-type oil | 
filters clean and easy in seconds has| 
been marketed by Castano Engineering | 
Co., 251 Centre St., Brockton, Mass. It} 
slips around the oil filter head, It is self- | 
adjusting, slipproof, with a sure-grip han- | 
die and ratchet-head action that guaran- | 
tees no slip-ups, it is claimed. With just | 
a twist of the hand, the disposable type | 


oil filter lifts out. | 
ee | 





ELECTRONIC MIRROR—An electronically 
controlled mirror, called Mirror-Matic, avail- 
able for field installation and exclusive 
with Chrysler Corp. vehicles, has been an- 
nounced by Mopar Division, Chrysler Mo- 
tors Corp., P. O. Box 1718, Detroit 31, Mich. 
Designed for safety by substantially re- 
ducing night driving discomfort caused by 
blinding bright lights from behind, the 
inside rear view mirror automatically dims 
distracting glare, but does not curtaij rear 
view visibility, it is said. 11 offers a three- 
way control lever for city driving, highway 
driving and off position. te 


Throttle Control Announced 


By Koehler Associates 

A device designed to hold auto- 
mobile throttles open at preset 
speeds, to save fuel and to allow 
drivers to relax on long trips is 





NEW PRODUCTS | 


being distributed by Albert Koehler 
Associates, Riegelsville, Pa. 

The mechanism is said to con- 
sist of a series of pulleys, rods and 
nylon cord, which lock the acceler- 
ator in position. To activate the} 
mechanism, drivers tip the brake} 
pedal when cruising speed is | 
reached. It automatically disen- 
gages when the brakes are applied, | 
it is said. 


| 
| 





* * 


* 





FUEL PUMP TESTER—Kem Mfg. Co., Fair 
Lawn, N. J., has announced a fuel pump 
tester which measures the fuel pressures 
of any model car. The Kem FPT-6 tester 
has a pressure range of 0 to 10 pounds. 
This high range is necessary since normal 
fuel pump pressure runs as high as 7'2 
pounds per square inch on late model cars, 
it is said. Another feature of the tester is 
said to be the flexible neoprene ‘Bowtie 
Connector" which makes it possible to test 
pump presure and flow rate ‘‘on the car 
in four minutes.” 
required for these tests. 

= & 











STEEL DRAWERS—A line of steel indus- 
trial drawers that feature special finger tip 
handles for easy access is announced by 
Berger Division, Republic Steel Corp., Can- 
ton, O. The handle is formed by a steel | 
lip that runs the width of each drawer face. 
One of the drawers has been designed to 
hold special nuts, bolts, and other small 
automotive parts that do not lend them- 
selves to storage in open bins, it is said. 
Drawers are made also for all of the com- 
pany's 12, 18 and 24-drawer insert cab- 
| inets, now in use. The drawers, made in 
|a wide variety of sizes and shapes, have 
sides slotted at 1-inch intervals, and may 
| be compartmented with slip-in metal di- 
| viders. 











SPRING TESTE R—An instrument for 
push-pull spring tension testing of distribu- 
tor, breaker points and generator brush 
springs has been announced by Auto-Test, 
Inc., 600 S. Michigan Ave., Chicago 5, Ill. 
Called the PPT-40 Push-Pull Spring Tension 
Tester, the unit makes tests from any posi- 
tion, without removing parts from the car. 
This two-way-action instrument measures 
spring tension in ounces, and shows read- 
ing on large dial. The right-hand arc of 
the scale measures ‘‘pull'’—left-hand arc 
measures “push.” Two pointers prevent er- 
rors in reading test results, it is said. Fea- 
tures are said to include easy-reading scale 
calibrations; 270 degree arc; range 40-0-40 
ounces. 


No special fittings are| @ 








<ieai Suiie 
( 

‘ 

: 

FOR 

: 

' 

‘ 

, 

‘6 

2 58 

= ie : 

ae 

' 

SCREWDRIVER —A ratchet screwdriver ( 
for the home and workshop has been 
developed by Cuyahoga Products Corp, "57 
10254 Berea Rd., Cleveland, O. It is said 7 
to give five times more effective force ; 
than an ordinary screwdriver and easily ( 
seats any screw in seconds. Called the ‘os 
“Power-Egg,"’ it features an egg-shaped s 
Tenite handle which contains an aluminum ( 
ratchet mechanism. Three hardened SA ies 
1070 steel drivers, %, 3/16, and 5/16 t 
inches in size, with Tenite handles com- ] 
plete the set. : 
* + 3 
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TOOL GRIPS—Development of vari-col. | MER 

. iad "57 

ored tool grips made of hycar nitrile rub- t 
ber has been announced by Fawick Flexi- 3 
Grip Co., Akron, O. The grips make tools 
easier to use and far safer for the user, it 55 
is said, Since the handle grips are made $ 
of hycar, they will not become soft and a 
sticky when in contact with oils and $ 
greases as would those made of conven- "51 
tional rubber, it is claimed. Hycar, supplied _ 
by B. F. Goodrich Chemical Co., 3135 Evu- OLDS 
clid Ave., Cleveland 15, O., has unusual ; 0 
abrasion resistance, strength, and flexibil- 
ity in addition to outstanding resistance to 57 


oils, greases, and chemicals, it is said. 
. « * 
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GENERATOR TESTER—The CECO 2- nt 
meter volt-ampere tester is said to permit z 
simultaneous checking of generator and’ ( 
regulator in six, 12 and 24-volt systems. s 
It is designed primarily for use with 56 
cars, light trucks, industrial and marine 2 
engines. The 2% pounds, portable CECO “ae 
electric tester will test the generator ovt- 54 
put, cut out, relay current, voltage con- $ 
trol, batteries, shorts in wires, electric on 
power windows, high voltage, etc. The "$ 
CECO tester is a unit with 2 ‘Hoyt’ mov- "57 
ing coil type meters, 52-strand flexible, x 
longlife rubber test lead wires and select 53 
“Mueller” parts. Available from R. J: Cc 


Schuler Associates, P. O. Box 35, Detroit 
24, Michigan. 





DISTRIBUTOR POINT—The Jorin Triple 
Contact Distributor Point Set has over 414 
times the contact area that conventional 
points offer and more than 21 times the 
contact depth, it is said. This large contact 
area allows greater current flow to the pri 
mary winding of the ignition coil and thus 
provides greater coil saturation. The spark 
at the spark plug depends upon how much 
current is fed to the primary. There '§ 
greater heat dissipation provided for and 
the burning of the contacts is greotly re 
duced, it is claimed. Jorin Specialty Co» 
915 Old Town Rd., Clearfield, Pa. 
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Used-Car Auction Prices 





(Continued from Page 29) 


dr $1,485*; Corsair 4-dr. hardtop, 
$1,570* (ps); Ranger 2-dr, hardtop, 
$1,430°. 

FORD—'59 Thunderbird (8), $4,325* (ps), 
$4,275* (ps), $4,200* (ps), $4,100* 
(ps), 2 at $3,850* (ps), $3,795* (ps), 
$3,700* (ps), $3,650* (ps); Country 
Sedan (8) 4-dr., $2,650* (ps); Ranch 
Wagon (8) 2-dr., $2,245*; Custom (6) 
2-dr., $1,710. 

68 Thunderbird (8), 2 at $3,550* (ps), | 
$3,500* (ps), $3,450* (ps), $3,235* 
(ps), $3,210*, $3,190* (ps); Country 
Sedan (8) 4-dr., $2,085* (ps), $2,075* 
(ps), $1,830*; Del Rio (8) 2-dr., $2,- 
050*; Fairlane (8) 4-dr, Victoria, $1,- | 
800* (ps); Custom (8) 4-dr., $1,440*; 
Custom (8) 4-dr., $1,165*. 

57 Fairlane 500 (8) conv., $1,655* 


(ps), $1,475* (ps); 4-dr., $1,350* (ps); 


2-dr., $1,245*; Country Sedan (8) 4- 
dr. (9 pass.), $1,650* (ps), $1,545*; 
(6 pass.), $1,555*; Custom 300 (8) 
2-dr., $1,100*; Custom (8) 2-dr., $925. 
56 Thunderbird (8), $2,380* (ps), §$2,- 
200*, $2,175*, $1,880* (ps), $1,850* 
(ps); Fairlane (8) conv., $900* (ps); 


2-dr., $800*; Custom (8) 2-dr., $730. 
‘655 Thunderbird (8), $1,810* (ps); Coun- 
try Sedan (8) 4-dr., $925* (ps), $900*; 


Fairlane (8) conv., $785* (ps), $690*; 
4-dr., $735*, $600* (ps); Custom (8) 
2-dr., $660; Custom (6) 2-dr., $560. 

#4 Ranch Wagon (8) 2-dr., $640*, $420; 
Custom (8) 2-dr., $450*, $400*, $270; 
Crest (8) conv., $425* (ps), $340*. 

"53 Country Sedan (8) 4-dr, (9 pass.), 
$495*, $470, $450; Custom (8) 2-dr., 
$390, $310, $290*; 4-dr., $285*; Crest 
(8) Victoria, $330. 

"62 Crest (8) Victoria, $285*; Custom 
(8) 2-dr., $235, $185; Custom (6) 2- 
dr., $125*. 

"50 Deluxe (8) 4-dr., $225. 


MPERIAL—’58 Crown conv., $3,000* (ps). 
"57 Crown 4-dr., $2,540* (ps). 
MINCOLN—’58 Premiere 4-dr. hardtop, 
$3,250* (ps), $3,100* (ps); Capri 4-dr., 
$2,700* (ps). 


"57 Premiere 2-dr., $2,585* (ps), $2,450* 


(ps). 
"66 Premiere 2-dr., $1,750* (ps), $1,535* 
(ps); Capri 2-dr., $1,550* (ps), $1,- 
470* (ps). 


MERCURY—’53 Capri 2-dr., $485* (ps). 
57 Montclair 2-dr., $1,700* (ps); Mon- 
terey 2-dr., $1,465* (ps), $1,450*, $1,- 


375* (ps); 4-dr. hardtop, $1,310*. 

"56 Montclair 2-dr., $990*; Monterey 2- 
dr., $925* (ps). 

‘55 Monterey 2-dr., $835*; 4-dr., $695*, 
$640*; Monterey 2-dr., $725* (ps), 
$590*, $585* (ps), $435*; 4-dr., $435*. 

53 Custom sport coupe, $485; 2-dr., 
$330*. 

"61 2-dr., $185. 

NASH—’55 Ambassador (8) Custom 4-dr., 
$485*. 
OLDSMOBILE—’59 (88) Super 4-dr., $3,- 


000* (ps); 4-dr. Holiday, $2,900* (ps). 


"58 (98) 2-dr. Holiday, $2,485* (ps); 
(88) 2-dr. Holiday, $1,995* (ps). 
"57 (98) 2-dr Holiday, $1,955* (ps), 
$1,860* (ps); 4-dr. Holiday, $1,520* 
(ps); (88) Super 2-dr. Holiday, $1,880* 
(ps); conv., $1,735* (ps); (88) 4-dr. 

Holiday, $1,605* (ps). 

"56 (88) Super 4-dr. Holiday, $1,230* 
me). $1,170* (ps); (98) conv., $1,100* 
ps). 


"55 (88) 2-dr. Holiday, $975* (ps); (88) 
Super 4-dr. Holiday, $950*. 

"34 (88) Super 2-dr. Holiday, $875* (ps); 
conv., $700* (ps); 4-dr., $765*; 2-dr. 
Holiday, $685*; (98) Holiday, $645* 


(ps). 

"53 (98) 4-dr., $410* (ps), $315* (ps). 

B2 (88) 2-dr. Holiday, $215*; 4-dr., 
$195* (ps). 

PACKARD—’55 Clipper 4-dr., $470* (ps), 
$285°*. 

"61 4-dr., $125*. 

PLYMOUTH—’59 Savoy (8) 2-dr., $1,925. 

"58 Suburban (8) 4-dr. (9 pass.), $2,- 
200* (ps); Fury (8) 2-dr, hardtop, 
$1,750; Savoy (8) 4-dr., $1,535*; 2-dr., 
$1,345, $1,300*. 

"57 Belvedere (8) 4-dr. hardtop, $1,400* 
(ps); 4-dr., $1,300* (ps); Suburban 
(8) 2-dr., $1,380*; Suburban (6) 2-dr., 
$1,200; Savoy (8) 4-dr, hardtop, $1,- 


185°. 
86 Belvedere (8) 2-dr. hardtop, $760*; 
2-dr., $760*; Savoy (8) sport coupe, 


$720*; Plaza (6) 2-dr., $685*, $395. 

*55 Suburban (6) 4-dr., $735; 2-dr., $700. 

‘54 Savoy 2-dr., $500*; Belvedere 4-dr., 
$400* (ps). 

"3 Belvedere 4-dr., $400. 

PONTIAC — ’58 Chieftain 4-dr. 
$1,890*. 

"57 Chieftain 2-dr, Catalina, $1,275*. 

66 Star Chief 2-dr. Catalina, $975*; 
Chieftain 2-dr, Catalina, $710*. 

"55 Chieftain Safari 2-dr., $800*; 2-dr. 
Catalina, $700*; Star Chief 2-dr, Cata- 
lina, $710*. 

‘33. Chieftain 2-dr. Catalina, $310*, 
$275*; 2-dr., $245* (ps). 

62 Chieftain 2-dr., $175. 

BLER—’59 Custom (6) Cross Country, 
$2,475*; 4-dr., $1,850; American (6) 
. Station wagon, $1,760. 
i. custom (8) Cross Country, $1,- 
. 


Catalina, 


"56 Custom Cross Country, $1,300*. 

*51 Custom station wagon, $135. 

STUDEBAKER—’57 Golden Hawk (8) 2- 
dr, hardtop, $1,750* (ps); Silver Hawk 

(8) 2-dr., $1,215*. 

56 Sky Hawk (8) 2-dr, hardtop, $955*. 

MISCELLANEOUS—’59 Chevrolet (8) El 

Camino, $2,100; (6) %-ton pickup, 
$1,650. 

38 Willys (6) Jeep 1-ton pickup, $1,150. 

‘37 Chevrolet (6) %-ton pickup, $1,200. 

36 Ford (6) %-ton pickup, $765. 

55 GMC (8) %-ton pickup, $800*; Ford 
(8) %-ton pickup, $700*; Chevrolet (6) 
Carry-all, $575; International %-ton 

5. Pickup, $520. 

50 Dodge %ton-ton pickup ,$175; Chev- 

,,rolet cab & chassis, $140. 

49 Chevrolet %-ton panel, $180. 

48 Dodge %-ton pickup, $190. 


WAREHOUSE POINT, CONN. 


weouthern Auto Sales, Inc. Sale every 
@dnesday. Prices are for sale of July 
%. The market was a little soft here this 
Week, buyers picking on the clean, ready- 
to-go cars as though money was short. 
M4ICK—-'57 Super 4-dr, Riviera, $1,350* 
wnfP8), $1,330* (ps). 

2° Special 4-dr. Riviera, $940*, $900*. 
54 Special 2-dr. $500; 2-dr. Riviera, 
$325* (ps). 









’53 Special 2-dr. Riviera, $335*. 
’52 Special 2-dr., $100*. 
’51 Super 4-dr., $110*, 
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"55 Country sedan (8), $670; Ranch 
Wagon (8), $660*; Custom (8) conv., 
$500*; Fairlane (8) 4-dr., $480. 

’54 Ranch Wagon (8) 2-dr., $510*, $480, 
$300; Ranch Wagon (6) 2-dr., $220; 
Custom (8) conv., $475*; 2-dr., $425; 
Crest (8) 2-dr. Victoria, $425; 4-dr., 
$170; Main (8) 4-dr., $330*; Main 
(6) 2-dr., 2 at $290. 

’53 Main (6) 4-dr., $220, $210, $150. 

'52 Custom (8) 4-dr., $275*. 

’51 Custom (8) 2-dr., $150. 


IMPERIAL—’56 Imperial 4-dr., $890* (ps). 


CADILLAC—'58 (62) Sedan de Ville, $3,-| MERCURY—'56 Monterey 4-dr. hardtop, 


650* (ps); 2-dr. hardtop, $3,400* (ps). 
’56 (62) Sedan de Ville, $1,810* (ps). 
"53 (62) 4-dr., $335* (ps). 

CHEVROLET ’58 Biscayne (8) 2-dr., 
$1,525*. 
’57 Bel Air 
(ps). 

‘56 Bel Air (8) 2-dr. hardtop, $1,200*; 

Two-ten (6) 2-dr., $910, $600. 
’55 Two-ten (6) 4-dr. $745, $700, $660, 


(8) 4-dr. hardtop, $1,525* 


$650, $610*; 2-dr., $450; Bel Air (6) 
4-dr., $615. 

’54 Two-ten station wagon, $550; Bel 
Air 2-dr. hardtop, $515*; One-fifty 4- 


dr., $400. 
53 Two-ten 4-dr., $305; 2-dr., $260. 
’51 Deluxe 4-dr., $110*, 
DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 


240* (ps). 
DODGE—'57 Coronet (8) conv., $1,300* 
(ps). 
"55 Coronet (8) 4-dr., $545*. 


EDSEL—’58 Ranger 4-dr, hardtop, $1,375*. 


FORD—’59 Fairlane (8) 2-dr., $1,700*. 

"58 Country sedan (8), $1,725* (ps) (9 
pass. ). 

’57 Country sedan (8), $1,370; Fairlane 
(8) 2-dr. Victoria, $1,245; 4-dr. Vic- 
toria, $1,125*; 4-dr., $1,100*; Custom | 
300 (6) 2-dr., $800. 

’56 Ranch Wagon (8), $750* (ps); Cus- 
tom (8) 2-dr., $750; Custom (6) 2- 
dr., $500, 








$875* (ps). 

’55 Custom station wagon, $720* (ps) 
(9 pass.); Montclair conv., $625* 
(ps); Monterey 2-dr. hardtop, $450* 
(ps). 

’54 Monterey 2-dr. hardtop, $450* (ps); 
conv., $400* (ps). 

’53 Monterey 2-dr., $380. 

’52 Custom 4-dr., $235*. 

NASH—’54 Statesman (6) 4-dr., $190*. 
OLDSMOBILE — ’58 (98) conv., $2,250* 
(ps). 

’57 Fiesta 4-dr., $1,480* (ps); (88) 2-dr. 

Holiday, $1,425* (ps). 


’55 (88) 2-dr. Holiday, $800* (ps). 
"54 (88) Super 2-dr. Holiday, $680*. 
PLYMOUTH—’ 57 Belvedere (8) 2-dr. hard- 


top, $1,150*%; Suburban (6), $1,000; 
Savoy (8) 2-dr., $850*; Plaza (8) 2- 
dr., $795*. 

’56 Suburban (8), $900*. 

"55 Plaza (6) 2-dr., $405, $350. 

’54 Belvedere (6) 4-dr., $400, $390; 
Savoy (6) 4-dr., $275. 

’53 Cranbrook (6) 4-dr., $235, 

PONTIAC — ’58 Chieftain conv., $2,000* 

(ps). 


°57 Super Chief 4-dr. Catalina, $1,360*. 

’56 Chieftain 4-dr. Catalina, $850, $735*. 

’55 Chieftain 4-dr., $565*, $475*, $450*. 

MISCELLANEOUS—’57 Ford F-250 (8) 
Wrecker, $1,550. 

’56 Ford Courier $475. 


(6) 2-dr., 


Caliper test shows effect 
of aging and prolonged 
compression of rubber 
covered valve squeezed in 
rim hole. Sealing area di- 
ameter of old used valve 
is definitely smaller, has 


taken a “set” 


and is no 


longer dependable. 


...and tell your customers why! 


For full built-in mileage over the entire life of the tire, the valve should be as new as the tire. Here’s why: 


e Tire Valves are built to outlast the finest tires... 


or three. 





not two 


e Age of rubber affects elasticity. When rubber remains com- 
pressed for long periods of time, it loses elasticity. 


e Removing tubeless valves tears the seating surface, and 


weakens sealing quality. 


e divisionof SCOVILL 





Be sure you have the fresh Schrader Valves you need to match your tire stocks 
—and put them in every new tire you mount. Order from your supplier. 








A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Co., Inc. 


FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 








PRESERVE AND PROTECT 
THE INVESTMENT OF YOUR CUSTOMER'S CAR 


With BLUE CORAL your customer's car acquires 
and keeps a better-than-new, sumptuously rich, 
gleaming protective finish that defies the 
inevitable corrosive action of weather 

and road film. This "Chromaphylectic" 
treatment is the enduring protection known 
everywhere as — the BLUE CORAL 

Treatment for 

Acrylic and all present-day finishes. 
































































































FOR MORE THAN A QUARTER OF A CENTURY 


Hk pri ta pya.. 


AVAILABLE TO ALL NEW CAR DEALERS 





e Tubeless tire valves are subject to everyday abuse. Heat, 
cold, ozone are their enemies. 


e Though water test may show original valve doesn’t leak 
after tire is worn out, it may leak before replacement tire gives 
full mileage. 


e New valves are worth many times their cost in safety 
insurance. 
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Campus Theme— 


A preview of fall was given Detroiters when this group of campus beauties from 
all over the country assembled outside the library of Wayne State University with 
members of the Tartar football squad for their picture. Flown to Detroit for this one 
scene, the 11 young women were sponsored by leading department stores from 
coast-to-coast. Dressed in back-to-college fashions supplied by their individual stores, 
they posed beside the Simca cars, which Chrysler imports from Paris, for a double- 
page ad scheduled for the Aug. 17 issue of Sports Illustrated. 
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M-E-L Commissions Sculptor .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Marshall Fredericks, internation- 
ally known sculptor, has been com- 
missioned to do a sculptured head 
of the Roman god Mercury for 
Mercury-Edsel-Lincoln division of 
Ford Motor Co. 

Originally intended to be used in 
art illustration for the Mercury’s 
advertising programs, the head will 
be offered to museums and art gal- 
leries for display. 

a * 


NIAA Elects Harty 


Harold A. Harty, advertising 
and sales promotion manager for 
Wolverine Tube, has been elected 
to chairman of the board of the 
National Industrial Advertisers 
Assn. 

* * * 


Data on Farm Sales 

Market facts on auto and truck 
sales to farmers are now available 
in an illustrated 12-page booklet 


“KTO 3TO 4EAOBEK’?" 


titled “Farmland U. S. A.” The 
booklet is available free from State 
and Local Farm Papers, Room 
1600, 28 E. Jackson Blvd., Chicago, 
Ill. 

oe * * 


Mezey in New Home 


Mezey Agency, Inc., has moved 
into new offices at 1800 Fisher 
Building, Detroit. 


* * * 


Midas Appoints Weiss 


Midas Muffler Co. has ap- 
pointed Edward H. Weiss & Co. 
to handle Midas advertising. 

* * ca 


Post Program Growing 


The Saturday Evening Post has 
announced that regional and na- 
tional advertisers have invested 
over $4 million in the Select-A- 
Market program announced two 
months ago. 

The Post reports that two fall is- 
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The question: ‘“Who’s this man?” 


The answer: “Peter Hahn, WJR 
News.” 


The place: the Foreign Ministers 
Conference in Geneva. Of course, 
Hahn wasn’t really sitting at the 
conference table, but he got as 
close as any newsman could to 
broadcast live reports direct from 
Geneva to WJR twice daily. 


While Hahn was overseas, WJR 
staffer Jack Hamilton made sev- 
eral direct reports from Washing- 





ton on major national news stories. 


And all of this in addition to nine 
15-minute newscasts every day. 
This is the sort of news coverage 
WJR gives its audience. 


Comprehensive news reporting is 
an example of what’s happening at 
WJR, astation where radio is a liv- 
ing, breathing, broadcast medium 
(rather than just a gigantic juke 
box). We call it “complete-range 
programming” . . . programming 
with something for everyone, 
tailored for the many different 





tastes and needs of the 17 million 
folks within sound of our voice. 


If you’d like to grow in the Great 
Lakes area, join a fine company 
of advertisers and grow with WJR. 
See your Henry I. Christal repre- 
sentative. 


Ww FQ cerroir 


760 KC 50,000 WATTS 
RADIO WITH ADULT APPEAL 






 —, 
are near capacity. The magazine 
also reported heavy advance com. 


mitments for the program in 10969, 
+ * * 


Cadillac Re-Signs Daly 


Cadillac has signed to renew its 
sponsorship of “John Daly—News,” 
Monday through Friday, 6:30-6:49) 
p.m. over the NBC Radio Network . 

cd * * 


Hamilton Picks Agency 


Hamilton Motors (Plymouth-De. 
Soto), Detroit, has named Davis. 
Daniels, Inc., to handle its advertis. 
ing. The agency is currently 
kicking off a campaign through 
newspapers and radio media. 

* * * 


L. A. Pontiac Dealers 


The Los Angeles Metropolitan 
Pontiac Dealers’ Assn. is sponsoring “ 
a half-hour television show on sta. 
tion KTLA, featuring highlights of § re 
the Los Angeles Rams pro football § or 
team. 

As a part of the campaign, % 
metropolitan dealers are engag- 

ing in merchandising and promo- 
tional activities associated with 
the Los Angeles Rams football 
team. 





> 1) 
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The account is handled by the 
Los Angeles office of MacManus, 


John & Adams, Inc. 
cd * * 


FTeasase mses mee 


Personnel Changes 


Walter T. Murphy from sales 
planning manager to advertising 
and sales promotion manager for 
Edsel, succeeding Elden E. Fox, 
who resigned to accept a position 
with Batten, Barton, Durstine & 
Osborn advertis- 
ing agency ... 
Theodore C. 
Burns from vari- 
ous assignments 
in sales planning 
at Ford Motor 
Co. to manager of 
sales planning de- 
partment at Edsel 
... Richard Hen- 
sonfromvice- 
president and sec- 
retary of Brewer 
Associates Advertising Agency, 
Dearborn, to advertising manager 
of Divco truck division of Divco- 
Wayne Corp. . . . Robert L. La 
sater jr. from sales vice-president 
of Carton Craftsman, Inc., Chicago, 
to sales staff of Reader’s Digest... 
Richard Shanner from publicity di- 
rector of the American Petroleum 
Institute to news staff of Petro- 
leum Week, McGraw-Hill publica- 
tion .. . William Cribben from auto 
editor of the Hollywood Citizen 
News to Al Waddell Advertising 
Agency, Los Angeles . . . Robert 
Meskill and Patricia Carbine, both 
senior editors, to assistant manag- 
ing editors of Look magazine . 
James W. Baker from assistant to 
the advertising and sales promo- 
tion manager of Crown-Zellerbach 
Corp., to advertising sales staff of 





S233 wel 





Simic 2% & 


Richard Henson 





| "J peel 





D. D. Wines R. L. Wolfe 


Reader’s Digest... DavidD. 
Wines, account executive on the 


General Motors Guardian Mainte- 
nance service program, and Ralph 
L. Wolfe, head of the agency's 
management service activities, to 
vice-presidents of D. P. Brother & 
Co. advertising agency . . . Eugene 
E. Sweeny from space buyer for 
Young & Rubicam, Inc., to space 
buyer for the American Motors ac- 
count at Geyer, Morey, Madden & 
Ballard, Inc., advertising agency.-- 
Robert B. Jones from Look’s New 
York advertising sales staff to San 
Francisco advertising manager for 
the magazine . . . Starr F. Schlo- 
bohm from assistant to the presi- 
dent and secretary of Scurry-Rain- 
bow Oil, Ltd, a Canadian oil 
producer, to New York advertising 
sales staff of Reader’s Digest ..: 
Robert Horen from sales staff of 
Haire Publishing Co., Chicago, to 
Chicago sales staff of Look maga- 
zine . . . Retirements: Wallace B. 
Curtis, after 35 years with General 
Petroleum Corp., the last 13 as 
head of the public relations depart- 
ment... A. J. Underwood, in 
charge of SAE Journal’s Detroit 
advertising office since 1933. 
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As U. S. Recovers from Recession . . . 


(Continued from Page 3) 


js year, according to the Rich- 
mond FRB. 

Alcoa has a primary aluminum 
facility at Badin, N. C., in the 
Richmond District while Kaiser 
has a plant at Ravenswood, W. 
Va. 

Kaiser has expanded its Ravens- 
wood plant twice this year and Al- 
coa is working on increasing the 
power supply at Badin. 

oa * * 


Deep South 


“\ENERALLY speaking, district 

employment is back in its pre- 
recession habit of setting new rec- 
ords,” the Atlanta FRB said. 

The gains in nonfarm employ- 
ment have been in both manu- 
facturing and nonmanufacturing 
activities, but the gains have 
been uneven in the states of the 
Deep South. 

While Florida was moving from 
the recession low in employment 
to a point 8 percent above the pre- 
vious record, Louisiana moved only 
slightly above its recession low, the 
bank noted. 


* * 


Cleveland 


HE American consumer appears 

to be taking off on his fourth 
splurge of installment buying since 
World War II, the Cleveland FRB 
observed, 

The postwar upsurge in con- 
sumer credit has been slowed 
three times—by the Korean War 
credit regulations and the 1953-54 
and 1957-58 recessions. 

Aiding the present credit boom 
are rising personal income and the 
growing number of young married 
couples who are most likely to buy 


on credit, plus a continuation of | 


liberal credit terms which make 
buying on time easy. 
* * 


Chicago 


— in with the increase in in-| counting vice-president, succeeds | 








durable goods such as autos, fur- 
niture and appliances have just 
about come back to the prereces- 
sion level. 

A number of factors have 
brought about the increased sales 
of durables. Improved consumer 
attitudes about their economic 
position and expectations about 
their future position were listed 
as among the most important of 
these factors. 

Other contributing factors in- 
clude rising personal income, the 
willingness of the consumer to go 
into debt and the willingness to 


McCord Names 
Fields President 


DETROIT.—Dean S. Fields has 
been named president and chief 
executive officer of McCord Corp., 
succeeding William G. Hancock. 
Hancock will continue as chairman 
until the end of the year, when he 
plans to retire. 

Fields, who had been first vice- 
president, joined McCord in 1939 
as manager of the production plan- 








D. S. Fields L. M. Elliott 


ning and material-contro] depart- 
ment. He served later as works 
manager and manufacturing vice- 
president. 

Lester M. Elliott, finance and ac- 


stallment buying, the Chicago} Fields as first vice-president. El- 
FRB reports that sales of consumer liott joined the firm in 1945. 





| Growth of Economy Slows Up 


spend some of the money that was 
saved during the recession. 
+” * : 


Upper Midwest 


Ts cattle industry in the Upper 
Midwest could be in for trouble, 
if present predictions on the early 
1960s prove true, according to the 
Minneapolis FRB. 

The cattle industry has exhi- 
bited all the signs of the upside 
of a boom in recent years—rising 
prices, reduced numbers of an- 
imals slaughtered and increases 
in the number of cattle on the 
range. 

The Agriculture Department 
forecasts severe price declines, if 
the current rapid buildup in cattle 
numbers continues. 

* * * 


Kansas City 


EPARTMENT store sales in the 

Tenth Federal Reserve District 
are running 8 percent ahead of the 
1958 rate while the value of check 
payments in the district is up 11 
percent, the Kansas City FRB re- 
ported, 

In the major cities of the dis- 
trict, the department store gain 
runs from 2 percent in Wichita 
to 10 percent in Kansas City, 
Check-payment increases range 

from 6 percent in Wichita to 13 
percent in Kansas City and Omaha. 
* * * 


Far West 


—— increase in employment in 
the Far West has eased a bit 
according to the San Francisco 
FRB. The pickup in the most re- 
cent month reported was the 
smallest of 1959. 

However, the employment total 
in the district has increased more 
proportionately in the last year 
than it has in the nation as a 
whole. 

The slower rate of employment 
gains was traced to less than sea- 
sonal pickups in the lumber and 
wood processing industries plus 
layoffs in the aircraft industry due 


| to increased emphasis on missiles. 








1, What’s good about aluminum engines? 
Answer: They are much lighter. This means you get 
faster pickup and far better gas mileage . 
you’re not lugging extra dead weight around. 
Furthermore, the lighter engine permits a lighter 
frame, lighter brakes, lighter steering gear—lighter 
everything. The weight savings multiply. So you get 
less tire wear and faster, safer stops. 


2. What else? 


r: Aluminum runs cool, because it sheds excess 
heat twice as fast as regular engine materials. You can 
get knock-free performance with nonpremium fuels. 


Saves money. 





8. But is aluminum strong enough for engines? 
Answer: Airplanes have had aluminum engines since 





Bek a ee Ge ape F. 


RABOUT ALUMIN 


. . because 
and light. 


5. Will all the 1960 cars have aluminum engines? 
Answer: No, because it takes time to redesign engines. 
Some of the ‘‘compact”’ cars will be the first to have 
aluminum engines . . . because they had to be com- 
pletely new designs anyway. The engineers decided to 
do the job right . . . with aluminum engines. 





the Wright brothers. In fact, the whole plane is made 
of aluminum. Outboard motors are made of aluminum. 
Lawnmower engines, too. Because aluminum is strong 


4. But can aluminum really stand the heat built 
up in an engine? 
Answer: It sure can. All cars have had aluminum pis- 
tons for years . . . the hottest part of an engine. 


6. Who is responsible for aluminum engines? 
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“Mileage? We guarantee this 
car to go across country on a 
tank of gas.” 
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Goodrich to Give 
Idle Plant to City 


AKRON.—B. F. Goodrich Com- 
pany will give its property in Ca- 
dillac, Mich., to the city at no cost, 
J. W. Keener, Goodrich president, 
said he has advised Cadillac offi- 
cials, The plant has an appraised 
value of $280,000, 

Goodrich suspended operations in 
Cadillac last May, and the plant, 
with 143,000 square feet of floor 
space located on 13 acres of land, 
has been unoccupied since that 
time, 

Goodrich said the Cadillac plant 
was closed because production of 
rubber products, principally for the 
automotive industry, could not be 
continued there on a competitive 
basis. 








Burger Denied Probation 
On Tax-Fraud Sentence 


ST. LOUIS.—Adolph C. (Andy) 
Burger, onetime Ford dealer who 
was convicted of income-tax eva- 


| sion for failure to report as income 


the money he received as under- 
the-table payments for autos in the 
days of the new-car shortage, has 
been denied probation or a reduc- 
tion of his sentence. 

Burger had been sentenced to 
four years on the tax charge. He 
asked for probation on grounds 
that he is ill, has business inter- 
ests requiring his attention and 
has claustrophobia (fear of being 
in closed places). 

During the probation hearing, 
Don Russell, attorney for Burger, 





Butler Sells Deal 


TECUMSEH, Mich.—Butler Mo- 
tor Sales (Ford) has been sold to 
E, LaMont Simmons of Tipton, 
Mich., and his son-in-law, Robert 
Karle, by Charles Butler, who has 
operated the business for the last 
30 years, Butler is a former pres- 
ident of the Michigan Automobile 
Dealers Assn. 








told Federal District Judge George 
H. Moore that Burger was a good 
church member and a leader in 
civic and community affairs. 

“Yes,” Moore replied, “he’s a fine 
Christian. He let two of his em- 
ployes go to the penitentiary be- 
cause they committed perjury to 
protect him. If ever a man came 
into this court and merited every 
day of his sentence, it was Adolph 
C. Burger.” 

Moore then denied the plea for 
probation or reduction of sentence 
in what he termed the largest in- 
come-tax-fraud case ever tried in 
the Eastern District of Missouri. 

During the hearing, Burger 
said he thought he had paid the 
Government $1,250,000 since the 
investigation of his taxes was 
started. Russell said a claim for 
$800,000 against Burger was now 
pending in U. S. Tax Court. 

Burger was questioned about any 
shakedowns during the period that 
under-the-table payments were be- 
ing paid on cars. He denied any 
knowledge of shakedowns under 
these circumstances. 


Answer: Alcoa has built and tested aluminum engines 
since 1918. The engineers in Detroit and the engineers 
at Alcoa have been working together ever since. Thou- 


sands of people get the credit. 


gines? 


of America, 1810-H 





7. Where can I learn more about aluminum en- 


Answer: One very good place is Aluminum Company 


Alcoa Building, Pittsburgh 19, 


Pa., or your own automobile manufacturer. 


X ALCOA ALUMINUM 


GIVES EVERY CAR MORE GLEAM and GO! 
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Dealer’s Creditors 
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Selling Imports on the Long Haul... 






Take Court Action 


CLINTON, Mo.—Three creditors 
have filed an involuntary petition 
of bankruptcy in U. S. District 
Court against Raymond C. Woody, 
operator of Woody Motor Co. 
(Oldsmobile). 

Asking that a receiver be ap- 
pointed, the creditors said Woody 
admitted he could not pay the 
debts totalling $12,118 and express- 
ed willingness to be declared bank- 
rupt. 

Earlier a suit was filed by Com- 
mercial Credit Corp. to recover 56 
new cars valued at $98,000. 


tors are able to operate. On analy- 
sis, the VW reputation has been 
built on dependability, and this 
dependability is built in the serv- 


ice department, 


* * * 


a are two ways to make 

sales,” Hahn said, “Advertising 
and word of mouth. Word-of- 
_——— hc; 
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21' Display Umbrella for Car Lots 


The McFarland “GREAT” UMBRELLA (21' Spread) and the WHIRLABOUT—the “GREAT” 
UMBRELLA that turns are now working for more than 500 progressive dealers from 
coast to coast. A “GREAT” UMBRELLA will make your lot more attractive—help your 
sales—and make you money! For full information write or call McFarland “Great” 
Umbrella Company, 742 S.W. 8th Street, Miami, Fla. Phone Miami FR 4-8153. 











SURPRISE IN CHICAGO 


You should know these surprising facts 


about Chicago’s incomparable Drake Hotel 








before you schedule your next 


meeting—large or small... 





How VW Views U.S. 


(Continued from Page 1) 















mouth is a slower process but, we 
feel, much more certain.” 


This was apparently an allusion 
to the criticism in some quarters 
of the lack of substantia] advertis- 
ing expenditures by VW when 
viewed in the light of what some 
of their direct competitors spend 
for this merchandising aid. 

“The basic principles of serv- 
ice make sales,” Hahn declared, 
“and we think that this detour 
we have taken is a life insurance 
policy on our own future.” 

When Hahn became VW of 
America vice-president some three 
months ago, there were about 375 
Volkswagen dealers. Today, he said 
the dealer body has grown to about | 
400, and will continue to grow in 
the future only as vehicles become | 
available and as service of VWs de- 
mands. 





.| have built over the past few years. | 














4. While The Drake is one of 
America’s most distinguished 
hostelries, it doesn’t cost one 
cent more than other leading 
hotels to headquarter your 
meeting here. 


Now $8,000,000 new! No hotel 
in the midwest can match The 
Drake for unsurpassed conveni- 
ence, location, facilities. 4 major 
meeting rooms accommodating 


a a up to 800, plus 16 committee 
The Drake is “‘alive.”’ Meet- P P 


ings go like clockwork and 
everyone enjoys the warm, 
hospitable service in a set- 


rooms for functions of 12 to 300. 
700 guest rooms. 100% air con- 
ditioned. May we tell you more? 
Phone or write for brochure. 


ting of luxuriant comfort. 
BT he DOrake 
HOTEL 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUPERIOR 7-2200 * TELETYPE NO. CG1506 


G. E.R. FLYNN, 
Vice President—Sales 


H. B. RICHARDSON, 
Convention Manager 





According to Hahn, about half of 
these 400 dealers are planning and 
building new service facilities to 
maintain the fine reputation they 


| 


Also, service is a profitable part of 
the VW dealership and, properly | 
administered, adds considerably to 
year-end profit. 

* 


* * 


T IS interesting to note that) 
Volkswagen tops all imports in 
sales with the smallest dealer or-| 
ganization of any of the large-vol- | 


—, 




























petitive lines range from 600 to/|learn some things. It is jossibje 
over 1,000. | that we have been instrumental ip Ei 
It stands to reason that the VW | helping to return the marke. to its Fi 
dealer is in a better position to} equilibrium with greater diversig. 
make money that many of his com- | cation.” 
petitors, which lends credence to Hahn also believes that imports 
Hahn’s remark: “We do every-|have just about hit the pak of 
thing possible to help our dealers| their penetration into the Ameri. 
make money.” |can market. Certainly by the eng] @ 
He also indicated that the fac- |°f 1960 the peak will have been} o 
tory has a part in the transaction | Teached, he said. cc 
which begins with the sale of the But in the meantime, he added, 
car. It is the factory’s responsi- | those importers who have not 
bility to assure the customer that seriously applied themselves to 
his investment will hold its value the business of service, and as. I 
by not rendering the vehicle ob- suring their customers of maxi. } En 
solete too rapidly. mum service attention, will begin } ye 
Hahn welcomes the American| to fade from the ranks. This | for 
compact cars because he feels that| Means that the makes remaining | the 
this will bring about a return to| Will split a bigger pie. the 
equilibrium in the market, Hahn believes that by the end of 
It is his opinion that the Ameri-/| 1960, the American automobik | # 
can automobile market has become| market will be an extremely] ¥ 
“oligopolistic” in that the lower-| healthy one because of its great di. | # 
priced autos were being retailed | versification. fa 
for prices identical with those of| Hahn also suggests that the Re 
medium and high-priced makes.| American compact car may very at 
This lack of diversification, led to @| well assume the position in Europe o 


| vacuum at the bottom of the mar- 


ket which the import filled. 

But the continually rising prices 
of American products, incident to 
the increased size of recent years, 
has created another vacuum be- 


American automobile, which now 
is filled only by Rambler and Lark, 
but which the Big Three soon will 
enter with their compacts. 
* * & 
“TX A way, 
great deal from the genius of 


American manufacturing,” Hahn 


| said. “We have learned your meth-| 


ods of mass production and your| 
service techniques. But maybe we} 





ume makes. Dealer bodies in com-| 


have also helped the Americans 





New VW Truck Engine 
Eyed for Passenger Cars 


By George L. Glaser 
European Correspondent 

WOLFSBURG, West Germany.— 
Without fanfare, Volkswagen has 
introduced a larger, more powerful 
engine for its commercial units, 
and many observers feel that the 
new power plant is destined for 
VW passenger cars—perhaps as 
early as next year. 

The new engine is being in- 
stalled in all Microbus, Kombi, 
panel and pickup units currently 
coming off the assembly line. 
(The Microbus is merchandised 
as a station wagon in the U, S.) 


Insiders explain the absence of 
publicity by pointing out that 
Volkswagen distributors and deal- 
ers throughout the world still have 
plenty of the old-engine commer- 
cial units on hand. 


They reason that these models 
might be hard to sell if the com- 
pany made too much fuss about 
its new engine. 


This is the first time VW has 
had different engines for its pas- 
senger and commercial vehicles, 
and many observers feel that it is 
a much-needed innovation. 


They note that the commercial 
units need a bigger engine because 
they are 500 pounds heavier than 
the sedans and because they have 
a large, flat expanse of frontal area 
which increases wind resistance. 


Nearly every component of the 
engine has been changed. A 
larger bore has hiked displace- 
ment by about 100 cubic centi- 
meters—or from 72.7 to 79 cubic 
inches, 


Torque, compression ratio and 
horsepower have been increased, 
although Volkswagen has not men- 
tioned the new figures. 

On the old engine, torque is 56 
pounds-foot at 2,000 r.p.m.; com- 
pression ratio is 6.6 to 1, and horse- 
power is 36 at 3,700 r.p.m. 

The transmission now can be dis- 
assembled without removing it 
from the housing. First gear is 
syncromesh, and the shifting dis- 
tance between other gears has been 
shortened, giving the engine more 
pep. 

The bore has been increased from 
three inches to about 3% inches. 
Stroke remains at 2% inches. 

The combustion chambers have 
a new oval contour, and the valves 
are inclined in the cylinder heads. 
There is a new camshaft contour; 
the rocker-arm transmission ratio 
has been changed, and the engine 
has larger valves, new-type valve 





tappets and a much heavier crank- 
shaft. 

The ratio of the blower fan 
drive has been revised, and the 
generator mounting stand now is 
bolted to the housing. The posi- 
tion of the fuel pump has been 
changed, and there is a new muf- 
fler and a larger cover for the 
heating system in order to get 
more heat into the vehicle, 

As one observer phrased it: “For 
these commercial VWs, the day is 
past when someone can shake a 
tin can filled with pebbles under- 
neath a window and make the 
owner holler, ‘Somecne is trying to 


| that competition, 
| desire of many Europeans to own 





steal my Volkswagen.’” 















that the imported car now holds in 


ithe U. S. Referring to the Com- 


mon Market, now beginning to 
take shape in Europe, Hahn said 
that it has a population roughly 


| equal to that of the U. S 
tween the volume imports and the} 


He feels it is conceivable that 


| the American compact should en- 


joy the same popularity in Europe's 
Common Market that the import 
now enjoys here, and he believes 


|this would be international trade 
we have learned a| 


and cooperation at its fruitful best, 
* * K 

— American compact, in the 

Euro pean common market, 
| would be in competition with cars 
like the big Opel and the Mercedes- 
Benz, but he feels it could meet 
because of the 


an American product, 

He also offered the opinion that, 
with the growth of the home mar 
ket and _ ever-increasing buying 
power of Europeans due to the 
Common Market, there will be the 
increasing tendency for larger au- 
tomobiles. In other words, he be- 
lieves the trading-up philosophy so 
much in use in this country will 
become a reality there as well. 

To substantiate this belief, he 
noted that the big European mo- 
torcycle builders of past years, 
such as NSU, BMW and DKW, 
are building automobiles today. 
NSU has the Prinz, BMW the 
Isetta, and DKW a new 750-c. ¢. 
auto known as the DKW. 

“Actually, in this case, the up- 
grading is from two to four 
wheels,” Hahn said. “These manu- 
facturers were forced to enter au- 
(Continued on Page 35, Col, 1) 
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AUTOMOTIVE NEWS, AUGUST 10, 1959 


visitors wanted only to speed on. 
We stopped at a drive-in for a 
quick snack, during which Roger, 
with a hamburger in one hand and 
the manufacturer’s manual in the 
other, peered under the “bonnet” 
as if to memorize each connection 
for future reference, 

At the end of our two-day visit, 
I was road-weary and hungry. 
Roger and Myra, as they boarded 
the Queen Elizabeth for home, ap- 
peared to be more exhilarated than 
when they first arrived. 

I am certain that of all the 
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marvels revealed to them from 
Coney Island to Broadway, my 
friends returned to England 
most impressed by the “deep- 
piled luxury” of the American 
auto, and a little envious of the 
ability of the average American 
to own such magnificence, 
“Goodbye, old boy!” Roger said, 
looking at my car. “You are cer- 
tainly extravagantly fortunate to 
own such a machine. Let the other 
citizens of your great city punish 
themselves for whatever psycholog- 
ical reasons they might enjoy.” 


Turn your ordinary lot-into an attractive outdoor showroom for only pennies per car per day 
with Childers Thinline Carports like these at Donaldson Motor Sales, Bryan, Ohio. 
Luxurious, architect-designed Childers Continental Carports also available. 


i — fothralled Britons Puzzled by Trend to Imports ees 
>. to its ° 
ail Auto Steals Sh N.Y. 
“=r U.S. Auto Steals Show in N.Y. 
ae Eprtur’s Nore: For a fresh look der of the “living room” on_ children at a new nursery school. 
he end | at American cars, read this ac- | wheels. | The windshield was thoroughly 
: count of the visit of a British Myra seemed far more enthused, scrubbed, and the automatic 
couple to New York. about the auto than the points of| gerial received a good workout, 
added, a ae interest. i ‘ | too. 
© not By Ed Brown My but this is a beautiful auto-| ,. power windows especially 
yes te Staff Writer mobile,” she said. “It’s so—well, it’s | seemed to enthrall Myra. I sug- 
W YORK.—Two friends from| just so luxurious.” : » b 
po digens I hadn’t seen for about 10} We hit the cobblestoned stretch gested stopping for lunch, but my 
begin rs arrived in New York recently| of the drive, and they marveled at 
. This | for their first visit. Quite naturally| the almost smoothed-out ride, They 
ainin they wanted to see everything in stretched out in the huge in- 
. the city. terior, made for “relaxation and 
; So we piled into the car and | enjoyment.” 
rail F started off. As we headed down “What a figure we would cut 
: Obile West Side Highway, I pointed at home if we had something like 
oat to the Jersey shoreline, our dock | this to enjoy,” oe 
Cat di: | ‘cilities and the SS America. | Getting into the spirit, I brashly 
Roger paid no attention to me set about explaining the mechan- 
vat the | ot all, preferring to run his | ism behind power steering and 
y very | hands over the upholstery of the oa about which I know 
Urope seats, laiming at the won- | nothing. 
olds in — ” . “Imagine the sheer luxury of no 
Com : shifting,” Myra said. oa 
ling to 6 Early in our trip, ger no 
in said They Make Em | the number of imported vehicles on 
‘oughly 9 the streets, and delighted more in 
Better, Dealers | identifying Triumphs, Austins, Hill- 
e that e ° |mans, Sunbeams, Jaguars, etc., 
ld en- Prove um Peoria |than in gazing skyward at the 
urope's Empire State Building. 
import | PEORIA, Ill—Peoria auto deal-| | explained that more and more 
elieves | ers proved that “they make ’em/New Yorkers seemed to be turn- 


trade 
11 best, 


in the Ja dozen makes with the models| 
narket, | that the same makes were offering 
h cars fin 1950. Two big tents were used 
rcedes- I for the display of the Peoria Auto-| 
1 meet | motive Dealers Assn. | 
of the Fair visitors found the older mod- 
0 OWN Hels less plush, less power-assisted 


n that, 
e mar- 
buying 
to the 


better than they used to” at the) 
Heart of Illinois Fair. 
Dealers assembled 1959 cars from 


and less lengthy than the 1959s, The 
less powerful engines and higher 
silhouettes of the older models also} 
were noted. | 

Cooperating dealers included} 


ing to the smaller imports for per- 


| sonal transportation. 


“I can’t understand that,” said 
Roger, “What could possibly pos- 
sess a man to trade deep-piled 
luxury for the spartan life at no 
real monetary gain, You New 
Yorkers are certainly odd peo- 

le.” 

yr asked Roger if he would mind 
driving, and you would have 
thought I had handed him a mil- 
lion dollars. “Really old man,” he 
enthused, “I do think it would be 
kind of fun.” 

With exclamations of delight, 
Roger shot away from the curb at 
a clip that almost tore my neck off, 
while Myra said breathlessly: 


FREE: Call Any 2 Dealer Friends Listed Below 
And Bob Childers Will Pay The Telephone Bill! 


Just ask these dealers how, like magic, Childers Carports 
have earned big extra profits for them — and will for you, too! 


At absolutely no cost or obligation to 
you, telephone two of the dealers listed 
below and let them tell you about 
Childers Carports in their own words. 
Ask them anything you like, especially 
such important questions as these: 


1. How much have Childers Carports 
increased your sales and profits? 


2. Are your Childers Carports paying 
for themselves in savings on clean-up 
and lighting costs? 

3. Do Childers Carports keep your cars 
comfortably cool all summer? Keep 
them clean and snow-free all winter? 

4. Do Childers Carports attract more 
prospects to your lot, increase turn- 


over and bring higher prices for 
your cars? 


After you've made your calls, ask the 
operator for the charges. Then fill out 
and mail coupon below. Bob Childers 
will send you his check for the calls 
plus complete information on how 
easily you can own Childers Carports. 


“Ohhh, it’s so safe in this car, too.” 
On the highway they amused 
themselves twisting buttons and 





switches, like two precocious 


be the | Bower Buick, Bud Rowlett, Inc.,| 
er al [Character Cars, Cook Motor Co., 
he be- IGornelius Rambler, Earl Johnson 
phy s0 | Chevrolet, Egolf Motors, Hopkins 
'y will [Motor Sales, Key Motors, Murphy 
1. Clark Co., Peoria Motors, Rossette 
f, he | Motor Co. and Travis Cadillac-| 
1 mo- § Pontiac. 
DKW, 
oday. || Selling Imports on the Long Haul... 
) the 
-c, © “i 
How VW Views U.S. 
1e up- 
» four 
prays (Continued from Page 34) 
er au- 
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tomobile production in an effort to 
follow their customers, who were 
all being converted to cars in pref- 
@ence to motorcycles. Today the 
Manufacture of motorcycles in 
Europe is a rapidly diminishing in- 
dustry.” 

This entire trend will be accel- 
> aay Hahn believes, and he 
I the position of Europe on the 
@itset of the Common Market to 
this country 20 years ago. But he 
believes Europe’s growth will be 
More rapid because it has the 
Mowledge of America to draw on. 
“International trade is making 


Dacron, Terylene 
- a 
Seen Improving 

9 . 
e’s Life, Ride 
ON.—As a result of research 
Firestone scientists, polyester 
such as Dacron and Terylene 
may become a highly desir- 
fabric for use in tire construc- 
according to Raymond C. 
ne, Firestone president. 
“Our research findings prove 
Cnelusively that Dacron and Tery- 

as tire cords, are equal or su- 

el to any fabrics now used in 
emium tires,” Firestone said. 
We find that the new cords 
re favorably in strength with 
cord in use today. Tires built 
these cords give increased mile- 
and an improved ride.” 
t spotting has been com- 
' eliminated in the Dacron- 

lene-built tires,” Firestone said. 


The next step in Firestone’s de- 
pment program will be to equip 
ts in various parts of the na- 
m with Dacron and Terylene 
and these results then will be 
Mpared with earlier findings for 
evaluation of the new cord 
1, Firestone said. 















































the second industrial revolution 
in Europe,” according to Hahn. 
*~ ~ - 


S THIS revolution takes effect, 

it is his feeling that European 
auto manufacturers will consoli- 
date to some extent, similar to the 
recent consolidation between Mer- 
cedes-Benz and Auto-Union, There 
will even be some cooperation and 
consolidation across national bor- 
ders. 

Hahn is one of the most opti- 
mistic men in the business today. 
He believes implicitly in the fu- 
ture health of the American auto- 
motive market, and he talks of 
its growth with the same enthu- 
siasm he generates for the Euro- 
pean Common Market, and its 
potential. 

Volkswagen apparently is not in 
the U. S. to put any American 
manufacturer out of business, nor 
even to suggest such an eventual- 
ity, but it is here to promote vig- 
orously its small share of the total. 

To achieve this end, it is evident 
that Hahn believes the VW organ- 
ization—from importer to’ distri- 
butors to dealers and back to the 
factory—must offer the public a 
quality product, backed by quality 
service, at a “fair price.” 


Delco-Remy Plans 
Shipping Center 


ANDERSON, Ind.—Plans for 
construction of a new 185,000- 
square-foot building that will serve 
as a packing and shipping center 
for all Delco-Remy division manu- 
facturing operations in Anderson 
were announced here. 

Delco-Remy General Manager 
Don L. Boyes indicated that con- 
struction of the new brick and steel 
structure will begin immediately 
on property adjacent to its present 
plant sites. 


Look at all your dealer friends who have increased their sales with Childers Carports: 


ALABAMA 


Albertville: Clinton Smith Mtrs. 
Alexander City: Dixie Mtrs. 
Calera: Bowdon Pontiac 
Cullman: Culpepper Mtr. 
Decatur: Alabama Auto Parts 
Demopolis: Skinner Mtrs. 
Enterprise: Persse Mtrs. 
Eutaw: Darby Chevrolet 
Yarbrough Service 
Fort Payne: West Buick 
Lenett: Bartlett Auto Sales 
Montgomery: C. E. Pitts Mtr. 
Fairview Buick 
Russeliville: Grissom Mtr. 
Tinsley Mtr. 
Winfield: Pate Chevrolet 


ARIZONA 
Safford: Gila Motors 


ARKANSAS 


Fayetteville: Hatfield Pont.-Cad. 
Phillips Mtr. 
Fort Smith: Medrick Mtr. Sales 
Hot Springs: Meredith Mtr. 
Marvell: Erwin Mtr. 
Russeliville: Rye GMC-Pont. 
Sileam Springs: Car! Chev.-Olds. 
Feenster Chev.-Olds. 
Walnut Ridge: Tolson Mtr. 


CALIFORNIA 
Merced: McCauley Edsel Sales 


DELAWARE 
Dover: C. F. Schwartz Mtr. 


FLORIDA 


Deland: Inland Buick Co. 

Fort Pierce: Perri Oldsmobile 
Green Cove Sprgs.: Roberts Chev. 
Jacksonville: Reynolds Auto 

Lake Worth: McCoy Mtrs. 

New Smyrna Beach:. Watkins Ford 
Orlando: Reeves Kenworth 
Pensacola: Green Mtr. 

Quincy: Fryer Smith Mtr. 


GEORGIA 

Calhoun: Davis Bros. Mtr. 
Cedartown: Pickett Chev. 
Cornelia: Stovall Tractor 
Covington: Ginn Mtr. 
Edison: Duke Mtrs. 
Rome: Rome Linc.-Merc. 
Union Point: Morgan Mtr. 
Vidalia: Russell Mtrs. 
West Point: Valley Chev. 


ILLINOIS 


Beecher: R. L. Reising Sales 
Chenoa: Tinges Sales & Service 
Dixen: C. Marshall’s DeSoto-Ply. 
Dundee: Doane Chev. 

Robinson: Dog & Sods 

Rock Isiand: Buck Buick 


Akron: Madeford Mtr. 
Bloomington: Barnard Mtrs. 
Bourbon: Berkeypile Chev. 
Fort Wayne: Bob Berry Ford 
Monticello: Kollo! Auto 
Rensselaer: Clark Mtr. Sales 
Felder Chev. 
Hoover Mtrs. 
Ken Ford’s Auto 
Silver Lake: Kerlin Mtr. 
Wabash: Geyer Mtr. Sales 
Gus Dorais Chev. 


1OWA 


Dave : Vincent J. Neu 
Keokuk: Tigue Mtrs. 


KANSAS 

Caney: Toner Mtr. 

Junction City: Sampson Mtrs. 
Sharon Springs: Hey! Mtr. 


KENTUCKY 


Ashland: Troy E. Fairchild Buick 
Berea: Hymer Ford Sales 
Elizabethtown: Pate Mtr. 
Georgetown: Bevins Mtr. 

Horse Cave: Dee & Jay Mtr. 
Liberty: Griffin-Wesiey Mtrs. 
London: Reynolds Mtr. 
Madisonville: Universal Mtr. 
Manchester: Manchester Sales. 
Paintsville: Brown Auto Sales 
Scottsville: Hobdy, Dye & Read 
Vanceburg: J. F. Bertram Co. 


LOUISIANA 


Amite: Hood Mtr. Co. 
Ferriday: Weber Ford 
Jonesville: Babin Mtrs. 
Lafayette: Lafayette Mtr. 
Mer Rouge: Windsor-Parker 
Monroe: McCain-Roberts 
Oakdale: Scott Cain Mtr. 
Wheeler Chev. 
Ponchatoula: Sellers Mtr. 
Thibodaux: Autohome Buick 


MARYLAND 
Cumberland: Gurley’s, Inc. 


Belding: Breimeyer Chev. 
Ciare: Bruckart Mtr. Sales 
Tim Cotter Mtr. Sales 

Clarkston: Clarkston Mtr. 
Grand Rapids: Bravata Marine 

Otterbein’s 
Linden: Close Chev. Sales 
Sparta: Johnson Bros. 

Sparta Mtrs. 


MISSISSIPPI 


Cleveland: Wilson Mtr. 

Indianola: Delta Mtr. Service 

McComb: Lewis-Day Mtrs. 
Robinson's 

Moss Point: Grafe Auto 

Port Gibson: Alien Mtr. 

Senatobia: Brown & Gulledge 

Taylorsville: Hankins Chev. 

Tupelo: Thompson Mtrs. 


Aurora: Charlies White Mtr. 
Camdenton: Laughlin Mtr. 
Phillips Mtr. 
Carthage: Howard Buick 
Clinton: Ray Crouch Mtrs. 
Sadier Mtr. 
Columbia: Nathe Chev. 
DeSoto: Meyers & Datillo Mtr. 
Eldon: Tompkins Chev. 
Houston: Ferguson Buick-Pont. 
Romines Mtr. 
Jefferson City: Central Mo. Mtrs. 
Kansas City: Art's Sports 
Memphis: Memphis Imp. 
Moberly: Henry A. Taylor 
Sanders Mtr. Sales 
Wheaten: Wheaton Tractor 


Albuquerque: A. Ray Barker Mtr. 
Motorsport Corp. 

Deming: Kenedy Mtr. 

Farmington: Basin Mtr. 

Fort Sumner: Withers Mtr. 

Las Cruces: Mesilla Mtr. 
Stephen Auto Exch. 

Portales: Deans Auto Service 


Santa Fe: Santa Fe Mtr. 
Taos: Bill Miller Chev. 


NEW YORK 


Oneida: Van Vieet Mtrs. 
Watertown: Kamp’s Garage 


NORTH CAROLINA 
Concord: Ed Stallings 
Greenville: Brown & Wood 
Murfreesboro: Fisher Mtr. 
New Bern: F & L Used Cars 


OHIO 

Bryan: Donaldson Mtr. Sales 
psic: Parker Chev. 

Waverly: Clarence Vallery 


OKLAHOMA 

Chickasha: Randolph's Auto Sales 

Fairview: Cornelsen Mtr. 

Guthrie: Scrutchfield Mtr. 

Woodward: Ferguson Mtr. 
Stricker Mtrs. 


OREGON 

Grants Pass: Kelt Chev. 
Medford: Lea Motors 
PENNSYLVANIA 


Beaver Springs: Kline Mtrs. 
Johnstown: Cambria Mtrs. 
New Castle: Morrison Buick 


SOUTH CAROLINA 
Greenville: Greenville Auto 


SOUTH DAKOTA 
Mitchell: Rozum Mtr. 


TENNESSEE 
Dayton: Arnold Mtr. 

Arnold Tractor 

Gurley Mtr. 
Dunlap: Wagner Mtr. & Som. 
Fayetteville: Roy Warren Buick 
Greeneville: Harrison Mtr. 
Madison: Jones Pontiac 
McKenzie: Vaughn's Auto Sales 
Waverly: Eveready Mtr. 


TEXAS 


Amherst: Crow Chev. 
Angleton: Martin Mtrs. 


Aransas Pass: Justin Snyder 
Beeville: Hunt Auto 
Bowie: Bob White Mtr. 
Bowie Mtr. 
Burnet: Fry Mtrs. 
Burton: Zuehike Chev. 
Clarksville: Marchbank’s Pont-Cad 
W. A. Dobson 
Clifton: Stewart Mtr. 
Corsicana: Norris-Hamilton 
Dallas: Earl Hayes Chev. 
Ei Campo: Wilson Mtr. 
Fairfield: Parker Chev. 
Galveston: Kyle Gilespie Mtrs. 
Houston: Biand-Willis Cad. 
Houston Cont. Mtrs. 
Huntsville: Earl Morris Mtrs. 
Maliery & Smither 
Italy: Windham Chev. 
LaGrange: LaGrange Mtrs. 
Liane: Ratliff Chev. 
Lufkin: Angelina Chev.-Cad. 
Madisonville: P. M. Standley 
Malakoff: Bankston Mtrs. 
McKinney: Cox Chev. 
Mission: Ludwig Mtr. 
Sharyland Impl. 
Muenster: Endres Mtr. Co. 
Muleshee: C&H Chev. 
Nacogdoches: N. W. Smith Mtr. 
Grange: Bob Moses Mtr. 
Gasgow Mtr. 
Perryton: Perryton Mtrs. 
San Saba: Golding Mtrs. 
Shaw Mtrs. 
Seymour: Morris-Wirz Chev. 
Sherman: Chase Chev. 
Stephenville: Jones Chev. 
Te: : L. R. Boyd Mtr. 
Weslaco: Pearre Mtr. 
West: Kozelski Mtrs. 
West Columbia: Clyde V. Lee 


VIRGINIA 

Emporia: Capito! Service Station 
Newport News: ‘‘Nick”’ Allen Mtrs. 
WASHINGTON 

Walla Walla: Graves-Anderson 
WEST VIRGINIA 

Bluefield: W. R. Keesee & Co. 
Parkersburg: Dils Edsel Sales 
WISCONSIN 

Kenosha: Anderson Mtrs. 


UP TO 36 MONTHS TO PAY 
WE PAY. FREIGHT TO ANY DEALER IN U. S. 


r—————-— MAIL THIS COUPON TODAY -—————4 


3620 West 11th Street 
Houston 8, Texas 


Dear Bob: 


City 


Childers Manufacturing Co., Dept. AN-4 


| made two calls that cost $................-.--ec-ccsesesseseeesees oan 





(J Check here if you would like to pay for your carports 
while they earn profits for you. We fin 


(0 Check’ here for independent engineers’ report on 35-lIbs. 
per sq. ft. snow | test of Childers Carports. 


inance up to 36 months. 
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The Man Behind the Wheel... 








Sales Testing the Armstrong-Siddeley 


(Continued from Page 8) 


footed as a mountain goat on a 
small hill. 

Even at 90 miles per hour, it 
appears to be working with no 
effort at all to deliver a pleasant 
ride. At speeds of 50 and 60, it is 
a dream to drive and ride. 

There is no vibration from the 
engine except occasionally while 
idling. This occurs because the en- 
gine is mounted to float, similar to 

the old '32 Plymouth. Only rarely 
will this slight vibration transmit 
itself to the rest of the car. This 
gives it the effect of the rough idle 
of some sports cars, but is not 
objectionable when its cause is 
known. 

The transmission is also particu- 
larly fine when slowing for a stop 
because it will downshift itself rap- 
idly, assisting in the braking action 
more than most automatics, 

If it becomes necessary to call on 
extra power, for passing or any 
other emergency, while cruising at 


higher speeds, the driver merely 
pushes the accelerator to the floor 
and the transmission will auto- 
matically downshift for quick take- 
off and reserve power. 

* *K *~ 
Has American Shocks 


_ Armstrong Siddeley has 
American shocks which give it 
a domesticated soft ride, but con- 
trary to American cars it does not 
swim or sway. It is a firm ride, yet 
allows for maximum relaxation. 

A tire pressure of 22 pounds is 
recommended for normal driving, 
which adds considerably to the soft- 
ness of the ride. The one disad- 
vantage is that the tires have a 


sharp curves, which does not occur 


of 26 pounds is adhered to. 
Cornering with this automobile, 
where you would expect the center 
of gravity to be high is quite a 
surprise. It handles with ease, with 
only a slight tendency to oversteer 








Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important eztra 
steps for extra life .. . extra toughness . . . scienti- 
fically fortified for complete, all round protection. 
WoLF’s HEAapD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WOoLF’s HEAD . . . commanding distinctive 
customer loyalty. 


woTor on 
ano veces 


WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 








tendency to squeal on corners and) 


when the normal “touring” pressure | 


on very sharp corners, However, it 
does feel nose-heavy in a fast cor- 
| ner. 

Because of the shock modifica- 
tions made by the American dis- 
tributor, this car feels almost as 
fine on rough roads as an Ameri- 
can-built job, Washboard and 
cobblestone roads can be taken at 
high speeds with no attendant 
strain or discomfort for passen- 
gers. Noise is no problem under 
these conditions either. 

Disk brakes are fitted to the 
| front wheels. This eliminate fades, 
although the action seems slow at 
times. No heating was evident at 
any time, even during the most 
| strenuous braking tests, from stop- 
and-go traffic to highway travel 
and periods of continuous braking 
for testing purposes. 

Front seats are designed as over- 
stuffed bucket type, which gives 
passengers the feeling of sitting in 
a self-conforming seat. It should 
be very easy to sell these foam- 
rubber-lined leather seats. 

* * * 


Rear-Seat Problem 


HE rear seats have a rather 

severe dip from front to rear, 
which is even a modification of the 
original English seat. Some passen- 
gers commented, without prompt- 
ing, that the rear seat was not as 
comfortable as it might be. Some 
felt the addition of a few inches 
to the seat would correct the prob- 
lem, while others thought the seat 
needed to be leveled. 

It is not an uncomfortable seat 
in its present condition, but it 
could be improved and salesmen 
will find it best not to enter into 
long discussions about rear-seat 
comfort. 

In the front seat, the driveshaft 
tunnel is visible, while the floor in 
the rear has been raised to elimi- 
nate the necessity of the tunnel, 
which may explain the odd seat 
conformation in the rear. 

This should be a very easy car 
to service, with the engine easily 
accessible, as are such things as 
the power steering, windshield 
washer and generator. 

The dipstick is on the lefthand 
side of the engine, and a slight turn 
to the left unlocks it for quick test- 
ing. As one mechanic said when he 
released the dip stick: “If the rest 
of this motor is made this well, this 
car should never give you any 
trouble.” 

This six-cylinder, four-liter en- 
gine boasts a 3.5-inch stroke in a 
east iron block with aluminum 
heads and overhead valves working 
through a double camshaft. 

Independent coil springs with 
trailing wishbones form the front 
suspension, while semi-elliptic 
springs on the rear axle, plus the 
American shocks, both front and 
rear, combine to offer the soft 
pleasant riding characteristics of 
this fine sedan. 

7” * * 


Trunk Is Large 


yas pistol-type handbrake, 
mounted just beneath the dash, 
operates by cable mechanical link- 
age on the rear brakes only. The 
front disk-type brakes are, of 
course, self adjusting. 

The owner’s manual is extremely 
complete, with enough detail to suit 
the average tinkerer who would be 
able to make many of his own 
adjustments and repairs, were he 
so inclined. 

The trunk is large and fully lined 
and has a flat floor, allowing for 
easy placement of luggage. The 
spare tire slides into a slot beneath 
the floor of the luggage compart- 
ment with no bolting required. It 
is so snug in its enclosure that it 
holds tight with no accompanying 
rattle. 

The jack and tire wrench are 
fitted into a housing below the 
luggage floor and held snug by 
clips. Just above these fittings is 
the rubber-encased tool-and- 
spare-parts drawer which has 
everything from a grease gun, 
tire-pressure gauge and wrenches 
to spare ignition parts, 

There are a few minor objections 
to the automobile, but it is difficult 
to mention them without appearing 
to carp, because of the car's many 
outstanding exclusive features. 

For instance, the trunk lid 
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doesn’t really open wide enough to| cal rejoinder to a test-drive sugges. 
allow entrance without stooping.| tion. But a few miles on the 
However, it is spring mounted and | and a few minutes spent exa mining 
Swings open wae g effort. | the detail and comfort, are almog 
always enough to convince even th 
‘An Impressive Auto’ |most skeptical that here is a a 
c~ mileage might come in for) }juxury package. 
a go-round with a difficult cus- | 


pr | The most skeptical can usuall 
tomer, although any man willing to|t-neq into Sonnens hy pr be 


plunk down $7,000 (in round fig-| _.). % ad 
ures) for this automobile is no aan tn, St of body plecear ak 
pnt bw gl about his 845 | attention to interior trim and up- 
We fond almost no difference | holstery, on con a oo an be 
: | worn bo ront and rear; the 
between city and, suburban, trafic | Pushbutton ‘interior lighting: th 
gallon and long-distance express-| rear window a ar ae and 
way travel where we improved the| Ging and ude. of all—the han. 
situation slightly to 12.5 miles per : : ; 
gallon. This was accomplished Here is a car that creates excite. 
through some 800 miles of testing. |™ment and comment no matter 
Selling this 165-horsepower lux-|Where you drive it—almost all of 
ury job should be no problem to| it good. : 
even the novice salesman. It is dis-| The market for the Siddeley ig 
tinctive in appearance, articulate in| of course, restricted to those indj- 
viduals looking for solid luxury, 
But it is an expanding market. 


performance. 

Drivers first note the classic 
styling, then its elegant feel. Next 
they comment on its ease of han- 
dling and most adequate perform- 
ance, It is an impressive auto- 
mobile to ride in, an impressive 
automobile to drive, an impres- 
sive automobile to own. 

Most people seem to enter the 
Siddeley in a hypercritical frame 
of mind. “Show me, because it can’t 
be as good as you say,” is the typi- 


Hoffman Expands Facilities 
HARTFORD, Conn.— The addi- 
tion of 10,000 square feet of floor 
space will permit servicing of 
more cars with the latest equip. 
ment, according to Hoffman Mo- 
tors (Oldsmobile), Connecticut 
Blvd. The parts department also 
has been enlarged. 














ADVERTISEMENT 


“WITHIN THE BUDGET OF ANY SIZE DEALERSHIP,” writes J. H. 
Thompson of Thompson Motors, Tupelo. Miss., about his Childers Con- 
tinental Carports. “We cannot tell you just bow much... they have 
helped the appearance of our used car lot.’ Read how Childers Carports 
can sell more cars for you. See Page 35. 


IMMEDIATE NEW DEALERSHIPS 
OFFERED BY WAYNE 


America’s No. 1 Bus Manufacturer 





QUALITY-FAMOUS ADVANCED ECONOMICAL 
CONVENTIONAL LARGE-CAPACITY BANTAM-SIZE 
BUSES TRANSIT BUSES TRANSIT BUSES 


Exceptional business opportunity for fleet operators, contract haulers, 
truck equipment distributors, and others. Rapidly expanding markets, in- 
creased sales and deeper market penetration make a limited number of 
Wayne Dealerships available. America's No. 1 Bus Franchise offers you: 


@ A recession-proof business. In the 
1958 business recession, general auto- 
motive sales slumped 31%, yet school 
bus business was off only 3.5%. 

@ World's safest, best-engineered 
buses. More exclusive, advanced fea- 
tures. Complete line of buses, conven- 
tionals and transits, including versatile 
new Bantam Transit for economical 
small-group transportation. 

@ Top-name prestige with an enviable 
reputation for quality. 

@ Large corporation research, design 
and production. 

@ Unique customer-winning leasing 
and financing plans. 


@ High percent repeat business. 
@ Expert field assistance. 


@ Large income from a relatively small 
investment. 


@ A big growing market. 5 of every 6 
buses built are school buses, and 
Wayne is the largest manufacturer in 
this rapidly growing field. 32% of all 
public school students ride buses. Con- 
tinually rising birth rate, trend toward 
suburban living, and consolidation of 
small rural schools mean rapidly in- 
creasing sales. 


@ Many other profitable markets. Tre- 
mendous savings make a hit with transit 
operators. Powerful sales appeal for 
intra-city and inter-city bus operators; 
suburban and feeder lines; airport and 
charter service; sight-seeing, resorts, 
and camps; mobile dispiay and book- 
mobile users; industries and many @ Powerful advertising and merchan- 
others. dising helps. 


Write today for more information. Include a description of your faciiities, 
personnel, etc. Address Dealer Development Department— 


WAYNE WORKS DIVISION - RICHMOND, INDIANA, a division of 
Denes 


Manufacturers of specialized automotive and electronic products. 
School and Adult Buses « Delivery Trucks « Ambulances 
Funeral Coaches « Electronic Components and Systems 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 












































Week Week Jan. 1 Jan. 
Ended Same Ended Total To To 
Aug. 8, Week, Aug.1, Output, Aug.9, Aug. 3, 
1959 1958** 1959* duly* 1958** 1959 
AMERICAN MOTORS 
Rambler .........-.ccceeees | errr 8,345 42,368" 110,834 267,741 
CHRYSLER CORP. .... 753 7,897 10,900 ‘71,601 380,018 512,163 
QOUYSTOR onccsccccccsccssscssces cosscessee — seesereeee 96 5,464 35,545 50,277 
PROS OCO  enneccrccrerecccrccseccers cesessvers sv sasenere 11 2,837 22,956 33,969 
MINTO. scvccscccsersevessssvesessse esceseceee 221 1,027 12,007 66,624 108,950 
PMPCTIAl on... ceccccrcsecssere sessereres ——aeseserers ea sseenens 53 8,330 11,919 
Plymouth .............00000 7,676 9,766 51,240° 246,563 307,048 
FORD MOTOR .............. 40,045 27,412 38,329 159,653 704,942 1,150,083 
BION sxcessccscccescsesescovevceses 450 322 419 1,971 7,923 25,270 
EO” vecenctssnswicseeccessoeee 35,965 22,743 34,377 143,516 , 604,349 1,008,376 
Thunderbird. ............. 1,695 1,108 1,674 7,884 30,318 48,855 
Lincoln 400 260 401 1,850 16,439 18,147 
Mercury 3,230 4,087 3,132 12,316 76,231 98,290 
GENERAL MOTORS .. 57,472 30,305 64,944 272,791 1,422,764 1,919,715 
SEEK, sevecccccsccccesscccesessoes OUD «== wbsenseene 3,854 16,836 133,111 161,076 
END Scctecsscccescscccsscce «PED ascsnsenee 3,366 14,124 89,510 ;, 106,268 
Chevrolet ...........sccscceee. 34,500 30,305 39,375 162,130! 860,322 1,082,176 
Oldsmobile .................... Se wettonsece 9,104 38,115 203,146 272,966 
SEED -sesdbceundvtstcunsteaeens See... semaines 9,245 41,586 136,675 297,229 
§-P Corp. 
OIE! occcvesctcscccoss ovctnstons  —asesecsdon §=— en sucnne 8,972 21,572 98,051 
Total Cars, U. S.***....106,470 65,614 122,518 555,385 2,641,875 3,947,753 
*Revised. 
Totals for 1958 include Packard production. 
Thunderbird included in Ford division figures, 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Aug. 8, Week, Aug. 1, Output, Aug.9, Aug. 8, 
1959 1958* 1959* duly* 1958* 1959 
CHEVROLET ................ 700 5,753 4,344 35,443 178,710 251,180 
DIAMOND T ................... 90 83 69 395 3,128 3,883 
I Sten scicsencsevicieunoedinn 80 ae estonia 178 1,612 1,870 
IE > asiebicpittsecdbevinnreiioes 150 DO. eteatinss 5,189 37,698 48,613 
ET inci ciicanscaapitodeenameneen 7,115 4,836 6,697 30,510 137,267 216,886 
EE Wit Risnenccliasssisesdstinesenesens 1,650 1,084 2,076 9,419 37,854 58,754 
INTERNATIONAL ...... 330 1,482 3,248 14,315 56,844 91,791 
EEE» vinsicavsnecotienesuiese 360 294 376 1,607 9,159 10,695 
STUDEBAKER. ............. ee ~ \seidasee 200 1,140 3,730 8,440 
ETT Sccncoxsvseteconcsines 410 284 451 1,446 10,190 11,965 
IIIS "iba idibacusiininusncits’ oxcdivhdne © ~“Gestninans 2,540 10,998 49,346 72,210 
MISCELLANEOUS** ... 90 53 90 427 2,659 2,589 
Total Trucks, U.S. .... 11,185 15,421 20,091 111,067 528,197 778,876 
Total Cars, Trucks, 
SI sicstsdepcsthgs isciaiebinraeconde 117,605 81,035 142,609 666,452 3,170,072 4,726,629 
“Total Cars, Trucks, 
I SiusciAiinsbboetanceese 134 231 3,268 33,990 242,109 276,822 
Grand Total. 


Cars and Trucks. 
U. S. and Canada ..117,739 81,266 145,877 ‘700,442 3,412,181 5,003,451 
"Revised. 
Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
**autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totals. 
¥.B. All U. S. totals include cars and trucks for military orders. 


GMC Develops New V-6; 
Greater Durability Cited 


(Continued from Page 2) 


inch V-12 that is generally refer- 
red to as the “Twin-Six.” 

With tremendous torque at low 
engine speeds, the Twin-Six oper- 
ates at less than full power, Mon- 
aghan said. This not only lengthens 
engine life and lowers fuel con- 
sumption but also provides the re- 
serve power needed for large high- 
way tractor-trailer combinations to 
take uphill grades at good speeds 
with a minimum of downshifting, 
he added. 

The engines are of an “over- 
square” design, meaning the bore 
dimension of each is greater than 
its stroke. This holds internal 
friction and heat losses to a min- 
imum, greatly extending engine 
life, Monaghan said. 

Designed to run on regular 
grades of gasoline, the engines have 
exceedingly high combustion effici- 
ency for economical operation, he 
added. 

The new engines also were de- 
signed for easy maintenance and 
a high degree of parts interchange- 
ability, he said. All six-cylinder en- 
gines have over 70 parts in com- 
mon and both six-cylinder and 
Twin-Six units have over 50 parts 
in common. 

The only other V-6 is used in the 
Italian-built Lancia. 


Maximum torque at around 1,400 
tevolutions per minute compared 
with 2,500 for typical V-8 engines. 

He said the engines will cost 
slightly less than current V-8 
models, but more than six-cylin- 
der in-line power plants, GMC 
will continue to offer in-line en- 
gines, but it’s expected that they 
will be gradually phased out, he 
added. 

Besides the 401, the engine family 
includes a 305 and a 351-cubic-inch 
displacement V-6 and the 702-cubic- 





Tourist’s Volkswagen 


Buffaloed in Dakota 
SIOUX FALLS, 8S, D. — For 
years, people have said the Volks- 
Wagen looks like a beetle, but per- 
they have been all wrong. 
A tourist, visiting a South Da- 
keta park during buffalo-mating 
Sason, parked his VW to take a 
look at a herd of the graz- 
ing animals, He reported with a 
straight face that one of the ani- 
Mals left the herd, galloped up to 
Volkswagen and in venting 
ardor crumpled the rear fend- 
€fs and engine lid and poked a 
hole in the rear window. 
rs 
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Week’s Total Dips to 106,470... 





4-Millionth 


Car Due 


‘As 59 Run Nears End 


(Continued from Page 1) 


Wixom, Mich.; the Mercury plant 
at Los Angeles, and some Ford 
division and Chevrolet plants will 
be building out on ’59 models the 
same week. 

The week beginning Aug. 24 will 
find Mercury plants at Metuchen, 
N. J.; St. Louis, and Wayne, Mich.; 
the Edsel plant in Louisville, and 
the remainder of the Chevrolet and 
Ford division plants building out 
on current models. 

* * * 

IGHLIGHT of last week’s oper- 
ation was the assembly of Ford 
division’s one-millionth car of 1959 
on Friday—a milestone that was 
not reached until Dec. 20 last year. 
Another milestone reached last 
week was the assembly of the 
five-millionth vehicle of the year 
by U. S.-Canadian manufacturers 
on Saturday. The comparable ve- 
hicle of 1958 didn’t roll from the 
assembly lines until the week 

ended Dec. 13. 

Ford and Chevrolet combined to 
lead the industry with 66.1 percent 
of total industry output last week 
on 70,465 assemblies. 

Ford, with four of its plants 
working Saturday, topped the list 


Obituaries 


George Day, 69; Headed 


Colorado Dealer Group 


DENVER. — George R. Day, 69, 
owner of Day Chevrolet Co., Au- 
rora, and president of the Colorado 
Automobile Dealers Assn., died of 
a heart attack July 29. 

Mr. Day was widely known as a 
collector of rare books. He was a 
former member of the Denver 
Planning Commission and a former 
chairman of the board of control 
of the State Home for Dependent 
Children. He founded Day Chevro- 
let 30 years ago. 





* * 


Yandell C. Cline 

COLUMBUS, Ind.—yYandell C, Cline, 61, 
vice-president of Arvin Industries, Inc., 
died Aug. 2. He had been vice-president in 
charge of employe and public relations at 
Arvin since March, 1955. Mr. Cline joined 
the company in 1934 as assistant treasurer 
and was elected treasurer in 1935. From 
1920 to 1934, he worked on several Mid- 
west newspapers as a reporter, city editor, 
editor and publisher. 

* * * 
John G. Lownsbury 

TOLEDO. — John G. Lownsbury, 69, a 
former Chevrolet dealer in East Toledo, 
died July 31. He was a former president 
of the Toledo Automobile Dealers Assn, He 
founded his dealership in 1922 and retired 
in 1948. 

* * * 
J. Martin Larsen 

NORTH OGDEN, Utah.—J. Martin Lar- 
sen, 79, a charter member and the first 
president in Ogden of the Independent 
Automotive Repairmen’s Assn., died July 
24. He owned Larsen Auto Repair & Ma- 
chine Shop. 


* + * 
John J. Foley 
DALLAS. — John J, Foley, 77, retired 
Southwestern general manager of Interna- 
tional Harvester Co., died of a heart at- 
tack July 30. 


* * * 
George W. Threadgill Sr. 
MILAN, Tenn.—George W. Threadgill 
sr., 55, a partner in Threadgill-Rummage 
Motor Co., died of a heart attack July 25. 
* * * 
James L. Pate 
ELIZABETHTOWN, Ky. — James L. 
Pate, 53, president of Pate Motor Co. 
here, died July 27 of a heart attack. 
* * - 


Walter O. Rebentisch 
GRAND RAPIDS, Mich. — Walter O. 
Rebentisch, 61, former auto dealer here for 
24 years, is dead. He operated Nash and 
— dealerships before selling out in 
1948. 


* * * 
Alvin R. Jones 
INDIANAPOLIS, Ind.—Alvin R, Jones, 


63, president of Jones & Maley, Inc. (De- 
Soto-Plymouth), died July 29 in St, Vin- 
cent’s Hospital. 

* * 


Arthur A. 

CONCORD, Mass.—Arthur A. Magurn, 
63, founder of the Concord Auto Auction, 
now located in Acton, Mass., died July 28 
in Boston. 

~ * ” 


William A. Kemmel 
AKRON.—William A, Kemmel, 60, who 
had been associated with Goodyear Tire 
& Rubber Co. for 44 years, died July 24 
in Akron City Hospital after a lingering 
illness. Mr. Kemmel had been assistant 
to trade sales vice-president, 

* 


Ulick H. Burke 
CLEVELAND.—Ulick H. Burke, 77, a 
director of General Outdoor Advertising 
Co., died July 29. A pioneer in the outdoor- 
advertising business, he was branch opera- 
tions vice-president for GOA when he re- 
tired in 1957. 


with an estimated 35,965 assemblies, 
while Chevrolet, with its Kansas 
City assembly unit on six days, 
turned out an estimated 34,500 cars. 
Chevrolet’s Bloomfield (N. J.) plant, 
which produces the division’s ex- 
port models, was down all week, 
having completed its model run. 


General Motors’ total output de- 
clined from 64,944 units a week 
earlier to an estimated 57,472 units 
last week as Buick closed out its 
1959 model output on Wednesday 
and Cadillac on Thursday. 


A breakdown of GM assemblies 
showed Chevrolet off from 39,375 
to 34,500 units; Buick down from 
3,854 to 2,650 cars; Cadillac off 
from 3,366 to 2,700 units; Oldsmo- 
bile down from 9,104 to 8,822 cars, 
and Pontiac down from 9,245 to 
8,800 units, 

A factor in the Oldsmobile and 
Pontiac declines were the shutdown 
of B-O-P assembly units in Atlanta 
and Framingham, Mass. on Thurs- 
day. The other five B-O-P plants 
closed out their 1959 model output 
Friday. 

*~ * * 

ORD MOTOR’S output totalled 

an estimated 40,045 units last 
week, compared with 38,329 assem- 
blies a week earlier. 

A breakdown of Ford Motor 
operations showed Ford division 
up from 34,377 units a week ear- 
lier to an estimated 35,965 units 
last week—its Thunderbird out- 
put increasing from 1,674 
to 1,695 units; Mercury up from 
3,132 to 3,230 assemblies; Edsel up 
from 419 to 450 units, and Lin- 
coln remaining on par with the 
previous week with 400 assem- 
blies, compared with 401, 
Rambler in its last week of 1959 
model output, turned out an esti- 
mated 8,200 cars, compared with 
8,345 assemblies a week earlier. 

Plymouth closed out its 59 model 
output at Evansville, Ind., last 
Tuesday, with the division getting 
753 assemblies. All other Chrysler 
Corp. divisions were down for 
changeovers. 

* * + 
yoo changeovers, inventory 
adjustments and vacations hit 
hard at the truck makers as com- 
mercial-car output declined from 
20,091 units the previous week to 
an estimated 11,135 units last week. 

Vacations and changeover op- 
erations also hit hard at Cana- 
dian operations last week as only 
134 cars (all Studebakers) were 
rolled from the country’s assem- 
bly lines. That compared with 
3,268 vehicles assembled the pre- 
vious week, and 231 assemblies 
during the week ended Aug. 9 
a year ago. 

Last week’s 134 assemblies were 
all cars, as compared with 2,239 
cars and 1,029 trucks a week ear- 
lier. 

Studebaker-Packard closed out 
its 1959 model run last Friday, 
while International, GM and Ford 
are down for annual vacations. 


Willys Unit Makes 
50,000th Vehicle 
In Argentina 


WASHINGTON.— Industrias 
Kaiser Argentina, an affiliate of 
Willys Motors, announced that its 
50,000th vehicle rolled off the final 
assembly line at its Santa Isabel, 
Cordoba, plant. The vehicle will be 
donated to a charitable institution. 

Production of 50,000 vehicles has 
meant savings of approximately 
$100 million in foreign exchange. 
The corporation’s turnover in 1958 
was equivalent to 1 percent of the 
gross national product. Production 
was begun in April, 1956. 

Today, in addition to Jeep ve- 
hicles, IKA is manufacturing the 
Kaiser Carabela passenger car and 
is tooling to build a small passenger 
car utilizing an Alfa-Romeo body 
and a Willys chassis. 

IKA has also just comple’ con- 
struction of a $2 million forge facil- 
ity adjacent to its automotiye man- 
ufacturing plant. 
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Chrysler Corp. has been down for 
changeovers for a month. 

International will return to oper- 
ations this week; Ford will return 
to work Aug. 17, but GM will enter 
its changeover period following its 
two-week vacation. 

* * * 


U.S. Car Assemblies Hit 
555,385 as Records Fall 


DETROIT.—Rambler and Thun- 
derbird hit alltime highs for month- 
ly output in July as the months’ 
assemblies hit 555,385 units. 

That compares with the 558,015 
cars assembled in June and the 
321,017 units turned out during July 
a year ago. 

Rambler output for the month 
hit 42,368 units, topping the former 
high of 40,235 cars built in April. 
Thunderbird’s output of 7,884 cars 
in July topped its former high of 
7,468 assemblies in June. 

Ford Motor Co.’s output of 190,- 
163 cars and trucks in July was the 
highest for the month of July since 
1955, and exceeded that for July, 
1958, by more than 93 percent. 

Truck output in July totalled 
111,067 units, compared with 120,368 
assemblies in June, and 67,319 units 
during July, 1958, 


Ree 


For Rates, Etc., See Next Page 





HELP WANTED 


SALES MANAGER — Rambler — 600 unit 
franchise—Large midwestern .city. Old 
established deal, carry own contracts. 
You must have good, rounded automo- 
tive experience to qualify, Good salary 
and incentive bonus, etc. Send all per- 
tinent data first inquiry. Box 642, c/o 
Automotive News, Detroit 7. 


Agents Wanted 


To Sell Volkswagens 
For Direct Shipment 


Good proposition for aggressive auto- 
mobile men who know the trade. 


For further information apply: 


Rudi Arons, International Agencies 
GmbH, Neve Rabenstr. 32, Hamburg 36, 
Germany 
Germany's Largest Exporter 





SERVICE MANAGER—Must have proven 
record of ability and experience to direct 
and operate Service Department produc- 
ing a total of $20,000 to $23,000 customer 
and internal labor each month, Perman- 
ent position with salary and incentive 
payment plan assuring liberal compensa- 
tion, Completely modern Service Depart- 
ment and facilities—long time established 
Oldsmobile, Cadillac, GMC dealer in the 
beautiful Black Hills of South Dakota. 
Ideal climate, excellent schools and a 
fine place to live. Communicate with L. 
B. Vidal, President, Black Hills Olds- 
mobile-Cadillac, Inc., Rapid City, South 
Dakota. 





Are You a Top Salesman 
Now Earning $10,000? 


You can earn $15,000 or more the first year 
as exclusive agent selling Childers Carports 
to car dealers. National advertising and di- 
rect mail support, No investment. 300 car 
dealers already using. Read about revolu- 
tionary new Childers Carport, see our ad on 
Page 35. If you have sales background with 
annual earnings of -$10,000, air mail your ex- 
perience with business references to Bob 
Childers, Childers Mfg. Co., P. O. Box 7467, 
Houston 8, Texas. Our references: First City 
National, Houston; Dun & Bradstreet rating 


B+I. 





EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 25 to 40 
years old, to represent Renault distribu- 
tor in Virginia, West Virginia and the 
Carolinas, Excellent future for aggres- 
sive man, Liberal salary. Send resume to 
Box 648, c/o Automotive News, Detroit 7. 


SALESMEN—ALL LARGE CITIES. Call 
on fleets. Product for engines. Liberal 
commission, Box 644, c/o Automotive 
News, Detroit 7. 


Wanted 
District Manager 


for one of the most popular imported 
cars, Must have wholesale automobile ex- 
perience—none other need apply. Age to 
45; must relocate. Also, one district man- 
ager; must be familiar with contacting 
fleet accounts. Age to 45. Salary, bonus, 
expenses and car, Contact R. W. Casey, 
207 N. Palafox, Pensacola, Florida, 





HELP WANTED 


NOW 
AVAILABLE!!! 


Complete Line 
of Dealer 
identification 


Chrome-Plated Zinc Die Cast 
Name Plates 


Scotchlite & Chrome Pres- 
sure-Sensitive Emblems 


Injection-Molded Plastic 
Plates 


New Line of License Frames 
for 1960 


Representative 
or Jobber Basis 


WASHINGTON - OREGON 
CALIFORNIA 


Write Box 613, 
c/o Automotive News, 
Detroit 7. 


OFFICE MANAGER. Large, well estab- 
lished dealership in midwest, Position 
offers security, prestige, above average 
salary, beautiful city to live in, many 
fringe benefits and the opportunity to 
become a top member of a management 
team, If you are a qualified manager 
and accountant, experienced in success- 
fully operating an office for a dealership 
selling 1600 to 1800 cars per year (new 
and used), please write giving full par- 
ticulars, experience, references and sal- 
ary expected, enclosing a photo, to Box 
655, c/o Automotive News, Detroit 7. 


| 
AUTOMOBILE SALESMEN—TWO MEN. 
Been wishing you could move to Florida 
and have a job waiting when you get 
there? Would you like to live on the Gulf 
Coast where the fishing is good, plenty of 
water sports and excellent living condi- 
tions all year ’round? Young, aggressive 





GM dealership handling Pontiac and 
Vauxhall needs two capable men, We 
have exclusive dealership in a metropoli- 
tan area of 195,000 people. Salary plus 
commission and other benefits such as 
demonstrator furnished. Excellent op- 
portunity for right men to make a good 
connection, Reply to Box 656, c/o Auto- 
motive News, Detroit 7, Mich, giving 
full resume of previous sales experience. 
Attach photograph for fullest considera- 
jon. 


Wanted! Consumer Credit 
Insurance Agency... 
Top Commissions Paid 


Those who qualify realize commissions 


AUTOMOTIVE NEWS, AUGUST 10, 1959 


WANT AD DEPT.. AUTOMOTIVE 


HELP WANTED 


Immediate Opening 
GENERAL MANAGER 


Ford dealership located in metro- 
politan area of principle southern 
city, desires capable man experi- 
enced in all phases of dealership 
operation, including business man- 
agement for old established dealer- 
ship. Individual must be capable of 
handling new and used sales, parts 
and service departments, and oper- 
ate dealership of high type opera- 
tion. Annual potential of 700 or 
more new car and 350 or more 
truck sales. Salary and bonus plan 
open. Must come highly recom- 
mended, All replies confidential. 
Box 662, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER — GENERAL 


SALES MANAGER. College graduate, 
age 52, thirty years’ successful experi- 
ence both wholesale and retail. Have 
been associated with Chrysler, Packard, 
Buick, American Motors and Edsel. For 
the past twenty years have owned and 
operated my own dealership, never hav- 
ing an unprofitable year (except one, 
which was brought about mainly by lack 
of public acceptance of the product). 
Only interested in dealership with poten- 
tial sufficient to enable me to earn sub- 
stantial income based upon percentage 
of profit—no salary. Prefer south, south- 
west or west. Box 647, c/o Automotive 
News, Detroit 7. 


GENERAL — SALES MANAGER — I can| 


run your business! Top personal and 
business references. I am 32, married, 
clean habits, educated and refined. Ten 
years’ sales management, leasing, import 
sales, financing; three years in general 
management. I’m intelligent, aggressive 





POSITION WANTED 


GM DEALER—12 years—Sold_ business. 
Canadian, family man, age 43, graduate 
GM Dealers Management School, Best 


references. Would like to fit into dealer- | 


ship up to 300 new units or with reliable 
automotive manufacturer or supplier, Lo- 
cation preferences: Florida, California, 
Arizona, Texas, Southern Ontario, Brit- 
ish Columbia, but will consider all offers. 
Thoroughly experienced and capable of 
handling all phases of dealership opera- 


tion soundly and aggressively. Box 622, 


|! PROFITABLE OLD DEALERSHIP HAN- 


c/o Automotive News, Detroit 7. 





BUSINESS MANAGER — ACCOUNTANT. 
Florida resident desires Florida connec- 
tion, Twenty years’ experience with large 
GM dealers, Forecasts, operating con- 
trols, expense controlling, overall man- 
agement experience and capabilities, Can 
furnish best of recommendations, Box 
661, c/o Automotive News, Detroit 7. 





SERVICE MANAGER—Thoroughly experi- 
enced in all phases of service department 
operation. Good customer relations, 
knowledge of follow-up systems and fac- 
tory relations. Graduate of General Mo- 
tors Institute; service sequence. Box 663, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 
RS CSS 


DEALERS 
WANTED 


Who Can Realize Rich Profit 
Potential on 


German Lloydwagen 


Now Imported in U. S. by 


W. A. Simonds Associates 
Long Beach, Calif. 


Lloyd outsells every other car in its 
class in y, and current sales in 
San Francisco, New York, Los Angeles, 
Dallas and many other areas confirm 
ever-growing U. S. consumer acceptance. 
Dealers netting more per unit on Lioyds 
than on many higher-priced lines! 
Finance companies say, “Top grade 
Paper!” 


$1395 NEW YORK P.O.E. 
With a good mark-up for dealer! 


Current advertising schedules include 
major national media plus solid support 
at local and regional level. 








DEALERSHIPS AVAILABLE 
NORTH TEXAS—Best corner on Main and 
Highway. Forty years established, now 
handling Dodge, Oil and agriculture, 
seven miles from largest Air Force Tech- 
nical school, Population 10,000 with 100% 
increase in last nine years! 
story brick building with over 


10,000 


Modern one | 


square feet and large adjacent lot, Own- | 


ers retiring. Plant, equipment and parts 
priced for immediate sale, Browning 
Agency, P. O. Box 606, 
Texas, Phone: JO 9-2691. 





DLING GMC, Owner will retire. Excel- 
lent location in Denver area, 
and shop business. Will‘ sell or lease 
building with business. Also good loca- 
tion for other truck or auto franchise. 
P. L. Noakes, Moore Realty Co., 300 
Speer Bivd., Denver, Colorado. 





DEALERSHIPS AVAILABLE! 
NOW! Sensational new land and sea 
family trailer houseboats! Sensational 
traffic stoppers, and everybody wants 
one. Perfect for fabulous family boating 
market. Sleeps 4 in luxury, with com- 
plete kitchen and toilet, Three open fun 
and sun decks! Retails $2,495 FOB plus 
freight—Dealer discount makes your net 
cost only $1,872 plus freight! Enjoy the 
profits and fun next week! Wholesale— 
retail financing available through all 
major automobile financing companies. 
Act now! Order one or more today, Don 
Pierson Distributors, Eastland, Texas. 





TO SETTLE ESTATE. Agency handling 
Chrysler, Plymouth, Goliath; active west- 
ern New York community, Established 
20 years. Business and real estate $49,- 
500—Without real estate $28,500. Con- 
tact: W. 8S. de la Plante Associates, 847 
Washington St., Buffalo 3, New York. 





AVAILABLE FOR QUICK SALE — Fran- 
chises handling Mercury, Edsel, Rambler 
and Metropolitan, one of the hottest cars 
on the market today, 300 new car po- 
tential, Ideal location on main highway. 
Must sell, Box 658, c/o Automotive 
News, Detroit 7. 


HANDLING 
CADILLAC-OLDSMOBILE 
AND FOREIGN CARS 


Beautiful building, large used-car lot, 150-car 
potential. Located on main highway in Ver- 
mont, Owner will assist buyer in selling tem- 
porarily, if needed. Owner wishes to retire 
eventually. Write Box 660, c/o Automotive 
News, Detroit 7. 


PROFITS 


Burkburnett, 


large parts | 


| 


| 10040 Freeland Ave. 





DEALERSHIPS AVAILABLE 


Imported New Car 


Franchises Available 
for the 
HOTTEST THING FOR 1960 


Leading southeast imported distriby. 
tor. Complete line. Limited opening for 
Alabama-Florida - Georgia - Mississippi. 
South Carolina-Tennessee. 
Box 591, 
c/o Automotive News, Detroit 7, 





DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods, 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL Co, 
Detroit 27, Michiga 
WEbster 3-6445 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per 
sonnel . . , because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or me 
finance, anywhere in the world, at low, 
money-saving rates, for officers and nom 
commissioned officers of pay grades & 
and above . - On a simplified, nom 
recourse basis. 

MILITARY ACCEPTANCE Corp, 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel" 
USAA Insurance available 
to qualified officers) 


PROFESSIONAL AUTOMOBILE MaAN- 
AGEMENT—Short or long term con- 
tract dealership management, Guaran- 
teed profits, guaranteed organization 
training, all departments. Confidential 
interview and proven references upon 
request. Fees based on profits. No re 
sults, no fees. Pro-Manage, Incorpo 
rated, 403 Allegheny St., Hollidaysburg, 
Pennsylvania. 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


- 


50 to 100 percent more than those paid 


ae ann ae dealers, banks, finance firms, law enforce- 


ment sources, Write for loss forms and 
rates on financed, leased, rented autos, 


eee 


and run a clean, hard-hitting operation. 
MIDWEST—Central Iowa location, exclu- | 


General Motors Institute graduate. Pre- 


TODAY ... RIGHT NOW! 


by conventional companies 
specializing in the consumer credit insur- 
ance field. 

If you are getting less than 40 percent 
éonmiadion on automobile physical dam- 
age, less than 50 percent commission on 
credit life, you will find The Resolute Plan 
can enable you to increase your commission 


income. 
Full details on The Resolute Plan can be 
obtained by writing: 


E. K. SCRIBNER, PRESIDENT 
THE RESOLUTE INSURANCE COMPANIES 
RESOLUTE BUILDING 
HARTFORD 2, CONNECTICUT 


ns, 


MECHANIC—Exceptional opportunity for 
able and ambitious all around mechanic. 
Two months special training in England 
on salary and expenses for the right man 
who will later work permanently in 
Towson area of Baltimore. Apply in 
person or by letter to: Mr. McCormack 
or Mr. Stokes, Daimler, Timonium Road 
at Expressway, Towson, Baltimore 4, 
Maryland. Phone: VAlley 3-7338 for ap- 
pointment. 


——_—_—_—$ 
DETROIT METROPOLITAN AREA 


fer medium sized suburban Chevrolet, 
Ford or full line import deal, but will 
consider all offers. $10,700 minimum sal- 
ary plus fringe benefits, share of profits 
or override on business, Prefer Middle 
Atlantic states, New York or Connecti- 
cut areas. Box 648, c/o Automotive 
News, Detroit 7. 


TOUGH JOB WANT E D — Experienced 


comptroller, auditor, business manager, 
analyst wants tough job offering oppor- 
tunity, Installation, reorganization, co- 
ordination of parts, service and office 
procedure, Forecasting, daily operational 
control, internal controls, credit and col- 
lection procedure, followup. Operational 
and balance sheet audit with comparative 
analyses and recommendations for profit 
improvement. Will travel, Responsible 
dealer, factory and finance company ref- 
erences. Reply to Box 645, c/o Automo- 
tive News, Detroit 7. 


ACCOUNTANT, BOOKKEEPER. Insurance 


broker desires management position with 
progressive dealer, Eastern Pennsylvania 
or Philadelphia area preferred. Write 
eae e c/o Automotive News, De- 
roit 7. 








Write, wire or phone nearest 
distributor. 

Richland Motor Co., Inc. 
Suite 1010, 790 Broad St. 
Newark, N. J. 
Central States Imports, Inc. 
Rm. 707, Waukegan Bidg. 

4 South Genesee 


Waukegan, Ill. 


Gulf States Motors, Inc. 


4409 Belmont Ave. 
Dallas, Texas 


S & J Imports 


601 Tunnel Avenue 
San Francisco 24, Calif. 


S & J Imports, So. Div. 


1641 Long Beach Bivd. 
Long Beach 13, Calif. 


sive dealership handling Oldsmobile and 

GMC truck. Planning potential 125 cars. 

Inventory purchase under $35,000, Lease 

available on approved location. Sale sub- 

ject to factory approval, Write Box 664, 
c/o Automotive News, Detroit 7. 





mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, Fort Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 





DEALERSHIPS AVAILABLE 








DEALERS WANTED 


to Capitalize on the Huge 
Profit-Potential of the 


SKODA 


Now distributed in New York, New Jersey, Pennsylvania and 


all New England states by 


CHARLES KREISLER 


Chrysler dual dealer wants sharp, fast GENERAL MANAGER-SALES MANAGER. 


moving sales manager, capable of hiring 
and training salesmen, Also chance for 
buy-in. Full resume in first letter. Box 
614, c/o Automotive News, Detroit 7. 


OUTSTANDING OPPORTUNITY for sales 
promotional manager for distributor of 
a top imported car line. Must have prev- 
fous General Motors, Ford or Chrysler 


Desires buy-in opportunity with aggres- 
sive, reputable GM 200-300 car dealer. 
Young, devoted family man, presently 
employed as manager Florida new car 
dealership, Best of references furnished. 
Desire Florida connection, but will re- 
locate where challenging future presents 
itself. Available 30-60 days. Write Box 


FOR SALE: Dual agency handling General 
Motors in fast growing Ohio Valley. 
Profit making, 200 car contract. Will sell 
assets and lease modern building fully 
equipped. Dealer for thirty years, wishes 
to retire. Box 587, c/o Automotive News, 
Detroit 7. 


Skoda is a substantial car, weighing 2,050 Ibs. on a 9412" 
wheelbase, with 53 hp. all-aluminum engine, twin carbure- 
tors, delivering up to 40 miles per gallon. Skoda is larger and 
heavier than Volkswagen, Renault Dauphine and Fiat 1100, 


yet it retails for only 


$1575 


AND the price includes a very substantial profit margin for 


you! 
SEDANS & CONVERTIBLES 


| firmly believe you'll sell more SKODAS . . . with bigger profits ..- 
and greater customer satisfaction . . . than any other imported economy 
car. Your sales are backed by a well-organized and thoroughly trained 
organization now establishing parts depots and service facilities coast to 


re TODAY .. . RIGHT NOW! 


Visit, Phone or write Mr. Walter Vogel, Vice-President, or myself. It costs 
nothing and places you under no obligation to get the facts in complete 
confidence. You'll be glad you did. Thanks a lot 


621, c/o Automotive News, Detroit 7. 


OFFICE MANAGER-ACCOUNTANT  de- 
sires position in Florida, GM preferred. 
14 years’ diversified experience in me- 
chanical field. Age 39, married. Family 
man with initiative, foresight. Box 629, 
c/o Automotive News, Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER, 
several years’ experience Chrysler Cor- 
poration dealer under Dealer Enterprise 
Plan. Would like to relocate with an- 
other automobile dealer. Best of refer- 
ences. Available immediately. Box 636, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER—Fifteen years’ ex- 
perience in all phases. New York, New 
Jersey or Connecticut. Box 646, c/o 
Automotive News, Detroit 7. 


BOOKKEEPER—OFFICE MANAGER, age 
31, 11 years’ GM experience. Prefer In- 
diana, Illinois. Box 638, c/o Automotive 
News, Detroit 7. 


USED CAR MANAGER or combination 
wishes to locate in western Michigan— 
prefer Kalamazoo area. Twenty years’ 
experience Detroit dealers, ‘‘Big 3’’ ex- 
perience, Would consider buying in, AAA 
references, Box 657, c/o Automotive 
News, Detroit 7. 


wholesale experience. Retail auto experi- 
ence valuable. Southeast location, $10,- 
000 year to start, Please send complete 
resume to Box 641, c/o Automotive 
News, Detroit 7. 


HANDLING FORD AND MERCURY in 
good growing town of over ten thousand 
in eastern New Mexico irrigated valley. 
Parts and equipment about $29,500. 
Good, reasonable lease on building and 
lot. Buyer please have factory approval. 
Write Box 651, c/o Automotive News, 
Detroit 7. 


WANTED 


Accountant-Business Manager 


Qualified for complete responsibility for office 
management of a medium-sized dealership. 
Must be completely familiar with latest tech- 
niques for expense controls, Openings avail- 
able in Detroit, Michigan; Atlanta, Georgia; 
San Francisco, California and Dallas, Texas. 


Reply Box 659, c/o Automotive News, 
Detroit 7, 


HANDLING FORD—Circleville, Ohio. Prof- 
itable 105% service absorption dealer- 
ship, 27 miles south Columbus, Ohio. 
200 potential, can tap metropolitan mar- 
ket. Equipment, sign, fixtures, $12,000; 
parts approximately $25,000. We keep 
rest. Ider! 14,400 square foot building— 
lease available. Bonner Ezell, Pickaway 
Motors, Circleville, Ohio. 


DUAL HANDLING GM, RAMBLER and 
good truck line. 125 car potential, South- 
west, 15,000 population town in moun- 
tains. Box 650, c/o Automotive News, 
Detroit 7. 


FLORIDA EAST COAST: Handling Lin- 
coln-Mercury-English Ford in fastest 
growing area in the state. Big potential. 
Around $17,000 will take us out, Stivers 
& Co., Cocoa, Florida. 





CHARLES KREISLER 


CHARLES KREISLER IMPORTED CAR DIVISION, INC. 
1700 Jerome Ave., Bronx, N. Y., CYpress 9-4700 
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A MINIMUM INVESTMENT 


You can earn up to $14,028.00 annually 
by cleaning just four cars per day. You'll 
make considerably more if you are an 
-" beaver, Your total investment is 


INVESTIGATE TODAY 


Success comes fast to those who follow 
= proven plan . and we supply you 

with everything you need to get started. 
So, why not take that first step right now 
to get full information about Auto Valet. 


Write - Wire - Call 


HERMAN SMITH CO. 


1803 Dallas Houston 3, Texas 
Phone CA 7-9545 


IMPORT PARTS and accessories business 
for sale in large Florida city. Inquire 
_ 652, c/o Automotive News, Detroit 


FOR SALE 
Auto Lease Company 
in 
Miami, Florida 


Approximately 450 Units on long 
term leases, 90% Chevys. Average 
Monthly lease payment $115.00— 
No Large Fleets—Majority of Lessees 
Business and Professional people. 


Box 654, c/o Automotive News, 
Detroit 7. 








$50.00 REWARD—For information leading 

the recovery of a 1955 Pontiac fordor 

Chief; Texas license #PR 7934; mo- 

#T855H 9726; registered in the name 

& John W. Young. Contact: Wright 

‘olet Co., West Columbia, Texas. 
collect, Dickens 5-3133. 


tea aaa a 
CARS FOR SALE 
CONTINENTAL MARK II, 1956, midnite 


finish, white and light blue leather 
ior, 30,000 miles. Excellent condi- 
. Will sell or trade for new Thunder- 


bird. W. J. Blunt, 107 Johnson, Saginaw, 
Michigan. PH: 2-2695. 


ein tail 
FOR QUICK RESULTS 
Y AUTOMOTIVE NEWS 


_ CLASSIFIED ADS 
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RUSINESS OPPORTUNITIES CARS FOR SALE CARS FOR SALE 
— ALLELE ETE ALOT PLE AS IE 
ust ONEMAN" BUSINES VOLKSWAGENS 
IN AMERICA TODAY : Attention 
. Why Use A Middle Man? 
Eve ry Automobile ||} Buy Direct from the Largest Foreign Car Buyers 
Exporter in Germany 
Dealer Is a fil ot aah tee dias. Hae. tk VOLKSWAGENS 
: ° vertibles, Micro Buses. All commercial 
Potential models OPELS - MERCEDES 
ai cGAat SOE Memon 
Customer man. TAUNUS 
Bank and Trade references will 
Amazing Machine be furnished. ‘56 to ‘59 Models 
Auto and High Speed RUDI ARONS, INTERNATIONAL 
Method of Cleaning AGENCIES 6.M.8.H., Specializing in direct shipments to your 
Automobile Neue Rabenstrasse 32, Hamburg oa ; 
a et as 36, Germany. closest port. Eliminate the middle man, 
Interiors Cable address: save with our low, direct to you prices. 
AN “On Location" SERVICE RARONS HAMBURG. Guaranteed titles. 
Contract your conversion work 
a aad a ae ” oa through our plant. All American 
a eae requirements met to perfection. 
get a better price. Quotations on request. GERMAN IMPORTS, INC. 
7925 Stephenson Road 
CAR INTERIORS ARE Baltimore 8, Maryland 
RELA TEE in 
@ Clean and dry in minutes — eer on eee 
@ Spotless and germ free 
. TEI 
fai cole ae VOLKSWAGENS 
Order Now 1960 Models For 
THE MAN WHO PROVIDES THIS Early Deliver - 
NEEDED SERVICE will never have Immediate Del very MERCEDES BENZ , 
ary Seer, Se we. 1959-58 sedans, convertibles, Karmann- ‘ae rg le 
His income will be high from the Ghias, Micro Buses, All Commercial Direct Shipments from Germany to: 
h cesta, ble market fe ready models—All cars fully Americanized, — Eastcoast 
a oo * 4 Y * — Southeast & Gulf Ports 
mode and waiting, and his volume English Manuals Available — Westcoast 
will be steady the year around . . * ¥ 
jn good times and bad. America's Largest Central & South American 
TOD-O-CAR, INC. Export & Import Co. 
NO COMPETITION FROM On Hand at “= tue Locations 366 onstan P20 York 13, N. Y. 
ee eee 1415 HAINES STREET WE 661195 S106 
Auto Valet cleans automobile interiors PHILADELPHIA 26, PA. 
faster, better than they have ever been Phone: WAverly 7-3500 
cleaned before. Average car takes just 45 CARS WANTED 
minutes. Dealer pays $10.00 to $12.50 and DARLINGTON, SOUTH CAROLINA 
is happy to do so, for Auto Valet adds CLANTON'S AUTO AUCTION 
many — that amount in the saleability Phone: Express 3-286! Always Buying 
of a used car. NOW for the Midwest at big t . 
tion cava . deliveries” to ‘hen toe USED CORVET TES 
MAXIMUM PROFIT FROM ports: Buffalo, Cleveland, Detroit, Chi- 


Any Year—Any Equipment—Any Condition 
Will Pay High Dollar. 


Call: Don Bennett or Bill Wink, Jr. at 


WINK CHEVROLET CO. 
LUzon 2-5400, Detroit § 


cago, Duluth. 
OLLI SLT 








Attention Dealers 


Introduced For The First Time 


DRIVE-O-MATIC 


PARTS FOR SALE 


CHEVROLET PARTS, antique or classic. 
Louls Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 


TRUCKS FOR SALE 


DIESEL TRACTORS—W hit e—Cummins 
175 H. P. Model 9000T, Excellent condi- 
tion, new tires, located in various areas. 
Also various others; garbage units, oil 
field and heavy construction tandem axle 
tractors, Dealers protected. Write or 
phone: R. W. Allen, Mack Trucks, Inc., 
Plainfield, N. J, Phone: PL 6-8600, 


HOLMES 650 platform body, Fully equip- 
ped, mounted on 620 G.M.C, straight air. 
Will trade. $4,400. Lews Garage, Salem 
Ave., Dayton, Ohio. Open Sundays. 


" §HOP EQUIPMENT FOR SALE 


BEAR AUTOROL—Model No. 1120, slightly 
used. Dealer price $1,330—Sacrifice for 
$750 F.O.B. destination, Wray-Dickinson 
Company, Shreveport, Louisiana. 








PARTS BINS—40 surplus bins, Some in 
Amarillo, others in Eastland, Texas, In 
almost new condition—only $23.50 each. 
Don Pierson Olds-Cadillac, Eastland, 
Texas. 





GENUINE PAINTS 
for 
Volkswagens—Ghias 


All a. Shipment 
Nana Trading Corp. 


120 Wall Street, New York 5, N. Y. 
BO 9-4747 — TWX: NY 1-481/ 





SHOP EQUIPMENT WANTED 


WANTED: Two or three used overhead 
garage gas heating units. Tansky Mo- 
tors, 500 E, Pearl, Jackson, Michigan. 


ANTIQUE CARS, TRUCKS FOR SALE 


1941 LINCOLN ZEPHYR CONVERTIBLE 
—vV-12, radio, heater, Columbia over- 
drive transmission, Car in excellent con- 
dition, Original paint and leather uphol- 
stery. 22,000 miles. For sal e—$850. 
Waynesville Motor Sales, Inc., Mercury 
& Edsel Dealers, 126 South Main St., 
Waynesville, North Carolina, Telephone: 
GLendale 6-8676. 


MACK, 1933, Model AB, restored condi- 
tion. 9x20 tires, 25-foot, flat steel body. 
Chassis serial No, 4AB. Price $900 
F. O. B. Richmond, Virginia, Phone: C. 
E. Clarke, MlIlton 3-7431, Richmond, 
Virginia. 


1936 PACKARD 120, 4-door. Original black 
finish—Like new. 45,000 actual miles, 
almost new whitewalls. $2,000. J. A. 
a 23050 Norfolk, Detroit 19, Mich- 
gan. 


NEW LINES WANTED 


MANUFACTURERS’ REPRESENTATIVE 
for state of Arkansas desires connection 
with manufacturer of automotive parts 
and supplies, service lines—also truck 
parts and industrial supplies. All replies 
to this ad will be answered, Box 649, 
c/o Automotive News, Detroit 7. 


DECAL TRANSFERS 


39 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS' SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


-TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-U 
DEALERS’ SPECIAL Fon. Fectory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y “St. 
Toronto, 


PUBLIC AUCTION SALE 


Thursday, ony ia 
Starting 10:00 EST 


BRAND CHEVROLET, INC. 


Former Chevrolet dealer has discontinued 
location at 105 West Main, Waynesboro, 
Virginia. 


Complete Modern Shop and Office 
Equipment, Also 30 Cars 
Terms: Cash 
Rain or Shine 
Complete listing furnished on request 


Baugher Chevrolet Co. 


1157 W. Main, Waynesboro, Virginia 
WhHitehall 2-831! 


VOLKSWAGENS 


No clutch — Fully automatic transmissions — 


Immediate shipment, any model, any type. 
For information, details contact: 


NANA TRADING CORP. 


120 Wall Street, New York 5, N. Y. 
BO 9-4747 — TWX: NY 1-481! 








PRICED TO SELL 


VOLKSWAGENS 


GHIAS - RENAULTS - FIATS - SIMCAS 
VOLVOS 
Latest Models VWs, Serials No. 
2,400,000/2,500,000 and up 


Fully Amer.—All Colors—Immediate Shipment 


Anywhere in U. S. A.—For Information, Prices, 
Details, Phone, Wire, Write: 


NANA TRADING CORP. 


120 Wall St., New York 5, N. Y. 
BO 9-4747 TWX: NY 1-4811 








VOLKSWAGEN 


Sedans, Sunroofs, Ghias, 
Convertibles 


MERCEDES 220S 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, Los 


Angeles. 


BENTON ENTERPRISES, INC. 


1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 
Jacksonville: EL 6-7551 . 
Houston: WAinut 8-2671 








Mercedes Benz 


We import and Distribute Direct 
No Middleman 
All Models 1951 — 1959 
Cars are serviced and cleaned, 
ready for resale. Cabriolets our specialty. 
Supply on hand, Telephone: NEwburgh 2248 


Globe Automotive Imports, Inc. 
Box 508 Montgomery, New York 





Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

LLOYD PARTS — complete stock, Prompt 
shipment, Importers and distributors for 
Lioyd cars and trucks. Greene County 
Stekesn, Catskill, New York. Phone: 1582. 


LLOYD PARTS: Large stock available. 
Immediate shipment. J, C. Lewis Motor 
Co., Savannah, Georgia. 


FORD PARTS—50% off cost on ‘52s and 
older. Gene Hays Motors, Inc., Mc- 
Kinney, Texas. 


ACCESSORIES WANTED 
WANTED: Surplus auto air conditioners 
and parts—any make, Price must be 
right. Also convertible top for 1957 Ford 
Thunderbird. Beach Auto Service, P. O. 
Box 4052, Columbia, South Carolina. 


BUSES FOR SALE 


FOR SALE: 1958 GMC 48-passenger school 
bus, like new, 8,000 actual miles. $4,500 
Fox Motor Co., Clinton, Tennessee. 
Phone: 155. 


2 G.M.C. Buses 


Seat 3! adults, ner type VO capacity. Hydra- 
matic, air brakes 3102. For sale 
or lease, Have not econ used for public 
transportation. Excellent condition. 


Don MeCutlegh Leasing 
TUxedo 4-7800 
15777 Harper, Detroit 24, Michigan 











2 Fixible Airporter 
BUSES 


23-passenger in excellent condition. Privately 
owned, never used commercially. Slightly 
used. Cost new today $23,000. Ali deluxe 
equipment — reclining seal radio, heaters. 
Ideal for conversion to land cruisers. Box 665, 
c/o Automotive News, Detroit 7. 





SCHOOL & TRANSIT BUSES, new, rebuilt 
and used ones. 12 to 78 passengers. 11136 
Ravenna Rd., Twinsburg, Ohio. 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 


by bringing your wants to the 
attention of manufacturers. 
An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 








TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


WILL BUY-BACK COPIES 


BACK ISSUES—Ward’s Automotive Year- 
book, 1950-1958; Automotive Industries 
Annual Statistical Issue, 1950-1955. Box 
653, c/o Automotive News, Detroit 7. 


SEE PAGE 18 
for the nation's 
TOP AUTO AUCTIONS 





BUSES FOR SALE 


LIQUIDATING LARGE STOCK 
USED SCHOOL BUSES 


All Makes @ Models © Reconditioned 
150 Units to Choose from 


Lowest Prices — Immediate Delivery. Discounts on 
Quantity Purchases. Brokers Protected. 


TRANSIT SALES & SERVICE 
23 SOUTH STREET — Pioneer 3-4437 — DANBURY, CONNECTICUT 
William T. Sperry, President 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 


Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance oO Financial [] «Supplier [] 
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THE 
NEXT “UP” 
is @ 
YOURS i 


Chances are, the next “up” that walks 
into your showroom is already partly sold 
on your automobile. He’s seen your fac- 
tory’s ad in The Saturday Evening Post. 
Your factory’s ad page in one issue of the 
Post comes face to face with hot pros- 
pects more than 29 million times. That’s 
29 million “ups” at a factory cost of less 
than 1/12 cent per “up.” 


Isn’t this the kind of local impact that 
sells automobiles? Aren’t you glad your 
factory is “up” on the Post? 


The Saturday Evening 


ity) 


Sell the POST-INFLUENTIALS 
~they tell the others! 


29 million times each issue, someone turns to your 
ad page in the Post. That’s Ad Page Exposure (APX)! 





